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Outsourcing ist für Unternehmen in der modernen Geschäftswelt aller Branchen 
unumgänglich, weit diese Strategie hinsichtlich der zusätzlichen Ressourcen-ergänzung, 
Kostenreduzierung und anderer Wettbewerbsvorteile für Unternehmen vielversprechend sein 
kann. Unternehmen konzentrieren sich immer mehr auf ihre Kernkompetenzen und lagern 
andere Funktionen auf externe Anbieter mit günstigeren Konditionen um (Oshri, 2015). 
Im Bereich Informationstechnologie (IT) ist es viel einfacher, die Aufgaben durch Dritte 
erledigen zu lassen. Denn alles, was auf einem Computer erledigt werden kann, kann an einen 
beliebigen Ort auf der Welt ausgelagert werden. Die sich ständig verändernde IT-Umgebung 
schafft erstrebenswerte Bedingungen für Kunden und Lieferanten in Hinsicht auf strategische 
Beziehungen (Liang, Wang, Xue & Cui, 2016). Die Rolle der Lieferanten hat sich ebenfalls von 
einfachen Anbietern zu strategischen Partnern entwickelt (Kwon, Joo & Hong, 2010). Eine 
erfolgreiche Zusammenarbeit mit externen Anbietern ist jedoch immer eine Herausforderung, 
insbesondere wenn Probleme hinsichtlich der Qualität, der Kosten oder der Lieferung 
auftreten. In diesem Fall muss der Kunde grundsätzlich entweder den Lieferanten wechseln 
oder versuchen, die aktuelle Lieferantenkompetenz zu steigern. Die zweite Option wird 
zunehmend von vielen Unternehmen bevorzugt (Wagner, 2006a). Lieferantenentwicklung 
(Supplier Development, SD) kann als jede Bemühung eines Einkaufsunternehmens, die 
Leistung und Leistungsfähigkeit von Lieferanten zu erhöhen, um deren Versorgungsbedarf zu 
erfüllen (Krause & Ellram, 1997a), definiert werden. SD hat sich branchenübergreifend zu einer 
rentablen Supply-Chain-Management-Praxis entwickelt (Krause & Scannell, 2002). 
Der Bereich IT-Outsourcing (ITO) ist dabei keine Ausnahme. In Deutschland fehlen der ITO-
Branche (mit einem Gesamtwert von 24,4 Milliarden Euro im Jahr 2018) rund 82.000 IT-
bezogene Mitarbeiter (DAXX, 2019). 80% der Unternehmen in Deutschland haben Probleme 
mit IT-Ressourcen. Deswegen stellt sich ihnen die Frage, wo sie Partner für die Auslagerung 
solcher Funktionen oder Dienstleistungen finden können. Derzeit sind die beliebtesten Länder 
Osteuropa (z. B. Polen, Ukraine, Weißrussland usw.) und Asien (z. B. Indien, Vietnam, die 
Philippinen usw.). 
Unter diesen Ländern scheint Vietnam ein attraktives Ziel in Hinsicht auf die Auslagerung des 
IT-Arbeitskräfteangebots und die Kostenattraktivität zu sein. Eine Studie von AT Kearney 
(2017) zeigt, dass dieses Reiseziel zu den fünf attraktivsten Ländern für Outsourcing nach 




In Bezug auf die SD-Forschung haben die meisten älteren Studien die SD-Praktiken großer 
Unternehmen mit ihren Zulieferern im Fertigungssektor (z. B. Automobil, Elektronik, Öl und 
Gas usw.) untersucht. Es gibt nur beschränkte Untersuchungen zu SD-Praktiken in einem 
reinen KMU-Kontext (kleine & mittlere Unternehmen), in dem sowohl der Kunde als auch die 
Lieferanten KMU sind. Es besteht kein Zweifel, dass KMU im Vergleich zu großen 
Unternehmen viele Nachteile wie z.B. mangelnde Ressourcen, Fähigkeiten und internationale 
Erfahrungen aufweisen (Hong & Jeong, 2006). Infolgedessen ist das praktische Wissen über 
SD, das für große Unternehmen angewendet wird, nicht unbedingt auf KMU übertragbar. 
Wenn sowohl der Kunde als auch der Lieferant eher klein ausgerichtet sind, können sie auf 
den SD-Prozess gleiche Einflüsse haben und sowie Entscheidungsbefugnisse besitzen. Daher 
besteht nach wie vor eine Wissenslücke in Bezug auf die SD-Praxis von KMU-Kunden und -
Lieferanten. Bezüglich der Forschungsperspektive wurden die meisten Studien aus 
Kundenperspektive durchgeführt; aus Lieferantenperspektive ist nur sehr wenig bekannt, 
insbesondere aus dyadischer Perspektive (Ahmed & Hendry, 2012; Dalvi & Kant, 2015; Sucky 
& Durst, 2013). Besonders die Kenntnis über spezifische Motivationen der Lieferanten, an SD-
Aktivitäten teilzunehmen, ist noch lückenhaft (Ahmed & Hendry, 2012). 
Diese Forschungslücken erfordern eine Forschung, die SD-Praktiken in einem reinen KMU-
Kontext untersucht und die Motivation der Lieferanten, mit dem Kunden an SD-Programmen 
teilzunehmen, erforscht. Diese Studie ist eine Fallstudie, in der untersucht wird, auf welche Art 
und Weise ein mittelständisches IT-Dienstleistungsunternehmen in Deutschland mit seinen 
kleinen Anbietern in Vietnam zusammenarbeitet. Die Studie analysiert die Outsourcing-
Praktiken dieses Kunden mit Offshore-Partnern über die SD-Prozesse. Drei wichtige 
Forschungsfragen dieser Fallstudie sind: 
1) Was unternehmen KMU-Kunden und -Lieferanten im ITO-Sektor, um Lieferanten zu 
entwickeln? 
2) Wie betreiben KMU-Kunden und Lieferanten in ihren SD-Praktiken? 






Es wurde eine systematische Literaturrecherche durchgeführt, die 297 von 1966 bis 2018 
veröffentlichte Arbeiten im Bereich der SD-Forschung umfasste. Die Literaturrecherche hat 
nicht nur die Forschungslücken identifiziert, sondern auch Schlüsselkomponente jüngster 
wichtiger Erkenntnisse im SD-Bereich vorgestellt. Diese Komponenten umfassen: 
ü Das Konzept „Lieferantenentwicklung“ und der theoretische Hintergrund 
dahinter: erläuterte verschiedene Betrachtungsweisen des SD (Supplier 
Development) (z. B. die Bemühungen des Kunden, ein Netzwerk kompetenter 
Lieferanten aufzubauen und aufrechtzuerhalten (Leenders, 1966), Bemühungen des 
Kunden zur Verbesserung der Lieferantenkompetenz (Krause & Ellram, 1997a) oder 
Reverse Marketing (Leenders & Blenkhorn, 1988)). Das SD-Phänomen wird auch 
durch die Kombination der Transaktions-Kostentheorie (Williamson, 1987) und der 
Ressourcenbasierten View-Theorie (Barney, 1991) erklärt. 
ü Die Motivation des Kunden SD zu betreiben und wie die Lieferanten den Kunden 
wahrnehmen: Beschrieb den SD aus Kundenperspektive als reaktive Handlungen 
oder strategische Programme (Krause, Handfield & Scannell, 1998), um Lieferanten 
zu verwalten. Je nach den Zielen von SD gibt es auch ergebnisorientierte und 
prozessorientierte SD (Hartley & Jones, 1997). Während Kunden versuchen, 
Lieferanten zu entwickeln oder zu verwalten, bewerten die Lieferanten gleichzeitig das 
Potenzial des Kunden, indem sie den Geschäftswert des Kunden und die allgemeine 
Attraktivität untersuchen (Ho, 2018). 
ü SD Praktiken einschließlich SD Aktivitäten / Programme und Prozesse: 
beschrieben eine Vielzahl von direkter und indirekter SD-Aktivitäten (Sucky & Durst, 
2013), die Kunden und Lieferanten zur Verfügung stehen. SD wurde auch als Prozess 
beschrieben. Der SD-Prozess umfasst grundsätzlich drei Schritte: Vorbereitung 
(Bewertung des SD-Bedarfs, Lieferantenauswahl), Entwicklung (Identifizierung der zu 
entwickelnden Attribute, Auswahl geeigneter SD-Maßnahmen) und Überwachung der 
SD-Ergebnisse (Glock, Grosse & Ries, 2017). 
ü Lieferantenauswahl und -segmentierung in SD: identifizierte zahlreiche Kriterien für 
die Lieferantenauswahl. Die am häufigsten verwendeten Kriterien sind: Kosten, 
Qualität, Lieferung, Lieferantenprofile, Technologie und Leistungsfähigkeit der 
Lieferanten (Dickson, 1966). Andere Kriterien wie die Beziehung zu Lieferanten oder 
die Lieferantenbereitschaft werden jedoch meistens unterschätzt und bei der 
Lieferantenauswahl nur selten erörtert (Mukherjee, 2014). Für die Segmentierung der 
Lieferanten wurde ein Modell mit zwei Dimensionen übernommen: die 
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Lieferantenkompetenz und -bereitschaft (Rezaei, Wang & Tavasszy, 2015). 
Lieferantenbereitschaft ist die Bereitschaft eines Lieferanten, seine Leistung zu 
verbessern, Informationen auszutauschen, und sich auf eine langfristige Beziehung 
einzulassen. 
ü Wissenstransfer in SD-Prozessen: Erläuterte die Bedeutung des Wissenstransfers 
in SD und wie Wissen durch den SD-Prozess übertragen wird. Insbesondere wird 
beschrieben, wie explizites Wissen und implizites Wissen im ITO-Sektor durch mehrere 
Mechanismen und Prozesse übertragen werden (Oshri, Kotlarsky & Willcocks, 2010). 
ü Auswirkungen von SD auf Kunden und Lieferanten: Es zeigte sich, dass SD 
hauptsächlich positive Auswirkungen auf Kunden und Lieferanten hat. Das Ergebnis 
des SD umfasst die Verbesserung der Leistung, der Fähigkeiten sowie der Lieferanten-
Kunden-Beziehung des Lieferanten, was wiederum den Kundenbetrieb, die allgemeine 
Geschäftsleistung und die Kunden-Lieferanten-Beziehung verbessert (Sucky & Durst, 
2013). 
ü Erfolgsfaktoren und Fallstricke von SD: Identifizierte Schlüsselfaktoren, wie 
effektive Kommunikation, partnerschaftliche Haltung, gegenseitiges Engagement und 
Vertrauen sowie Unterstützung des Top-Managements, die den Erfolg von SD-
Prozessen fördern. SD-Praktiken sind jedoch mit einigen Hindernissen verbunden. 
Dazu gehören lieferantenspezifische, kundenspezifische und Kunden-Lieferanten-
Schnittstellenbarrieren, die überwunden werden sollten, um den Erfolg von SD 
aufrechtzuerhalten und zu verbessern (Handfield, Krause, Scannell & Monczka, 2000). 
Forschungsmethodik 
Da die Forschungsfragen dieser Studie „Was“, „Wie“ und „Warum“ lauten, ist eine explorative 
Forschung geeignet, um die SD-Praxis im reinen KMU-Kontext zu untersuchen (Yin, 2016). 
Eine Fallstudie wurde ausgewählt, um den Arbeitsprozess zwischen einem KMU-IT-Service-
Kunden in Deutschland und seinen KMU-Offshore-Lieferanten in Vietnam zu analysieren. 
Diese Forschung wurde aufgrund der Natur des untersuchten Phänomens unter dem 
Paradigma der Interpretation durchgeführt. Die Forschung verfolgte die Ontologie des 
Relativismus mit lokalen und spezifischen co-konstruierten Realitäten. Das liegt daran, dass 
der untersuchte Kontext mehrere Tatsachen aufweist, die durch menschliche Interaktionen 
zwischen dem Forscher und den Forschungsteilnehmern erklärt werden können. Die 
Erkenntnistheorie für diese Forschung ist transaktionell / subjektivistisch mit gemeinsam 
erarbeiteten Ergebnissen, da das Wissen aufgrund der persönlichen Erfahrungen des 
Forschers mit der Realität in der untersuchten Umgebung sozial strukturiert ist. 
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Diese Fallstudie wandte den abduktiven Forschungsansatz an, da sie mit „überraschenden 
Fakten“ über die SD-Praktiken eines KMU-Kunden und seiner Zulieferer im ITO-Sektor 
begann. Es gibt allgemein bekanntes Wissen über SD-Praktiken großer Unternehmen, jedoch 
ist über SD-Praktiken in einem reinen KMU-Umfeld nur sehr wenig bekannt. Der Forscher 
untersuchte zunächst das Phänomen und suchte dann unter den Alternativen die beste 
Erklärung für die identifizierten „überraschenden Tatsachen“. 
In dieser Fallstudie wurde die qualitative Forschungsmethode angewandt. Die Forschung 
vertrat den Standpunkt der Teilnehmer. Dies lieferte Einblicke in bereits vorhandene und 
aufkommende Konzepte, die dazu beitrugen, das Verhalten von Organisationen / 
Einzelpersonen in SD-Praktiken im KMU-Kontext zu erklären. Insbesondere wurde eine 
Einzelfallstudie angewandt, da diese Forschung ein inter-organisatorisches Phänomen im 
realen Kontext untersuchte, das als Längsschnittstudie betrachtet wurde und zu vielen 
Zeitpunkten während der Feldbeobachtung (mehr als zwei Jahre) eine Datenerfassung 
erforderte. 
In dieser Fallstudie wurden Daten aus drei Hauptquellen gesammelt: Teilnehmer-
beobachtung, Dokumentenanalyse und ausführliche Interviews mit relevanten 
Informanten. In dieser Fallstudie konnte der Forscher die Beobachtungen und Interviews mit 
den Teilnehmern wiederholen. Insgesamt wurden 20 offizielle ausführliche Interviews mit 
Kunden- und Lieferantenteilnehmern mit einer durchschnittlichen Dauer von 42 Minuten pro 
Interview durchgeführt. Einige Teilnehmer wurden mehr als einmal befragt. Die 840 Minuten 
Interviews wurden aufgezeichnet und transkribiert. Durch die Beobachtung der Teilnehmer 
und die Dokumentensammlung wurden 124 Datenseiten generiert. Sie wurden sorgfältig vom 
Forscher für den nächsten Interpretationsschritt der Analyse geprüft. 
In dieser Fallstudie befolgte die Datenanalyse einen strengen Prozess, der mehrere 
Codierungen und passende Muster umfasst. Diese Datenanalyse kann ein komplexes Netz 
aus Wissen und Interpretation aufbauen. Es gibt vier Codierungsstufen: (1) Codes 
(voreingestellte und offene Codes), (2) Unterkategorien, (3) Kategorien und (4) Themen. 
Themen sind die höchste abstrakte Ebene der Daten, die ein bestimmtes Thema oder eine 
Erklärung für ein Phänomen der Fallstudie erfassen. Codes auf niedrigeren Ebenen spielen 
die Rolle, das Thema oder das Phänomen im Detail zu unterstützen und zu erklären. Die Daten 
dieser Fallstudie ergaben drei Hauptthemen: (1) SD-Aktivitäten im ITO-Sektor und im KMU-
Kontext, (2) Lieferantenauswahlkriterien im KMU-Kontext und im SD-Prozess sowie (3) 





Die Ergebnisse der Forschung 
Aus der dyadischen Perspektive wurden drei Hauptthemen untersucht: (1) Lieferanten-
entwicklungs-Aktivitäten von KMU im ITO-Sektor, (2) die Rolle der Lieferantenbereitschaft bei 
der Lieferantenauswahl und im Entwicklungsprozess und (3) die Motivationen der Lieferanten, 
an den SD-Programmen mit dem Klienten teilzunehmen. 
Erstens zeigen die Ergebnisse, dass im ITO-Bereich eine Vielzahl von SD-Aktivitäten 
durchgeführt werden. Die Annahme, dass SD-Aktivitäten nur für die Fertigungsindustrie und 
nicht für den Dienstleistungssektor gelten (Krause & Scannell, 2002), mag in vielen Fällen 
zutreffen, jedoch nicht für den ITO-Sektor. Zu den direkten SD-Aktivitäten im ITO-Bereich 
gehören: Vor-Ort-Schulungen oder Schulungen durch Dritte, videobasierte Unterstützung, 
Dokumentation, Vor-Ort-Besuch, Einladung in die Kundenfirma und finanzielle Unterstützung. 
Indirekte Vorgänge, die in dieser Fallstudie beobachtet wurden, sind Evaluierung und 
Feedback, Erschaffen eines Wettbewerbsdrucks, höhere Anforderungen, Geschäftsanreize 
und Austausch über die strategische Kundeninformationen. 
Bezüglich des Lieferanten-Auswahl-Prozesses beachtet der Kunde bei seiner Auswahl neben 
den Lieferantenkompetenzen auch die Lieferantenbereitschaft. Es ist die Bereitschaft, wie von 
Rezaei et al. (2015) angesehen, Informationen auszutauschen, Fähigkeiten zu verbessern, 
einander zu vertrauen und an eine langfristige Beziehung gebunden zu sein. Darüber hinaus 
ist die Lieferantenauswahl im reinen KMU-Kontext keine einseitige Entscheidung des Kunden, 
sondern eine Verhandlung und Bewertung beider Parteien. Das bedeutet, auch die Lieferanten 
bewerten und wählen den Kunden beim Auswahlprozess. 
In dieser Fallstudie geht die Lieferantenbereitschaft über die Definition von Rezaei et al. (2015) 
hinaus. Dies ist auf eine bestimmte Art und Weise mit der unternehmerischen Orientierung 
(EO – Entrepreneurship Orientation) der Zulieferunternehmen verbunden. Die Essenz der 
Unternehmerschaft ist zu einem großen Teil die Fähigkeit, eine Gelegenheit auf dem Markt zu 
realisieren (Hitt, 2002). Außerdem ist es die Bereitschaft, die Gelegenheit mit Hilfe von 
Innovationen zu verfolgen und zu nutzen, um bessere Geschäftsergebnisse zu erzielen (Hitt, 
2002). EO umfasst drei Schlüsselmerkmale: Innovationskraft, Pro-Aktivität und 
Risikobereitschaft (Rauch, Wiklund, Lumpkin & Frese, 2009). Die Risikobereitschaft ist ein 
wesentlicher Bestandteil von EO (Hitt, 2002). In diesem Fall haben die Art und Weise, wie die 
Lieferanten proaktiv auf den Kunden reagierten, und die Risikobereitschaft gegenüber der 
anfänglichen Zusammenarbeit, dazu beigetragen, den Kunden von seiner Auswahl zu 
überzeugen. Darüber hinaus zeigten ausgewählte Lieferanten durch die Zusammenarbeit mit 
dem Kunden ihre innovative Orientierung (z. B. Erlernen neuer Technologien, Ändern der 
Arbeitsprozesse usw.).  
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Nach der Auswahlphase folgt die Entwicklungsphase, an der sowohl der Kunde als auch 
Lieferanten intensiv beteiligt sind. Auch hier spielt die Lieferantenbereitschaft eine wichtige 
Rolle bei der Entscheidung, welche SD-Aktivitäten bei einem bestimmten Lieferanten 
angewandt werden sollen. Wenn ein Anbieter hohe Leistungsfähigkeit, aber durchschnittliche 
Bereitschaft aufweist, wären indirekte Aktivitäten (z.B. Wettbewerbsdruck, höhere 
Anforderung, Business-Incentives, usw.) vorzuziehen. Wenn ein Anbieter durchschnittliche 
Fähigkeit und hohe Bereitschaft aufweist, wären direkte Aktivitäten viel hilfreicher, um 
Lieferantenkompetenzen zu verbessern. Das erfordert mehr Anstrengungen sowohl von den 
Kunden als auch von den Lieferanten im SD-Prozess. Dennoch ist das Endziel der SD und 
des Lieferanten-beziehungsmanagements diejenigen Lieferanten zu erhalten, die sowohl 
hohe Kompetenz als auch Bereitschaft zur Zusammenarbeit zeigen, um den Klienten bei 
langfristiger Zusammenarbeit zu unterstützen. 
Für einen effektiven Lieferantenentwicklungsprozess müssen drei Erfolgsfaktoren vorhanden 
sein: (1) ein guter erster Eindruck voneinander, (2) ein gutes Verhältnis und Engagement 
zwischen dem Kunden und dem Lieferanten auf Top-Management-Ebene und (3) eine starke 
Moderation für Wissenstransferprozesse. Diese sind besonders wichtig im ITO-KMU-Kontext. 
Obwohl die Zusammenarbeit zwischen Kunden und Lieferanten in dieser Fallstudie einige 
positive Ergebnisse gezeigt hat, gibt es immer noch Herausforderungen, die bewältigt werden 
müssen, um den Erfolg von SD-Programmen zu erhalten und zu erweitern. Dazu gehören (1) 
die skeptische Haltung mittlerer Kundenmanager, (2) Unsicherheit der Arbeitsprognose, (3) 
der Mangel an Kundenressourcen zur Unterstützung der Lieferanten, (4) Absorptionsfähigkeit 
der Lieferanten und (5) kulturelle Unterschiede und Sprachbarrieren zwischen Kunden und 
Lieferanten. 
Hinsichtlich der Motivation der Lieferanten, mit dem Kunden an SD-Programmen 
teilzunehmen, hängt das Interesse neben der Geschäftsmöglichkeit davon ab, wie beide 
Parteien zu der Beziehung stehen. Die Wahrnehmung des Engagements und der Bereitschaft 
zur Zusammenarbeit von Kunden und Lieferanten haben einen wesentlichen Einfluss auf die 
Entscheidung der Lieferanten, gemeinsam mit dem Kunden an SD-Programmen 
teilzunehmen. Darüber hinaus spielt die Fähigkeit des Kunden, seine Lieferanten zu 
entwickeln, eine wichtige Rolle bei der Entscheidung des Lieferanten. Wenn der Kunde und 
die Lieferanten bereit und in der Lage dazu sind, in das Engagement zu investieren, ist es 
möglich, an vielen Aktivitäten gemeinsam teilzunehmen, die mit SD-Aktivitäten in der 




Beiträge der Forschung 
Die Ergebnisse dieser Fallstudie werden zum Wissen über KMU-Lieferantenentwicklungs-
praktiken und Kunden-Lieferanten-Beziehungsmanagement beitragen. Insbesondere werden 
die Beiträge unter der Berücksichtigung des Einflusses der Lieferantenbereitschaft bei der 
Auswahl von KMU-Lieferanten, der SD-Praxis im ITO-Sektor und der Motivation der 
Lieferanten, an solchen Aktivitäten mit dem Kunden teilzunehmen, untersucht. 
Erstens gehört diese Untersuchung zu den Pionierstudien, die die Lieferanten-
entwicklungspraktiken in einem reinen KMU-Kontext untersuchen, in dem sowohl der Kunde 
als auch die Lieferanten kleine Unternehmen in einer bestimmten wissensintensiven Branche 
(ITO-Sektor) darstellen. Die Forschung zeigt, dass die Lieferantenentwicklung nicht nur für 
große Unternehmen in der Fertigungsindustrie, sondern auch in der Dienstleistungsbranche 
(d.h. ITO) gilt, und durch KMU weit verbreitet ist. Die Forschung füllte somit die Wissenslücke, 
wie und welche Vorgänge KMU für ihre Lieferanten-entwicklungspraktiken nutzen. 
Als nächstes wird die Rolle der Lieferantenbereitschaft untersucht, die über einen langen 
Zeitraum ausreichend untersucht wurde. Die Fallstudie hat gezeigt, dass die 
Lieferantenbereitschaft nicht nur im Lieferanten-Auswahlprozess des Kunden, sondern auch 
im Lieferantenentwicklungsprozess, an dem beide Parteien stark beteiligt sind, eine wichtige 
Rolle spielt. Die Fallstudie schlug auch ein von Rezaei et al. (2015) angepasstes Framework 
zur Lieferantenbewertung und -segmentierung von KMU vor. Das angepasst Framework 
umfasst zwei Dimensionen (d.h. Lieferantenfähigkeit und Lieferantenbereitschaft), die von 
niedrig, mittel bis hoch reichen, um die Lieferanten im Kundenportfolio der Lieferanten zu 
positionieren. Außerdem wurde in dieser Fallstudie das Konzept „Lieferantenbereitschaft“ 
geprägt und erweitert. Es wurde darüber, was von Rezaei et al (2015) beschrieben wurde, 
hinausgegangen, indem die unternehmerische Ausrichtung (EO) der Zulieferunternehmen 
irgendwie abgedeckt wird. In dieser Fallstudie hat der Kunde die Lieferantenbereitschaft nicht 
nur als Kooperationsbereitschaft, sondern auch als Risikobereitschaft, pro-aktives Eingehen 
auf die Kundenanforderungen und die innovative Orientierung der Lieferanten 
wahrgenommen. Dies ist die Bereitschaft der Lieferanten, neue Dinge zu lernen und sich an 
Arbeitsprozesse anzupassen, wenn sie die Geschäftsgelegenheiten mit dem Kunden 
realisieren. 
Schließlich untersucht die Studie die Motivation der Lieferanten, mit dem Kunden 
zusammenzuarbeiten und an den SD-Programmen im KMU-Kontext teilzunehmen. Frühere 
Studien konzentrierten sich hauptsächlich auf die Perspektive des Kunden unter der Annahme, 
dass SD ausschließlich durch den Kunden initiiert wird. Diese Fallstudie hat jedoch bewiesen, 
dass die Perspektive des Lieferanten berücksichtigt werden sollte. Es ist nicht 
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selbstverständlich, dass ein Lieferant immer bereit ist, mit einem Kunden an den SD-
Programmen teilzunehmen. Bestimmte Bedingungen sind jedoch zu erfüllen, um den 
Lieferanten zu motivieren, die Einladung des Kunden zu akzeptieren. Die Hauptmotive der in 
dieser Fallstudie untersuchten Lieferanten sind: die potenziellen Geschäftsmöglichkeiten des 
Kunden, die Möglichkeit zur Schulung, das Engagement und die Kooperationsbereitschaft des 
Kunden sowie die Fähigkeit des Kunden, Lieferanten zu entwickeln. 
Management-Implikationen der Forschung 
Es ist durchaus interessant, in dieser Fallstudie den Lieferanten-Auswahlprozess im ITO-
Bereich aus dyadischer Perspektive zu beobachten. Kundenmanagern ist bewusst, dass die 
Entscheidung über die Zusammenarbeit nicht ausschließlich bei ihnen liegt. Lieferanten 
spielen auch eine wichtige Rolle in dem Entscheidungsprozess. In dieser Situation hat der 
Kunde nur minimale Kontrolle über den Lieferanten. Daher muss der Kunde seinen Lieferanten 
ein attraktives Angebot machen, um zu zeigen, dass sich eine Investition in die 
Zusammenarbeit lohnt. 
Bei der Lieferantenauswahl, insbesondere in KMU-Kontexten, sollte der Kunde nicht nur die 
Lieferantenfähigkeit, sondern auch die Lieferantenbereitschaft berücksichtigen. Lieferanten-
bereitschaft besteht jedoch nicht, bevor der Kunde Initiative zeigt, sondern ist und sollte durch 
die Bemühungen des Kunden provoziert werden. Das heißt, der Kunde sollte die Bereitschaft 
des Lieferanten nicht nur bewerten, sondern auch seine Bereitschaft, sich der 
Zusammenarbeit anzuschließen, stimulieren. 
Bezüglich der SD-Programmen wurde im ITO-Sektor eine Vielzahl von Vorgängen (sowohl 
direkte als auch indirekte) durchgeführt. Kunden und Lieferanten sollten daher überlegen, 
welche Handlungen für ihre spezifische Situation geeignet sind und durch welche die besten 
Ergebnisse für die Zusammenarbeit errungen werden können. Zu diesem Zweck sollte der 
Kunde in der Lage sein, die Lieferanten nach ihren Fähigkeiten und ihrer Bereitschaft zu 
segmentieren. Natürlich sollten diese Aktivitäten an den Entwicklungsstrategien beider 
Parteien ausgerichtet sein, da die meisten SD-Aktivitäten in den ITO-Sektoren als 
beziehungsspezifische Investitionen gelten, die möglicherweise nicht von anderen Kunden 
oder Projekten übernommen werden. 
Für die ITO-Zulieferer, insbesondere für kleinere, können eine hohe Kooperations- und 
Verbesserungsbereitschaft Fähigkeitsdefizite überwinden und die Chance auf Aufträge 
steigern. Ein Kunde, der eine langfristige Zusammenarbeit mit Offshore-Lieferanten sucht, 
berücksichtigt nicht nur die aktuellen Fähigkeiten und Kompetenz, sondern auch die Pläne und 
Ambitionen der Lieferanten in Bezug auf die Risikobereitschaft zusammen mit dem Kunden. 
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Um eine erfolgreiche Zusammenarbeit im ITO-Sektor zu erhalten, sollten sowohl Kunden als 
auch Anbieter ihre Strategien aufeinander abstimmen und das Engagement für die 
Zusammenarbeit demonstrieren. Das kann nur durch erheblichen Kommunikationsaufwand, 
Unterstützung beider Parteien bei Verhandlungen und ersten Projekten erreicht werden. 
Einschränkungen und zukünftige Forschung 
Selbstverständlich gibt es in der Fallstudien-Forschung einen Kompromiss zwischen der 
Verallgemeinerungsfähigkeit und den Erkenntnissen einer Forschung. Die 
Hauptbeschränkung dieser Forschung stammt von ihrer kleinen Stichproben-Größe ab, da es 
sich um eine Einzelfallstudie im spezifischen ITO-Sektor handelt. Daher steht diese Fallstudie 
vor einer Herausforderung, die Ergebnisse zu verallgemeinern. Zweitens, obwohl diese 
Fallstudie als Längsschnittstudie betrachtet wird (Daten wurden zu vielen Zeitpunkten in mehr 
als zwei Jahren gesammelt), befindet sie sich noch in der Anfangsphase der Zusammenarbeit. 
Daher können die Auswirkungen von SD auf den Kunden und die Lieferanten nicht genau 
bewertet werden. 
Aufgrund dessen kann die zukünftige Forschung folgende Richtungen einschlagen: (1) 
einzelne oder multiple Fallstudien in anderen Sektoren zur Gegenprüfung oder Triangulierung 
der Ergebnisse dieser Fallstudie, (2) Durchführung quantitativer Untersuchungen bei größeren 
Stichproben zur Bestätigung der Rolle der Lieferantenbereitschaft und der 
Lieferantenmotivation im Lieferantenentwicklungsprozess, und (3) Durchführung einer 
erweiterten longitudinalen Forschung oder einer Forschung in ähnlichem Forschungskontext, 






Outsourcing is likely inevitable for organizations in modern business life of every industry, since 
this strategy might be promising regarding the extra resource supplement, cost reduction and 
other competitive advantages for organizations. Companies are increasingly focusing on their 
core competencies and outsource other functions to external providers with more favorable 
conditions (Oshri, 2015). 
In the information technology (IT) sector, it is much easier to get the jobs done by a third party, 
because anything that can be done on a computer can be outsourced to anywhere in the world. 
The fast-changing IT environment creates desirable conditions for clients and their suppliers 
to form strategic alliances (Liang, Wang, Xue, & Cui, 2016). The role of suppliers has also 
changed from simple providers to strategic partners (Kwon, Joo, & Hong, 2010). However, 
successfully working with external vendors is always challenging, especially when there are 
problems regarding the supplier’s quality, cost or delivery. In this case, the client usually has 
to either change the supplier or try to improve the current supplier capability. The second option 
is increasingly favored by a significant number of enterprises (Wagner, 2006a). Supplier 
development (SD) can be defined as any effort of a buying firm to increase the performance 
and capabilities of suppliers to meet its supply needs (Krause & Ellram, 1997a). SD has 
become a viable supply chain management practice across industries (Krause & Scannell, 
2002).  
The IT outsourcing (ITO) sector is not an exception. In Germany, the ITO industry (with the 
total value of 24,4 billion Euro in 2018) is lacking around 82.000 IT-related employees (DAXX, 
2019). 80% of firms in Germany are facing problems regarding IT resources. Thus, they are 
seeking wherever to find the right partners for outsourcing such functions or services needed. 
Currently, the most popular countries are in East Europe (e.g. Poland, Ukraine, Belarus, etc.) 
and in Asia (e.g. India, Vietnam, the Philippines, etc.).  
Among those countries, Vietnam appears to be a good destination for outsourcing regarding 
the IT labor abundance and cost attractiveness. A study of AT Kearney (2017) shows that this 
destination is among the top five most attractive countries for outsourcing regarding key criteria 
(i.e. cost attractiveness, resource availability and business environment). 
Regarding research of SD, most of previous studies have explored SD practices of big 
corporations with their suppliers in the manufacturing sector (e.g. automotive, electronics, oil 
& gas, etc.). There is limited research on SD practices in a pure SME context, in which both 
the client and suppliers are SMEs. In comparison to large firms, it is no doubt that SMEs have 
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many disadvantages such as lack of resources, capabilities and international experiences 
(Hong & Jeong, 2006). Consequently, practical knowledge of SD applied to large firms is not 
necessarily applicable to SMEs. When both the client and suppliers are small, they may have 
equal contributions and decision power on SD process. Thus, there is still a gap of 
understanding the SD practice of SME clients and suppliers. Regarding research perspective, 
most studies have been conducted from buyer perspective, very little is known from supplier 
perspective, especially from dyadic perspective (Ahmed & Hendry, 2012; Dalvi & Kant, 2015; 
Sucky & Durst, 2013). Specifically, there is a gap of understanding specific motivations of 
supplier to participate in SD activities (Ahmed & Hendry, 2012). 
Those research gaps call for research which examines SD practices within a pure SME context 
and explore the motivations of suppliers to participate in SD programs with the client. This 
research is a case study exploring how a medium-sized IT service firm in Germany has been 
working with its small vendors in Vietnam. The research analyzes the outsourcing practices of 
this client with offshore partners through the SD processes. Three important research 
questions of this case study are: 
1) What activities are the SME client and suppliers doing in ITO sector to develop suppliers? 
2) How are the SME client and suppliers doing in their SD practices? 
3) What are the motivations of suppliers to participate in SD programs with the client? 
Literature review 
A systematic literature review was conducted including 297 papers published from 1966 to 
2018 in the field of SD research. Besides identifying the research gaps, the literature review 
has also introduced key components of recent important knowledge in SD field. Those 
components include: 
ü The concept “Supplier development” and the theoretical background behind: 
explained multiple ways of viewing SD (e.g. client’s effort to create and maintain a 
network of competent suppliers (Leenders, 1966), client’s efforts to improve the 
supplier capability (Krause & Ellram, 1997a), or reverse marketing (Leenders & 
Blenkhorn, 1988)). The SD phenomenon is also explained through the combination of 
the Transaction cost theory (Williamson, 1987) and the Resource-based view theory 
(Barney, 1991). 
ü The client’s motivations for SD and how the suppliers perceive the client: 
described the SD as reactive actions or strategic programs (Krause, Handfield, & 
Scannell, 1998) from the client perspective to manage suppliers. Depending on the 
objectives of SD, there are also result-oriented and process-oriented SD (Hartley & 
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Jones, 1997). While clients try to develop or manage suppliers, the suppliers at the 
same time also evaluate the client’s potential by exploring the clients’ business value 
and the overall attractiveness (Ho, 2018). 
ü SD practices including SD activities/programs and processes: described a variety 
of direct and indirect SD activities (Sucky & Durst, 2013) that clients and suppliers can 
implement. SD was also described as a process. The SD process basically includes 
three steps: preparation (evaluating the need for SD, supplier selection), development 
(identifying attributes to develop, select suitable measures for SD) and monitoring the 
SD results (Glock, Grosse, & Ries, 2017).  
ü Supplier selection and segmentation in SD: identified many criteria used for supplier 
selection. The most frequently used criteria include: cost, quality, delivery, supplier 
profiles, technology and capability of suppliers (Dickson, 1966). However, other criteria 
such as the relationship with suppliers, supplier willingness are usually under-estimated 
and rarely discussed in supplier selection (Mukherjee, 2014). A model including two 
dimensions of supplier capability and supplier willingness (Rezaei, Wang, & Tavasszy, 
2015) was adopted for segmenting suppliers. Supplier willingness is described as the 
willingness of a supplier to improve the performance, share information, rely on each 
other and get involved in long-term relationship. 
ü Knowledge transfer in SD processes: explained the importance of knowledge 
transfer in SD and how knowledge is transferred through SD process. Specifically, how 
explicit knowledge and tacit knowledge are transferred in the ITO sector is described 
through multiple mechanisms and processes (Oshri, Kotlarsky, & Willcocks, 2010). 
ü Impacts of SD on clients and suppliers: showed that mostly SD has positive impacts 
on both clients and suppliers. Outcomes of SD are the improvement of supplier’s 
performance, capabilities, and the supplier-client relationship which will in turn improve 
the client operation, overall business performance and the client-supplier relationship 
as well (Sucky & Durst, 2013). 
ü Success factors and pitfalls of SD: identified key factors which facilitate the success 
of SD processes such as effective communication, an attitude of partnership, mutual 
commitment and trust, and top management support. SD practices also face some 
barriers. Those include supplier-specific, client-specific and client-supplier interface 
barriers that should be overcome to maintain and enhance the success of SD 





Since the research questions of this study are “what”, “how” and “why”, an explorative research 
is suitable to explore the SD practice within the pure SME context (Yin, 2016). A case study 
was selected to analyze the working process between an SME IT service client in Germany 
and its SME offshore suppliers in Vietnam. 
This research was conducted under the interpretivist paradigm due to the nature of the 
phenomenon being studied. The research followed the ontology of relativism with local and 
specific co-constructed realities. That is because the context investigated has multiple realities 
that can be explained through human interactions between the researcher and research 
participants. The epistemology for this research is transactional/subjectivist with co-created 
findings, because knowledge is socially structured as a result of the researcher’s personal 
experiences of the real life within the natural setting explored.  
This case study applied the abductive research approach since it was starting with 
“surprising facts” about SD practices of an SME client and its suppliers in ITO sector. There is 
known knowledge about SD practices of large firms in general, but very little has been known 
in a pure SME setting. The researcher firstly explored the phenomenon, and then sought the 
best explanation among alternatives for the “surprising facts” identified. 
The qualitative research method was applied in this case study. The research represented 
the point of views of participants. It contributed insights into existing and emerging concepts 
that helped to explain the behaviors of organizations/individuals in SD practices in the SME 
context. Specifically, single case study research was applied because this research explored 
an inter-organizational phenomenon in the real world context, which was considered 
longitudinal research and required data collection at many points of time during the research 
field observation (more than two years). 
Data were collected in this case study from three main sources: participant-observation, 
document analysis and in-depth interview with relevant informants. The researcher in this case 
study has had opportunities to repeat the observation and interviews with participants. In total, 
20 official in-depth interviews were conducted with both client and supplier participants with an 
average duration of 42 minutes per interview. Some participants were interviewed more than 
once. The 840 minutes of interviews were taped and transcribed. Regarding participant-
observation and document collection, 124 pages of data were generated though these two 
sources of evidence. They were carefully reviewed and analyzed by the researcher for the next 
step of interpretation. 
In this case study, the data analysis has followed a rigorous process that includes multiple 
coding and matching patterns, which can form a complex web of knowledge and interpretation. 
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There are four levels of coding: (1) codes (both preset- and open-codes), (2) subcategories, 
(3) categories and (4) themes. Themes are the highest abstract level of the data which cover 
a specific topic or explanation for a phenomenon of the case study. Lower level codes play the 
role of supporting and explaining the topic or the phenomenon in detail. The data of this case 
study generated three main themes: (1) SD activities in ITO sector and in SME context, (2) 
Supplier selection criteria in SME context and SD process, and (3) Supplier motivations to 
participate in SD programs. 
Key results of the research 
From the dyadic perspective, the research explored three key issues: (1) supplier development 
activities of SME firms in ITO sector, (2) the role of supplier willingness in supplier selection 
and development process and (3) the motivations of suppliers to participate in the SD programs 
with the client.  
Firstly, the results show that a wide range of SD activities are implemented in ITO sector. The 
assumption that SD activities are only for the manufacturing sectors and not for service sectors 
(Krause & Scannell, 2002) may be correct in many cases, but not in the ITO sector. The direct 
SD activities that take place in the ITO sector include: on-site training or training via third 
parties, video-based supports, documentation, on-site visit, invitation to the client firm and 
financial supports. Indirect activities which were observed in this case study are evaluation and 
feedback, creation of competitive pressure, higher requirements, business incentive, and 
communication of the client strategic information. 
Regarding the supplier selection process, besides supplier capabilities, the client also 
considers the willingness of the suppliers in the selection decision. It is the willingness, as 
viewed by Rezaei et al. (2015), to share information, to improve the capabilities, to rely on each 
other and to be involved in a long-term relationship. Furthermore, supplier selection, in the 
pure SME context, is not a one-way decision of the client, but a negotiation and evaluation of 
both parties. In other words, in the selection process, suppliers also evaluate and “select” the 
client.  
In this case study, the supplier willingness goes beyond what has been defined by Rezaei et 
al. (2015). This is somehow related to the entrepreneurial orientation (EO) of the supplier 
companies. The essence of entrepreneurship, to a great extent, is the ability to detect an 
opportunity in the market place (Hitt, 2002), along with the willingness to pursue and exploit it 
by conducting innovation to obtain better business outcomes. EO includes three key attributes: 
innovativeness, proactiveness and risk-taking (Rauch, Wiklund, Lumpkin, & Frese, 2009). 
Risk-taking is the essential component of EO (Hitt, 2002). In this case, the way that the 
suppliers proactively responded to the client and the risk-taking attitude toward the initial 
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cooperation contributed to convincing the client for selecting them. Furthermore, selected 
suppliers also showed their innovative orientation (e.g. learning new technology, changing the 
working processes, etc.) through the engagement with the client. 
After the selection phase is the development phase in which both the client and suppliers will 
be highly involved. Once again, the supplier’s willingness plays an important role in the 
decision which SD activities should be applied for a specific supplier. When a supplier has high 
capability but average willingness, the indirect activities (e.g. competitive pressure, higher 
requirement, business incentives, etc.) would be preferred. When a supplier has average 
capability and high willingness, direct activities would be much more helpful to improve the 
capability of the supplier. That requires more efforts from both the client and the supplier in SD 
process. Nevertheless, the final objective of SD and supplier relationship management is to 
get the suppliers, who are high in both capability and willingness to cooperate and support the 
client for long-term cooperation. 
For effective supplier development processes, three success factors have to be in place: (1) 
good first impressions of each other, (2) good relationship and commitment between the client 
and the supplier at top management level, and (3) a strong facilitation for knowledge transfer 
processes. They are particularly important in the ITO SME context.  
Although the cooperation between the client and suppliers in this case study have shown some 
positive results, there are still challenges which the client and suppliers have to overcome to 
maintain and expend the success of SD programs. Those include (1) the skeptical attitude of 
client middle managers, (2) the uncertainty of work forecast, (3) the lack of client resources to 
support the suppliers, (4) the absorptive capability of the suppliers and (5) the cultural and 
language barriers between the client and suppliers. 
Regarding the motivations of suppliers to participate in SD programs with the client, besides 
the business opportunity, the interest depends on how both parties view the relationship. The 
perceived commitment and willingness to cooperation of both client and suppliers is a 
significant influence on the supplier decision to join SD programs with the client. Furthermore, 
the capability of the client to develop its suppliers plays an important role in the supplier’s 
decision. When the client and suppliers are willing and able to invest in the engagement, it is 
possible to implement together a variety of activities that are comparable to SD activities in the 
manufacturing sector. Both direct and indirect activities are implemented to develop or 
motivate the suppliers to improve capabilities, performance and the relationship between the 




Contributions of the research 
The results from this case study will contribute to the knowledge in SME supplier development 
practices and client-supplier relationship management. Specifically, the contribution is 
explored from the ITO sector, with respect to the influence of supplier willingness in SME 
supplier selection, SD practice in ITO sector and the motivations of suppliers to participate in 
such activities with the client. 
Firstly, this research is among the pioneering studies that explore the supplier development 
practices in a pure SME context in which both the client and suppliers are small firms in a 
specific knowledge intensive industry (ITO sector). The research shows that supplier 
development is not only for large firms in manufacturing sectors, but it is also widely applied in 
service sectors (i.e. ITO) and by SMEs. Thus, the research filled the gap in understanding how 
and which activities SMEs are using for their supplier development practices. 
Next, the role of supplier willingness which has been under-studied for a long period of time is 
explored. The case study showed that the supplier willingness plays an important role not only 
in the client’s supplier selection process, but also the supplier development process in which 
both parties are highly involved. The case study also proposed a framework adapted from 
Rezaei et al. (2015) for SME supplier evaluation and segmentation. The adapted framework 
includes two dimensions of supplier capability and supplier willingness ranging from low, 
middle and high to position suppliers in the client portfolio of suppliers. Furthermore, the 
concept supplier willingness was shaped and expended in this case study. It has gone beyond 
what was described by Rezaei et al. (2015) by covering somehow the entrepreneurial 
orientation (EO) of the supplier firms. In this case study, the client perceived the supplier 
willingness not only as the willingness to cooperate but also the risk-taking attitude, the 
proactive response to the client requirements and the innovative orientation of the suppliers to 
learn new things and to adapt working processes when they realized the business 
opportunities with the client. 
Finally, the research explores the motivations of suppliers to cooperate with the client and 
participate in the SD programs within the SME context. Previous studies have mainly focused 
on the client’s perspective with the assumption that SD is something that is initiated only by 
the client. However, this case study has proven that supplier’s perspective should be taken 
into account. It is not obvious that a supplier is always willing to participate in the SD programs 
with a client, but it requires certain conditions to motivate the supplier to accept them. Main 
motivations of suppliers explored in this case study are: the potential business opportunities of 
the client, the opportunity to be trained, the client commitment and willingness to cooperate, 
and the capability of the client to develop suppliers. 
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Managerial implications of the research 
It is quite interesting to view the supplier selection process in the ITO sector from dyadic 
perspective in this case study. It is apparent to client managers that the decision whether to 
collaborate is not uniquely theirs. Suppliers also have a significant role in the decision making 
process. In this situation, the client has minimal control over the supplier. Therefore, the client 
is required to make an appealing offer to suppliers to show that cooperation investment is 
worthwhile. 
For supplier selection, especially in SME contexts, the client should not only consider the 
supplier capability, but also the supplier willingness. However, supplier willingness is not 
something that exists before the client comes, but it is and should be provoked by the client 
efforts for the cooperation. In other words, the client, at the same time, not only evaluates but 
also stimulates the supplier willingness to join the cooperation. 
Regarding SD programs, there is a wide range of activities (both direct and indirect activities) 
that have been implemented in the ITO sector. Thus, clients and suppliers should consider 
which activities are suitable in their specific situations and can bring the best outcomes for the 
cooperation. For doing so, the client should be able to segment the suppliers depending on 
their capability and willingness. Obviously, those activities should be aligned with both parties’ 
development strategies, because most of SD activities in the ITO sectors are considered 
relationship-specific investments, which may not be adopted with other clients or projects. 
For the ITO suppliers, especially for smaller suppliers, showing high willingness to cooperate 
and eagerness to develop can overcome capability shortcoming, and improve the chance of 
winning contracts. A client who seeks long-term cooperation with offshore suppliers considers 
not only current skills and capabilities, but also the supplier plans and ambitions with the risk-
taking attitude together with the client. 
For a successful cooperation in the ITO sector, both clients and vendors should align their 
strategies and show the commitment to the cooperation. This can be achieved only through 
significant effort in communication, supports from both parties during negotiation and initial 
projects. 
Limitations and future research 
Obviously, there is always a trade-off between the generalizability and the insights of a 
research in case study research. The major limitation of this research lays on its small sample 
size, because this is a single case study in the specific ITO sector. Therefore, the results from 
this case study face a challenge for generalization. Secondly, although this case study is 
considered as longitudinal research (data were collected in many points of time in more than 
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two years), it is still at the initial phase of the cooperation. Thus, we cannot evaluate exactly 
the impacts of SD on the client and the suppliers. 
Therefore, future research can follow among potential directions: (1) single (or multiple) case 
studies in other sectors for cross-checking or triangulating the results of this case study, (2) 
conducting quantitative research to confirm the role of supplier willingness and the supplier 
motivation in supplier development process with bigger sample sizes, and (3) conducting 
extended longitudinal research of the same or similar research setting to explore the final 




CHAPTER 1: INTRODUCTION 
1.1 General introduction of the research 
In modern business management, companies have no longer competed as single firms but 
within supply chains (Lambert, 2010), in which the role of suppliers has changed from simple 
suppliers to strategic partners (Kwon et al., 2010). The client-supplier relationship has also 
evolved from competitive to cooperative relationship (Loppacher, Cagliano, & Spina, 2011; 
Sillanpää, Shahzad, & Sillanpää, 2015). When clients have problems regarding the supplier’s 
quality, cost or delivery, they have certainly three options: (1) switch to other suppliers, (2) 
internalize the function or (3) improve the current supplier’s capabilities to meet their demands 
(Krause, Scannell, & Calantone, 2000). Fortunately, the third option is increasingly favored by 
a significant number of enterprises (Wagner, 2006a). 
Supplier development (SD) can be defined as any effort of a buying firm to increase the 
performance and capabilities of suppliers to meet its supply needs (Krause & Ellram, 1997a). 
SD has become a viable supply chain management practice across industries, as firms 
continue to focus on their core competencies and outsource a significant percentage of the 
costs of goods sold (Krause & Scannell, 2002; Oshri, 2015). Supplier development has 
increasingly proven its positive impacts on both the client and suppliers. Important impacts of 
SD are (1) the supplier’s performance (e.g., quality, cost, lead times and reliability), (2) the 
client’s overall business performance in long-term and (3) the client-supplier relationship 
improvement (Sucky & Durst, 2013). 
In IT outsourcing (ITO), it is always challenging to successfully start cooperation with external 
suppliers (Niazi, Mahmood, Alshayeb, Riaz et al., 2016). Liang et al. (2016) identify several 
major themes in ITO research, which warrant further investigation. These include: (1) ITO 
decisions, (2) client-supplier relationship in ITO and (3) the supplier’s perspective in ITO 
research (Liang et al., 2016). These themes motivated this research. 
ITO decisions include (1) the decision to outsource or not, (2) the selection of suppliers and 
(3) re-outsourcing decisions (Liang et al., 2016). For the first decision, clients usually consider 
several perspectives. Those include, for example, the comparison of total costs between 
building in-house and vendor bids (Willcocks, Lacity, & Fitzgerald, 1995), the strategic 
objectives of how to leverage business advantages through outsourcing (Willcocks, Fitzgerald, 
& Feeny, 1995), or the opportunity to balance operational benefits and risks (Jurison, 1995). 
When a client is willing to outsource, the selection of suitable suppliers is the most important 
step to ensure the success of the venture (Chang, Yen, Ng, & Chang, 2012; Liang et al., 2016). 
The right choice of an outsourcing supplier has a positive impact on the productivity and 
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performance of the client company, and probably on market reaction to increased or decreased 
market returns (Chang et al., 2012). There are various measurements which assist clients to 
select the right suppliers. For example, Oshri, Kotlarsky, and Willcocks (2010), in their book, 
summarize three classes of suppliers’ capabilities provided by Levina and Ross (2003), 
including client-specific capabilities, process capabilities and human resource capabilities. 
They also suggest three core competencies of suppliers, including delivery competencies, 
transformation competencies and relationship competencies (Willcocks & Lacity, 2006). Many 
other researchers focus on the capabilities or competencies of suppliers as the key 
measurements for selecting the right suppliers (Chang et al., 2012). However, researchers 
rarely consider factors other than suppliers’ capabilities (e.g. willingness, adaptability) in 
supplier selection criteria. Whether those factors play an important role in supplier selection 
and development, therefore, calls for further investigation. 
Regarding the latter themes, there has been significant research on the impact of client-
supplier relationship on ITO success (Liang et al., 2016). There is general consensus among 
ITO researchers that the client-supplier relationship plays a crucial role in determining ITO 
success (Lacity, Khan, Yan, & Willcocks, 2010). The intersection of contractual governance 
and relational governance appears to be a significant predictor of ITO results (Liang et al., 
2016). Both parties must be involved and invest in the client-supplier relationship to benefit 
from the arrangement. However, most researchers have focused solely on the interest of 
clients, and the concerns of suppliers have rarely been explored (Liang et al., 2016). 
1.2 Research gaps and research questions 
Within the topic SD, numerous studies have been conducted during last decades. Recently, 
there are five literature reviews done by (1) Ahmed and Hendry (2012), (2) Sucky and Durst 
(2013), (3) Dalvi and Kant (2015), (4) Sillanpää et al. (2015) and (5) Glock et al. (2017). To 
identify what has been researched in this field, a systematic literature review was conducted. 
The researcher did the literature review firstly based on studies reviewed on these five recent 
literature reviews on SD. Furthermore, an extended literature review on research of SD since 
2014 to 2018 was also conducted to cover as much as possible the most updated 
understanding of the research field. In total, 297 papers were selected for reviewing. Based on 
this complex literature review, subareas of SD research have been defined and introduced. 
Those include (1) the concept of SD, (2) SD from theoretical perspective, (3) client’s and 
supplier’s motivation for SD, (4) SD practice and process, (5) impacts of SD on clients and 
suppliers, (6) SD and knowledge transfer process, (7) success factors and pitfalls of SD, (8) 
SD from supplier and dyadic perspective, and (9) SD in SME-related context. More importantly, 
key research gaps have been identified which warrant further investigation. 
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Hundreds of research papers on SD have been done during recent decades. Most of studies 
focused on manufacturing sectors such as automotive, electronics, oil & gas or cross 
manufacturing industries (see details in the next section of literature review). As the nature of 
these sectors, the clients are usually big corporations that have the significant dominance over 
the suppliers in the industries. In other words, SD is more likely the game only for big 
corporations.  
For example, there have been numerous studies exploring the SD practices of giant 
corporations in automotive industry. Clark (1989) explored how Japanese automotive 
manufacturers involve their suppliers into the product development process. Lascelles and 
Dale (1990) surveyed 300 suppliers of automotive industries in the UK to identify the barriers 
to successful supplier development of the big manufacturers. Dyer and Nobeoka (2000) 
interviewed representatives of Toyota to explore the knowledge transfer process between the 
corporation and its suppliers. Wu (2003) made a survey to compare how clients in the USA 
and in Japan develop lean suppliers. In North America, Prahinski and Benton (2004) explored 
the importance of supplier evaluation and communication strategy in the performance of the 
suppliers and the client-supplier relationship of automotive industry. Arroyo-López, Holmen, 
and Boer (2012) studied the impacts of supplier development on the performance of suppliers 
and client business performance in consideration of the absorptive capability of the suppliers 
in Mexico. Manello and Calabrese (2018) analyzed the relationship between the supplier 
reputation and the supplier selection process in European automotive sector. Recently, 
Zahraee, Mamizadeh, and Vafaei (2018) explored how clients and suppliers in Iran have 
applied green supplier development in the sector, etc. 
In other industries, there is also plenty of papers studying the supplier development practices 
of large firms. For instance, Forker, Ruch, and Hershauer (1999) & Humphreys, Li, and Chan 
(2004) analyzed the impacts of SD on both clients and suppliers in electronic sector in the USA 
and Hongkong respectively. Retegi Albisua and Igartua López (2018) studied the supplier 
development practices and knowledge transfer process of the clients in oil & gas industry in 
Europe. Carr and Pearson (1999) surveyed firms in multiple industries to explore the impacts 
of client-supplier relationship on the performance outcomes of the clients. Also in the cross 
industries setting, Busse, Schleper, Niu, and Wagner (2016) researched the barriers of 
supplier development in global supply chain, or Kumar and Routroy (2017) explored how big 
firms develop their suppliers in India and the outcomes of supplier development efforts. 
Despite that trend of research, there have been some studies considering SD in SME contexts. 
For example, Abdullah and Maharjan (2003) examined how the Malaysian national automobile 
producer develops its local SME component suppliers. Their findings show that the effort to 
improve supplier capability and the relationship includes suppliers as joint problem solvers 
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through procurement practice. Shokri, Nabhani, and Hodgson (2010) emphasized the impacts 
of SD on reducing the defects in supply quality for SME food distribution suppliers within a food 
supply chain in UK. Effective information exchange and good communication are critical to 
change suppliers’ behavior to improve the quality of supplier services and products (Shokri et 
al., 2010). Arráiz, Henríquez, and Stucchi (2013) analyzed the Chilean governmental SD 
program that helps both large firms and SME suppliers in multiple sectors. The results show 
that the program significantly helps suppliers improve capabilities, sales and employment 
(Arráiz et al., 2013). Nevertheless, those studies are still within the context of big clients and 
SME suppliers. There has been rarely research that explores SD in the pure SME context, in 
which both clients and suppliers are SMEs. In comparison to large firms, it is no doubt that 
SMEs have many disadvantages such as lack of resources, capabilities and international 
experiences (Hong & Jeong, 2006). Therefore, practical knowledge of SD applied to large firms 
is not necessarily applicable to SMEs. When both the client and suppliers are small, the power 
balance between them is not asymmetric. Both parties may have equal contributions and 
decision power on SD process. Thus, there is still a gap in understanding the SD practice of 
SME clients and suppliers. 
Regarding research perspective, most studies were conducted from buyer perspective, very 
little is known from supplier perspective (Ahmed & Hendry, 2012; Liang et al., 2016), 
particularly from dyadic perspective (Ahmed & Hendry, 2012; Dalvi & Kant, 2015; Sucky 
& Durst, 2013). While research viewed from client perspective accounts for 80% of the total 
number of SD studies, there are only 10% and 6% taking either the supplier perspective or 
dyadic perspective respectively (see the literature review section for more details). Specifically, 
there is a research gap to understand specific motivations of suppliers to participate in SD 
programs with the client (Ahmed & Hendry, 2012), especially when both the client and 
suppliers are SMEs. 
Those research gaps call for research which examines SD practices within a pure SME context 
and explores the motivations of suppliers to participate in SD programs with the client. 
Therefore, we set out to answer the three important research questions: 
1) What activities are the SME client and suppliers doing to develop suppliers? 
2) How are the SME client and suppliers doing in their SD practices? 
3) What are the motivations of suppliers to participate in SD programs with the client? 
In this research, the research questions are playing the role of guiding the next steps of the 
research. Since the three research questions of this study are “what”, “how” and “why”, an 
explorative research is suitable for exploring the supplier development practice of firms within 
the pure SME context (Yin, 2016). A case study is selected to analyze the working process 
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between a medium-sized IT client in Germany and its SME suppliers in Vietnam. During this 
working process, interesting phenomena are observed and explained through both theoretical 
and practical points of view. Thus, this study explores new knowledge and contributes insights 
to academic and management practices. The next chapter will introduce the research context. 
A general background of the ITO sector will be discussed. After that, specific context of 
German ITO industry and Vietnamese ITO industry will be described to explain the practical 
motivation of the research. 
1.3 The structure of this thesis 
This thesis includes six chapters. The first chapter, which was discussed already, introduces 
the research gaps and research questions. The second chapter introduces the research 
context in association to the outsourcing strategy, and describes the current status of German 
and Vietnamese ITO industry. Chapter three will review the literature for the research topic. 
This chapter discusses key relevant knowledge of supplier development. In this chapter, 
research gaps are justified by the analysis of recent studies in the field. After that the research 
framework used for this case study is introduced. Chapter four discusses the methodological 
choices for this case study, describes the case study itself, how data are collected and 
analyzed in the research. Chapter five presents key interesting findings of the case study with 
supported explanations. The final chapter concludes the research by summarizing the 
research findings and the discussion on the findings explored. This chapter also shows 
contributions of the research to academic knowledge and managerial practices. Limitations 
and future research are also presented in the chapter six.  
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CHAPTER 2: INTRODUCTION OF THE RESEARCH 
CONTEXT 
2.1 Introduction of the Information technology outsourcing (ITO) sector 
2.1.1 Sourcing definition and options 
Sourcing refers to the decision in which jobs or functions will be contracted or delegated to an 
internal or external entity that can be physically located anywhere (Oshri et al., 2010). 
Outsourcing refers to contracting with third suppliers for managing or completing a certain 
workload within the condition of cost, time and level of service (Oshri et al., 2010). Offshoring 
is defined as the relocation of organizational activities (e.g. IT, finance & accounting, back 
office, human resources) to the fully owned subsidiary or an independent service provider in 
another country (Oshri et al., 2010). 
ITO refers to turning over IT functions such as computer operation, network operation, software 
development and maintenance to a provider for a specified time (Mukherjee & Mukherjee, 
2015). Offshore ITO is a term used to describe outsourced activities pertaining to IT service 
delivery to another country that is usually a developing country but a raising destination for ITO 
such as India, China, Ireland or Vietnam (Mukherjee & Mukherjee, 2015). 
There are mainly four sourcing options depending on the geography of the sourcing destination 
and the nature of operational model including: (1) In-house operation, (2) Onshore-
outsourcing, (3) Offshoring (captive model) and (4) Offshore-outsourcing (Oshri et al., 2010). 
 In-land Out-land 
In-house (1) In-house operation 
(3) Offshoring 
(captive model) 
Out-house (2) Onshore-outsourcing (4) Offshore-outsourcing 
Figure 1: Four types of sourcing in ITO sector 
Source: Oshri et al. (2010) 
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 This research focuses on the offshore-outsourcing in IT sector in which the client and its 
suppliers are located in different countries (Germany and Vietnam respectively), and the 
suppliers are not subsidiary of the client. 
2.1.2 Global sourcing background 
These days, outsourcing strategies have been promising regarding the extra resource 
supplement and cost reduction for organizations. Certain business functions would be shifted 
to a subsidiary or a third provider in a country with more favorable conditions (Oshri et al., 
2010). Among many functions, IT is the most frequently outsourced activity that is also 
expected to grow quickly. 
Table 1: Offshored functions and expected growth rate 
Functions 
Companies that offshore 
the function (in %) 
Expected growth rate in 
next 36 months (in %) 
IT 66 52 
Finance/accounting 60 43 
Contact center 54 48 
Engineering services 44 55 
Research 32 81 
Human resources 24 75 
Procurement 24 42 
Other 18 N/A 
Source: Oshri et al. (2010) (adapted from Lewin and Peeters (2006)) 
Regarding the drivers of offshore outsourcing, mostly companies want to either cut costs or 





Table 2: Strategic drivers of offshore outsourcing 
Offshoring strategic drivers 
Respondents citing driver 
importance (in %) 
Cut down costs 93 
Competitive pressure 69 
Improving service levels 56 
Accessing qualified personnel 55 
Changing rules of the game 41 
Industry practice 37 
Business process redesign 35 
Access to new market 33 
Enhancing system redundancy 27 
Source: Oshri et al. (2010) (adapted from Lewin and Peeters (2006)) 
Although offshore outsourcing might promise many strategic benefits, there are also risks that 
organizations have to overcome to get the targets. The table below illustrates the key risks of 
offshoring strategies. 
Table 3: Perceived risks of offshore outsourcing 
Risks perceived 
Respondents citing risk 
importance (in %) 
Poor service quality 61 
Lack of cultural fit 54 
Loss of control 51 
Lack of client acceptance 49 
Lack of data security 46 
Weakening employee morale 45 
Employee turnover in offshore service center 44 
Operational inefficiency 41 
Infrastructure instability in host country 40 
Intellectual property loss 39 
Political instability in host country 39 
Political backlash 35 
Disaster recovery 26 
 Source: Oshri et al. (2010) (adapted from Lewin and Peeters (2006)) 
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2.1.3 Client-supplier relationship in ITO sector 
The fast-changing IT environment has created desirable conditions for clients and their 
suppliers to form strategic alliances (Liang et al., 2016). This has led to increased research 
interest in the area of inter-organizational relationships in the ITO sector. Research papers 
mostly examine client-supplier relationship characteristics and the impact of client-supplier 
relationship on ITO success (Liang et al., 2016). The client-supplier relationship is a social 
exchange relationship characterized by the tension of trust and control (Mao, Lee, & Deng, 
2008). ITO clients and suppliers are both contractually and socially related to each other, thus 
their relationship has economic, contractual and social characteristics (Liang et al., 2016). 
Clients and suppliers need not only trust from each other to achieve efficient cooperation, but 
also control mechanisms to monitor ITO performance. Various measurements that clients use 
to regulate ITO results have been investigated. The outcome-based control is dominant in ITO 
contracts, especially in the early stages of projects (Choudhury & Sabherwal, 2003). However, 
when the projects encounter problems, behavior and relational control are often added to 
mitigate the situations (Choudhury & Sabherwal, 2003). Research on the impact of ITO 
relationships on the ITO success usually takes two approaches. One attempts to identify ITO 
relationship characteristics that predict ITO success, and the other focuses on the 
complementary nature of relational governance and contractual governance (Liang et al., 
2016). The balance between trust (relational) and structure control (contractual) is likely to 
result in a better ITO performance (Goo, Kishore, Rao, & Nam, 2009; Sabherwal, 1999). 
Mirani (2006) proposes the two phases of relationship between clients and suppliers including 
(1) transactional stage and (2) relational stage. The transactional stage is an initial stage in a 
relationship building between a supplier and a client. This stage is characterized by a short-
term contract, free price market mechanisms, a small-sized and simple project, and a 
contractual relationship. The relationship will reach relational stage if both parties are satisfied 
by each other in the previous stage. The features of this stage are a long-term relationship, 
ongoing interactions, a large and complex project or a series of small-sized projects (Mirani, 
2006). 
From supply chain perspective, the client-supplier relationship can be categorized into five 
types, depending on (1) the complexity of transactions, (2) the ability to codify transactions and 
(3) the capabilities in the supply base (Gereffi, Humphrey, & Sturgeon, 2005). Those 
governance types include: market, modular, relational, captive and hierarchy which range from 




Figure 2: Five types of supplier governance in global value chain 
Source: Gereffi et al. (2005) 
 
2.1.4 Single sourcing vs. multiple sourcing 
Regarding the dyad of the client and the supplier, there are basically two types of interaction: 
single sourcing and multiple sourcing. Single sourcing means a client has only one supplier for 
a certain function that is externalized. That strategy comes from the Just-In-Time philosophy 
(Mukherjee, 2014). Multiple sourcing is that the client has more than one supplier for an 




Table 4: The comparison between single sourcing and multiple sourcing 
Single sourcing Multiple sourcing 
This strategy comes from just-in-time 
philosophy. Uncertainty in supply is 
very high as buyers deal with single 
supplier. 
This strategy is preferable if reliability of one 
supplier is very poor. It may reduce the safety 
stock without increasing stock-out problem, 
reduce uncertainty in supply but increase the fixed 
cost associated with operating multiple suppliers.  
No competition exists as only one 
supplier is involved. It gives quantity 
discount from order consolidation, 
reduces order lead time and logistical 
lead time. 
Reduction of price is achieved through 
competition between suppliers. It gives greater 
assurance of timely delivery and greater upside 
volume flexibility. 
Low threat to loss information. Since business data are shared among various 
suppliers, proper security measures should be 
taken. 
Source: Mukherjee (2014) 
Based on the relationship between the client and supplier, and the strategic objective of the 
cooperation, there are various outsourcing models. Those include (1) time-and-materials, (2) 
exchange-based, (3) net-sourcing, (4) joint venture and (5) enterprise partnership (Oshri et 
al., 2010). 
In time-and-materials model, the supplier provides service complementing the client’s 
capabilities. This is a commonly popular model which poses the least risk to the client. In 
exchange-based model, the supplier undertakes a customized product or service. In net-
sourcing model, a standard product or service is delivered through the internet or other 
networks. Clients can rent almost all popular independent software vendor products from net-
sourcing suppliers (e.g. CRM, ERP). In joint venture model, the client and the supplier will 
establish a new company. The client is also the first important customer of that new company. 
In enterprise partnership model, the objective is to transform some functions of the large 
organization through mergers and acquisitions (Oshri et al., 2010). The table below presents 
those various models and the suitability respectively. 
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Table 5: Various outsourcing models 
Model Resource owner Resource management 
Client-supplier 
relationship 




Activities most suited for 
the model 
Fee for service 
outsourcing: 
time & materials 
Supplier Client One-to-one Supplier staff on the 
client site 
Time & materials Core or non-core capabilities, 
customized products & 
services, uncertain business 
or technical requirements 
Fee for service 
outsourcing: 
exchange-based 
Supplier  Supplier One-to-one or 
one-to-many 
Mixed (some supplier 






costs and service 
levels for that 
particular client 
Non-core capabilities, 
customized products or 
services, stable business and 
technical requirements 








standard products or services, 
stable business and technical 
requirements 
Joint venture Venture Supplier investor One-to-one: 
client is both 
investor and first 
major client 
Mixed (some supplier 







defined for revenue 
sharing 
Client non-core, supplier core 
capabilities, significant market 
for venture’s products & 
services, frequently used to 
access offshore services 
Enterprise 
partnership 
Partnership Client and 
supplier 
One-to-one Mixed (some supplier 









Client no-core, supplier core 
capabilities, significant market 
for venture’s products & 
services, used for large scale 
transform of large back 
offices. 




2.2 Introduction of the ITO industry in Germany 
2.2.1 The German ITO market 
The ITO market in Europe is large with over 100 billion Euro spent by businesses on 
outsourced IT services in 2016 (Gartner, 2017). Almost 60% of service provision is delivered 
by just 31 big providers (more than 500 million Euro/year), and a long list of much smaller 
vendors. 
 
Figure 3: Number of providers and market share of European ITO market 2016 
Source: Gartner (2017) 
 
Germany is the single largest software market in Europe. In 2017, the country accounts for 
approximately a quarter of the European software market by the value of 23 billion Euros 
(Statista, 2018), followed by the UK and France, 18.6 % and 13.6% respectively (GTAI, 2018). 
Despite the global economic crisis from 2010 – 2014, Germany’s software market has proven 
remarkably resistant annual growth rate 6.3% on average (GTAI, 2018). Meanwhile, the 
respective markets in the UK and France grew only 5.2% and 2% for the same period 2010 – 
2014 (GTAI, 2018). The forecasted value of the software market in Germany is 24.4 billion 





Figure 4: The value of software industry in Germany from 2007 – 2018* (in billion Euro)  
Source: Statista (2018) 
 
Besides big players such as IBM, Microsoft, Oracle and SAP, the German software market is 
best characterized by the large number of dynamic and highly specialized SMEs (GTAI, 2018). 
Those companies dominate Germany’s economic and industrial landscape and create a 
diversified SME environment of highly specialized hidden champions with a global market 
footprint (GTAI, 2018). These SMEs are also driving demand for software solutions and 
forming a significant customer base (GTAI, 2018).  
2.2.2 Lacking resources as main problem of ITO industry in Germany 
Although Germany is a big economy, and its ITO industry is also among the biggest ones in 
Europe, Germany is facing a significant problem regarding the human resources. According to 
DAXX (2019), this country lacks about 82.000 IT-related employees. Four out of five IT 
companies have had the difficulty to find the qualified IT employees (DAXX, 2019). To deal 
with this problem, outsourcing strategy appears to be a good solution for German companies. 
Recently, German companies are likely to move forward a two-tier industry, in which there is 
a class of companies embracing and even shaping the global nature of the ITO sector 
(Hahndorf, 2017). A survey done by DAXX (2019) shows that companies in Germany have 





















Figure 5: Top regions to outsource software development by German companies 
Source: DAXX (2019) 
 
Regarding the specific countries, destinations in East of Europe (e.g. Ukraine, Romania, 
Poland and Belarus) together with India in Asia have been mostly selected by German 
companies for IT outsourcing. 
 
Figure 6: Top countries to outsource software development by German companies 
(*) Other destination include: Macedonia, Vietnam, Slovakia, Turkey, China, Palestine, Thailand, etc. 




















































































For the two biggest outsourcing destinations, the firm sizes of the German outsourcers seem 
to have influence on their destination selection. While Ukraine attracts 92.6% micro and SME 
clients (less than 200 employees), India is the destination of 45.5% larger German companies 
(more than 200 employees) choosing this country. In other words, German large firms are 
more likely to offshore-outsource, while smaller firms still prefer nearshoring for safety reasons 
(e.g. less difference in time zones, culture, languages, etc.). 
 
Figure 7: How firm sizes affect German client choices of outsourcing destination 
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While working with external outsourcing partners, German clients are looking for various 
services, in which software development (34.1%) and IT architecture & design (29.9%) are the 
most popular functions required (Grobe, 2018). 
 
Figure 8: Various IT functions or services that German firms are looking for  



























Outsourcing is likely to bring in relevant knowledge for the German clients. In outsourcing 
engagements, the client firms are seeking mostly the resource availability, more stable 
operation, better services, and especially more flexibility and agility in new IT functionality and 
project implementation. 
 
Figure 9: Main reasons why German firms want to outsource  
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2.3 Introduction of the ITO industry in Vietnam 
2.3.1 Vietnamese ITO market in comparison to other destinations 
These days, there is a wide range of potential outsourcing countries worldwide. Among them, 
the most recent attractive are BRIC (Brazil, Russia, India, China), Czech Republic, Malaysia, 
the Philippine and Vietnam. To select a suitable destination, a client has to consider some key 
factors such as: cost, skill pool (or availability of skills), environment, quality of infrastructure, 
risk profile and market potential of a destination. In the previous decades (1990s – 2000), India 
was the most frequent destination for IT outsourcing of western clients. After that (2000 – 
2010), China had been taken over the position with its big skill-pool, cost competitive 
advantages. In recent years (2010 – 2019), other emerging countries (e.g. Vietnam, Philippine, 
Malaysia, etc.) have increasingly been the raising destinations for IT outsourcing. 
A survey of AT Kearney (2017) shows that Vietnam is among the top five most attractive 
destinations regarding key criteria for outsourcing (i.e. financial attractiveness, resource 





Figure 10: Ranking of key outsourcing destinations worldwide 





Although Vietnam can offer such financial attractiveness and the availability of IT employees, 
the destination still has some weaknesses compared to other countries in Asia. The most 
concerns of western clients are 1) language barrier, 2) cultural differences and 3) data security 
and privacy. The table below compares some ITO destinations in Asia regarding extended 
criteria. 
Table 6: The comparison among key destinations for ITO in Asia 






Labor pool 6 9 5 8 4 6 
Cost 6 8 7 8 8 8 
Education system 6 7 6 5 6 5 
Infrastructure 7 6 7 5 5 5 
Government support 7 9 7 5 7 5 
Global and legal maturity 5 6 6 5 5 5 
Political and economic 
environment 
6 8 6 6 5 5 
Language 5 8 8 9 7 5 
Cultural compatibility 5 7 6 7 6 5 
Data/IP security and 
privacy 
4 6 6 5 4 3 
Source: extracted from Gartner (2017), (Scale ranging from 1-poor to 10-excellent) 
2.3.2 The Vietnamese ITO market 
After nearly 15 years of successful development, the IT industry in Vietnam has archived some 
good growth rate and reached to a matured stage. According to the ranking of International 
Telecommunication Union (ITU), Vietnam was ranked 88th among 157 countries in 2013, 14th 
among 28 countries in Asia-Pacific area and 4th in the Southeast Asia (VINASA, 2014).  
In recent years, the IT industry has increasingly played an important role in the Vietnamese 
economy. Up to 2013, there were about 16,000 registered IT enterprises specialized in 






Table 7: Total number of registered enterprises in IT sector in Vietnam 
Sector 2009 2010 2011 2012 2013 
Hardware                 992               1,273            2,763            2,431            2,485  
Software              1,756               2,958            7,044            7,246            6,832  
Digital content              2,844               2,312            3,289            3,883            4,498  
Total               7,601               8,553          15,107          15,572          15,828  
Source: VINASA (2014) 
Those IT enterprises have offered more than 440,000 jobs for the labor market. Regarding the 
software sector, it also contributed about 90,000 jobs in 2013 and created the revenue of 1.361 
billion USD (VINASA, 2014). 
Table 8: Number of employees in the IT industry of Vietnam 
Sector 2009 2010 2011 2012 2013 
Hardware          121,300           127,548        167,660        208,680        284,508  
Software            64,000             71,814          78,894          80,820          88,820  
Digital content            41,000             50,928          60,200          63,242          67,680  
Total          226,300           250,290        306,754        352,742        441,008  
Source: VINASA (2014) 
During the last decade, the Vietnamese government has really supported the IT industry. In 
2010, Vietnam Prime minister signed the Decision No. 1755/QD-TTg approving the National 
Strategy on “Transforming Vietnam into an advanced ICT country”. Since that time, there 
have been enormous changes in policies to leverage the ICT industry. Many IT-oriented areas 
were built up and invested. Recently, there are seven big software areas, including Saigon Hi-
Tech Park, Saigon Software Park, Quang Trung Software Park, Hanoi IT Trading Center, Da 
Nang ICT Infrastructure Development Center, National University of Ho Chi Minh City’s IT Park 
and Can Tho University Software Center. Among them, Ho Chi Minh City (or Saigon) is the 
main area as four big software parks located there. Those software parks have also 
accommodated more than 300 software companies with around 46.000 IT-related employees 




Regarding the human resource for IT industry, Vietnam has the population of more than 90 
million (2013) with 65% under the age of 33 (VINASA, 2014). Vietnam has 290 universities or 
colleges and 228 vocational schools that offer training courses on telecommunication or IT 
majors, with the total annual enrollments exceeding 65.000 students (VINASA, 2014). 
Furthermore, Vietnam can also offer a very attractive advantage of cost when the cost for 
software outsourcing and development in Vietnam is around 40% lower than that in China and 
India respectively (VINASA, 2014). Therefore, Vietnam has been increasingly potential 
destination for IT outsourcing. 
Table 9: The average wage of IT employees in Vietnam (in USD/year) 
Sector 2009 2010 2011 2012 2013 
Hardware              1,809               2,201            2,279            2,281            2,301  
Software              4,093               5,123            5,034            5,009            5,025  
Digital content              3,505               4,896            5,267            5,201            5,268  
Source: VINASA (2014) 
Regarding recent salary ranges, there has been an increase about 15 – 30% yearly during the 
last five year in this industry (Robert Walters, 2018). Nevertheless, Vietnam is still among the 
most finance-attractive destinations for western clients (Robert Walters, 2018), at least in the 
next decade. First Alliances (2018) has provided a detailed report in the ITO sector in Vietnam. 





Table 10: Monthly salary ranges in the ITO sector in Vietnam 
Positions/roles Experience (years) 









Technical director/ Head of 
engineering 
> 12 4,000 8,000 3,500 5,000 
Solution architect >10 3,500 5,000 2,500 5,000 
Technical architect 9 – 10 2,500 3,500 2,000 3,500 
Principal developer 6 – 9  2,000 3,000 2,000 3,000 
Senior developer 3 – 6 1,000 2,000 1,000 2,000 
Developer 0 – 3 500 1,000 450 1,500 
Project manager 5 – 10 1,500 2,500 1,500 3,000 
QA/QC manager > 6 1,500 3,000 1,200 2,500 
QA engineer 1 – 6 500 1,500 400 1,500 
Source: extracted from First Alliances (2018) 
In Vietnam three are three key areas of ITO: Hanoi, Danang and Ho Chi Minh City (Saigon). 
Saigon is the biggest City which can offer the best vendors and skill pools. The majority of IT 
vendors in Vietnam are SMEs (less than 250 employees). 
Table 11: Number of suppliers in ITO in Vietnam listed in VNITO (in three main cities) 
Company size (no. of 
employees)  HCMC Ha Noi Da Nang Total (*) 
1 – 50 101 36 7 144 
51 – 100 27 11 5 43 
101 – 250 20 18 10 48 
251 – 500 10 8 2 20 
501 – 1000 9 3 3 15 
1001 – 2500 3 0 0 3 
2501 – 10000 1 1 1 3 
> 10000 0 0 0 0 
Total 171 77 28 276 
(*) a company may have more than one branch and it also counts for the respective city 




Regarding the services that Vietnamese IT sector can provide, there are various offers 
including IT outsourcing in general, software developing, testing, IT support and services, etc. 
Details can be found on the table below. 
Table 12: Services offered by ITO vendors in Vietnam 
Services offered (*) HCMC Other cities Total 
Embedded system 171 56 227 
IT outsourcing 100 123 223 
Software testing 167 56 223 
System integration 89 34 123 
IT support and services 61 17 78 
Mobile Programing 42 17 59 
Software development & maintenance 46 12 58 
IT consulting 41 14 55 
Enterprise resource planning 24 5 29 
Business process outsourcing (BPO) 14 7 21 
Engineering design 15 4 19 
Game development 5 3 8 
Call center 5 2 7 
(*): a company may provide more than one service  
  
Source: Author’s calculation based on data extracted from www.vietnamitodirectory.com (2018) 
 
Regarding the market distribution, Japan is recently the most important clients of ITO providers 
in Vietnam, since 44% of the vendors have been serving Japanese clients as the main market. 





Figure 11: Key clients of Vietnamese ITO providers worldwide 
Source: Author’s calculation based on data extracted from www.vietnamitodirectory.com (2018) 
2.4 Summary of this chapter 
In modern business, IT outsourcing is likely inevitable for firms, since organizations are trying 
to specialize in their core competences and optimize functions that should be implemented 
through expertise of external providers with much more favorable conditions. German firms 
are no exception. More and more companies in Germany are seeking the right partners to 
outsource. However, among many destinations with various options, “where to outsource” and 
“how to outsource” are key questions that companies have to decide on. The country selection 
is important, but the question of how firms manage the outsourcing is vitally more important 
than the country selection itself. That depends on which advantages and strategic objectives 
a client is looking for in outsourcing. For SMEs, it is also not necessarily to explore all options, 
but it would be better to do “trial and error” with specific destinations in real outsourcing 
projects. In this case study, a German IT firm is looking for relevant partners in Vietnam, a 
raising potential destination, to outsource. The story has started with a working process 
between the client and suppliers, through which both parties have been involving in many steps 
of supplier selection, segmentation and development. Thus, the SD practices of SMEs will be 

















CHAPTER 3: LITERATURE REVIEW 
3.1 The process of conducting the literature review 
In this study, a scientific process of literature review was followed. In SD research, some 
previous authors already conducted their own literature reviews. This literature review is firstly 
based on the five most recently well-cited literature reviews on the field of (1) Ahmed and 
Hendry (2012), (2) Sucky and Durst (2013), (3) Sillanpää et al. (2015), (4) Dalvi and Kant 
(2015) and (5) Glock et al. (2017). Ahmed and Hendry (2012) and Sucky and Durst (2013) 
review on the current status of research on SD. While Sillanpää et al. (2015) focus more on 
the SD and client-supplier relationship strategies, Dalvi and Kant (2015) emphasize the 
benefits, criteria and activities of SD. Recently, Glock et al. (2017) explore SD practice and 
really focus on the decision support models for SD. All papers which were reviewed by those 
authors are also reviewed in this literature review, but in different perspectives. Furthermore, 
an extended self-search of relevant studies from 2014 to 2018 was also conducted to capture 
as much as possible the current understanding of the research on SD. To find the relevant 
papers, the key words “supplier development” and “vendor development” were searched on 
the Science Direct, Emerald, Springer-Link, IEEE Xplore and Google scholar alert system. In 
total, 297 papers were selected for the review. Details of the sources for this literature review 
are described on the table on next page (list of papers used in the literature review can be 
found at the APPENDIX). 
To be considered relevant for SD research, a paper has to either conceptually or empirically 
discuss one of the following subareas of SD such as (1) the concept of SD, (2) SD from 
theoretical perspective, (3) client’s and supplier’s motivation for SD, (4) SD practice and 
process, (5) impacts of SD on clients and suppliers, (6) SD and knowledge transfer process, 
(7) success factors and pitfalls of SD, (8) SD from supplier and dyadic perspective, and (9) SD 




Table 13: Sources of papers for the literature review 
No. Literature review by Title Journal published 
No. of 








literature review and 
key future research 
areas” 
International Journal 
of Engineering and 
Technology 
Innovation 
49 “Supplier development” limited in titles, keywords and abstracts 
1990 – 
2011 
• Science Direct 
• Business Source premier 
(EBSCO) 
• AMI/Inform (ProQuest) 
(2) Sucky and Durst (2013) 
“Supplier 
development: Current 





40 Focusing on survey-based publications 
1989 – 
2012 
• Science Direct 
• Business Source premier 
(EBSCO) 
• Emerald 
• Scopus & Google Scholar 









Narrative literature review 
Focusing on most relevant, cited 
and newest journals 
1966 – 
2014 N/A 
(4) Dalvi and Kant (2015) 
“Benefits, criteria and 




Asia Pacific Journal 
of marketing and 
Logistics 
62 
“Supplier development” + “vendor 
development” limited in titles, 
keywords and abstracts 
1991 – 
2015 
• Science Direct 
• Emerald 
• Springer-Link 
• IEEE Xplore 
• Timeline: 1991 – 2015 
(5) Glock et al. (2017) 
“Decision support 
models for supplier 
development: 
Systematic literature 






Group A (“Supplier” or “vendor”) 
+ Group B (“development” or 
“improvement” or “training” or 
investment” or “consultation” 
“education” or “personnel 
transfer” or “equipment” or 
“incentives” or “performance 
goals” or “award”) 
1966 – 
2017 
• Business Source premier 
(EBSCO) 







N/A N/A 63 
“Supplier development” + “vendor 
development” limited in titles, 
keywords and abstracts 
2014 – 
2018 
• Science Direct 
• Emerald 
• Springer-Link 
• IEEE Xplore 
• Google scholar alert system 





3.2 Distribution of research on supplier development 
As mentioned in the previous section, there are 297 papers selected for the literature review. 
Those papers include papers reviewed in the five previous literature reviews and papers 
selected from the extra self-search of relevant research from 2014 to 2018. 
 
Figure 12: Sources of papers for this literature review 
Source: Author’s elaboration 
3.2.1 Research on supplier development by time periods 
It is easy to see that research on SD has received increasingly interest of scholars during the 
time. If there were only 12 paper from 1966 – 1990, the number of papers increased 
continuously afterward and reached 138 papers (46% of 297 papers in total) in the period of 
2011 – 2018. 
 
Figure 13: Number of research papers on SD during time periods (n = 297) 
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If we look closer on the recent years, the number of papers of SD research is also increased 
significantly. 
 
Figure 14: Number of research papers on SD in recent years (n = 138) 
Source: Author’s elaboration 
3.2.2 Research on supplier development by types of research 
Among 297 papers reviewed, 51% (151 papers) are empirical research following either 
qualitative or quantitative approaches. 49% are either conceptual papers or other literature 
reviews. 
Within 151 empirical papers, 66% (99 papers) use quantitative research method as the main 
approach, 34% (52 papers) follow the qualitative research method. 
3.2.3 Research on supplier development by geographies 
Regarding the geographical distribution, most of empirical papers (151 in total) have been 
conducted in Europe, North America and Asia (about 29% each). There is a small portion of 
research conducted in global or cross-country context and very few papers are conducted in 





















Figure 15: Distribution of papers on geographies (n = 151) 
Source: Author’s elaboration 
In recent years, there is a shift of research on SD from the West to the East. Asia has 
increasingly received much more attention on SD research. Specifically, from 2014 – 2018 
there are 20 empirical papers conducted in Asian countries, while there are only 12 and 2 
papers conducted in Europe and North America respectively.  
 
Figure 16: Research on SD in key areas before and after 2014 (N = 125) 

































































3.2.4 Research on supplier development by industries 
Within empirical studies on SD, most of papers were implemented in cross-industry contexts 
(52%). Studies conducted in single sectors account for 43% (65 papers).  
 
Figure 17: Distribution of papers on industries (n = 151) 
Source: Author’s elaboration 
Among industry-specific studies, automotive and electronics are dominant with 31 and 12 
papers respectively. The rest of papers are distributed in various sectors (e.g. Aerospace, oil 
& gas, food, telecom, clothing, machinery, construction, textile, steel, customer products). 
Among them there is surprisingly no empirical research that conducted in a specific service 
sector. 
 
Figure 18: Distribution of papers on sectors (n = 65) 























3.2.5 Research on supplier development by perspectives of research 
As showed on Figure 19, empirical research on SD has significantly based on the client 
perspective (80%). There are only 14 papers (10%) explored SD from supplier perspective and 
11 papers (6%) viewed SD from both client and supplier perspective. 
 
Figure 19: Distribution of papers on research perspective (n = 151) 
Source: Author’s elaboration 
3.2.6 Research on supplier development in SME-related context 
Among the total 297 papers, there is only a small portion of studies (4%) that are conducted in 
the SME-related context. The majority of papers have supposedly explored the SD practice in 













3.3. The concept supplier development 
3.3.1 The definition of supplier development 
One of the authors who first introduced the term “Supplier Development” in academia was 
Leenders (1966) who stated that SD refers to an organization’s efforts to create and maintain 
a network of competent suppliers (Leenders, 1966). It is quite similar to the definition proposed 
by Watts and Hahn (1993) that SD is to identify new sources of supply where no adequate 
ones exist. Another approach views SD as reverse marketing (Leenders & Blenkhorn, 1988). 
This means instead of doing marketing to customers, a client uses its efforts to market itself to 
the suppliers to find and attract the right suppliers. Afterwards, Hahn, Watts, and Kim (1990) 
and Krause and Ellram (1997a) describe SD is any cooperative efforts of a buying firm and its 
suppliers to increase the performance or capabilities of the supplier and meet the buyer supply 
needs. Their definition of SD is frequently used and cited in recent research of SD.  
Table 14: Definition of supplier development 
Author Definition 
Leenders (1966) SD refers to an organization’s efforts to create and maintain a network 




SD is considered as reverse marketing. 
Hahn et al. 
(1990) 
SD is cooperative efforts between a client and its suppliers to improve 
the suppliers’ quality, delivery, and cost, and also to foster continuous 
improvements. 
Watts and Hahn 
(1993) 
SD can be defined as identifying new sources of supply where no 
adequate ones exist. 
(Krause 
& Ellram, 1997a, 
p. 21) 
“SD is any effort of a buying firm with its supplier(s) to increase the 
performance and/or capabilities of the supplier and meet the buying 
firm’s short- and/or long-term supply needs”. 
Source: Author’s compilation 
In this research, the concept “Supplier development” can be understood as the combination of 
above authors. That describes SD as a process in which the client interacts with its suppliers 
for improving supplier performance and capabilities, in order to meet the client’s short- or long-
term demands. Thus, that is not only the one-way effort of the client, but also the contributions 




3.3.2 Supplier development from theoretical points of view 
3.3.2.1 Supplier development from Transaction cost theory 
Coase (1937) is the first author who coined the concept “Transaction cost” which is the basis 
of what became Transaction Cost Economics (TCE) theory later on. TCE is one of the most 
important organization theories, especially used to explain the make-or-by decision and 
verification of the right contract mode with external partners (Williamson, 2010). TCE inspects 
how business partners who collaborate with each other prevent one another from opportunistic 
behaviors (Williamson, 1987). 
Two primary drivers of TCE are (1) uncertainty caused by the external environment and (2) 
costs (Fink, 2006). Uncertainty includes short-term uncertainty and long-term uncertainty. 
Short-term uncertainty is the uncertainty of day-to-day processing, deleted orders, and 
equipment miscarriage. Long-term uncertainty is expressed by volatile commodity prices, and 
changes in demand or productivity and technology (Gupta & Maranas, 2003). Costs consist of 
coordination costs and transaction costs. According to TCE, a firm might first choose 
outsourcing if the aggregate costs, which incorporate everything used on the venture, are lower 
than the costs to build in-house. 
Asset specificity is another important attribute influencing transaction costs. Asset specificity 
refers to investments in physical or human assets that are dedicated to a particular supplier 
and whose redeployment entails considerable switching costs. Client-specific assets include 
client investment in training of its supplier’s personnel, installation of tools and equipment, 
production and logistic processes (Joshi & Stump, 1999). Asset specificity exacerbates the 
transaction cost problem because it increases dependence on the focal suppliers. This 
condition creates a safeguarding problem by making the client investment vulnerable to 
opportunistic exploitation by the supplier (Williamson, 1987). One solution that has received 
increasing attention is to extract the hostage from supplier in the form of reciprocal specific 
assent investment (Williamson, 2010). 
However, one criticism of the TCE theory is that it does not take into consideration the 
capabilities of the firms or their potential outsourcing partners. This shortcoming might be dealt 
with the Resource-based view perspective which is introduced in the next section. 
3.3.2.2 Supplier development from Resource-based view theory 
The origin of resource-based view (RBV) theory can be traced back to the seminal work of 
Penrose (1959) in the book titled “The Theory of the Growth of the Firm”. In this book, he 
viewed a firm as a set of unique internal resources through which the firm is differentiated from 




research topics such as knowledge management, innovation, organizational capabilities and 
diversification (Asare, Brashear, & Yang, 2014). 
RBV conceptualizes a firm as a heterogeneous entity consisting of bundles of idiosyncratic 
resources that are highly immobile and difficult to imitate (Barney, 1991). Proponents of the 
theory argue that a firm’s competitiveness is the result of heterogeneous resources internal to 
the firm and that firms with intangible assets that are valuable, rare, inimitable and non-
substitutable, will outperform its competitors (Barney, 1991). Barney (1991) also classifies a 
firm’s resources into three categories: 
• Physical capital resources are what a firm possesses physically such as technologies, 
production facilities, equipment as well as its geographical location and accessibility to raw 
materials. 
• Human capital resources are intangible resources such as people experiences, 
judgment, intelligence, training, relationships and insight of the firm’s managers and 
workers. 
• Organizational capital resources are the nature of the formal structure in a firm, the firm 
formal and informal planning, controlling and coordinating system and informal relations 
amongst groups of employees within a firm and inter-firms around it. 
RBV is a useful theoretical framework for this study since its arguments that a firm’s intangible 
assets can help improve its performance can be used as a theoretical framework to explain 
why a buyer firm’s supplier development activities can improve its performance (Asare et al., 
2014). 
3.3.2.3 The combination of TCE and RBV perspectives on outsourcing and SD 
There is generally consensus in the literature that both the TCE and the RBV are important to 
the study of organizational boundaries and the two theories are complementary (Espino-
Rodriguez & Padron-Robaina, 2006; McIvor, 2009; Tsang, 2000). McIvor (2009) integrated 
TCE with the RBV to introduce a framework for outsourcing evaluation. The findings of his 
study suggested that TCE and RBV can explain the complexities of outsourcing when they are 
used together and neither does that when studied separately. Similarly, Espino-Rodriguez and 
Padron-Robaina (2006) conclude that the TCE and RBV are not directly opposed in the 
analysis of outsourcing decision, they rather complement each other while enriching the study 
of the outsourcing strategy. While TCE theory explains the negative consequences of 
outsourcing specific assets, the RBV focuses on the positive aspect of not outsourcing those 





Table 15: Transaction cost economics and resource-based view 
Categories Transaction cost economics Resource-based view 
Unit of analysis • Transactions • Resources and capabilities 
Behavioral 
assumptions 
• Opportunism and limited 
rationality 
• Limited rational (the firm does not 
master everything, it will do what is 




• Specific assets and the small 
numbers related to the 
transactions 
• Only individual analysis of the 
transactions 
• Frequency of the transactions 
• Specific resources 
• Analysis of the resources as a whole 
• Skills and capabilities 
• Experience of suppliers and 
customers 




• Minimizing the transaction and 
production costs 
• Observe the creation of value 
Desired effect on 
the organization 
• Efficiency 
• Better economic strategy 
• Tactical and operational decision 
• Competitive advantage 
• Strategic decision 
• Development of capabilities across 
organizational boundaries 
Risks 
• Dependence on suppliers 
• Hidden costs 
• Post-contractual threats 
• Loss of critical skills 




• Avoider of negative 
(opportunism) 
• Creator of positive (resources and 
capabilities) 
Source: adapted from Tsang (2000), Espino-Rodriguez and Padron_Rabaina (2006) 
3.4 Client’s motivation of supplier development  
Motivation is “the reason why somebody does something or behaves in a particular way, or 
the feeling of wanting to do something, especially something that involves hard work and effort” 
(Oxford Dictionary). Besides the theoretical point of views, specific motivations of a client to 
implement SD might be defined basing on whether it focuses on short- or long-term goals. A 
client may consider developing a supplier as a reactive or strategic SD or event result-oriented 
or process-oriented. 
3.4.1 Reactive supplier development vs. strategic supplier development 
Based on the purpose of the client firm, SD is divided into reactive and strategic SD (Krause 
et al., 1998). While reactive SD focuses on solving problem in the past with the short-term 
improvement target, strategic SD focuses on continuous improvement with the long-term 
competitive advantage orientation. The table below compares the differences between reactive 




Table 16: Overview of differences between reactive and strategic SD 
Factors Reactive SD Strategic SD 
Primary 
question 
• A supplier performance problem 
has occurred – what is needed to 
correct the specific problem? 
• We have dedicated resources to 
develop the supply base – where should 




• Correction of supplier deficiency • Continuous improvement of supply base 
Unit of 
analysis 
• Short-term improvement 
• Single supplier 
• Supplier development project 
• Long-term competitive advantages 
• Supply base 




• Supplier self-selects through 
performance or capability deficiency 
• Problem-driven 
• Portfolio analysis 
• Pareto analysis of commodity/ suppliers 
• Market-driven 
Drivers 
• Delivery dates missed 
• Quality defects 
• Negative customer feedback 
• Competitive threat for buying firm 
• Production disruptions 
• Change in make/buy decision 
• Supplier integration into the buying firm 
operation 
• Supply chain optimization 
• Continuous improvement 
• Value-added collaboration 
• Technology development 
• Seek competitive advantage 
Source: Krause et al. (1998, p. 46)  
3.4.2 Result-oriented vs. process-oriented supplier development 
Another way to view SD is distinguishing SD by result orientation and process orientation 
(Hartley & Jones, 1997). Result-oriented SD programs make improvement in their supplier 
quality and cost by improving the performance of supplier in short term. However, they cannot 
help suppliers to increase the capability for continuous improvement. Conversely, process-
oriented SD programs offer suppliers a path for continuous improvement of supplier capability 
for changes in long term. However, process-oriented SD approach is intended to supplement 
to, rather than a replacement for, result-oriented SD approach (Hartley & Jones, 1997). When 
a supplier’s performance is improved through result-oriented SD, clients should consider 
collaborating with suppliers to do process-oriented SD for long-term improvement. With 
commitment, perseverance and determination, process-oriented SD can build supplier 





Figure 20: Outcome of result-oriented SD vs. process-oriented SD 
Source: Hartley and Jones (1997, p. 25)  
Table 17: Comparison between result-oriented SD and process-oriented SD approach 
Result-oriented SD approach Process-oriented SD approach 
Standardized, client-driven process: 
- Fast but less buy-in and commitment 
from suppliers. 
- Proven process based on experiences 
but lack of customization. 
Assess the supplier’s readiness for 
change: 
- Determine degree of “fit” 
- Gauge level of management 
commitment 
Technical focus: 
- Problems are quickly identified and 
solved but interfacing social systems and 
managerial systems can be barriers to 
improvement 
- Less invasive for supplier’s organization 
Build commitment through 
collaboration: 
- Manage resistance 
- Use broad-based participation 
- Allow time for learning 
Short-term duration and limited follow-
up: 
- Client team gains high level of 
experience based on projects with many 
suppliers 
- Limited transfer of continuous 
improvement process knowledge to 
supplier employees. 
Implement system-wide changes: 
- Analyze managerial and social systems 
- Ensure that team has technical and 
change management skills.  
- Establish follow-up and recognition 
procedures 
-  Transition out of the supplier’s 
organization. 




3.5 Client evaluation from supplier perspective 
Without the required capability, a supplier will not be able to deliver what the client needs. 
However, supplier motivation also inevitably permeates its willingness to deliver what is 
needed to meet the client’s demands, especially when the requirements are non-standard such 
as those in the bottleneck quadrant. Without the necessary motivation, even the most qualified 
supplier in the world may not serve the client demands. 
From dyadic perspective, each party has to see the attractiveness of the counterpart in order 
to decide if it will involve in the relationship and invest the relevant efforts. There are basically 
three drivers of attractiveness between the two companies (Harris, O'Malley, & Patterson, 
2003; Mortensen, Vagn Freytag, & Arlbjørn, 2008). 
• Economical attractiveness refers to the business volume offered, the potential profit 
and the stability of the business of the client. 
• Resource-based attractiveness relates to the possibility of knowledge and resource 
transferring from the client, and the market and information access provided by the 
client. 
• Socially based attractiveness refers to the personal relationship between the client 
and the supplier. It also includes the familiarity between the two parties and the ease 
of the dyadic interaction. 
A simple model helps a client to better understand how a supplier is likely to be motivated (Ho, 
2018). The model includes two dimensions: (1) value of the business to the supplier (economic 
attractiveness) and (2) the overall attractiveness of the business to the supplier (the resource-
based and the socially based attractiveness). 
• The value of the business to the supplier: This is reflected in the proportion of the 
supplier’s turnover accounted for by the procurements. This information can usually be 
obtained from the supplier itself (for instance, the annual report) or through other 
sources. The higher the proportion, the more motivated the supplier is likely to be. 
• The level of attractiveness of the business to a supplier: This reflects the overall 
effect of several other factors that will influence supplier motivations, e.g., payment 
record, ease of doing business with the buying organization, compatibility with the 
supplier’s business strategy, any cultural affinities that may exist between the supplier 
and buying organization, possible personal relationships and levels of trust, the buying 
organization’s business development potential and the perceived image to the supplier 




Based on the two dimensions, four quadrants in which a supplier is located on the model will 
reflect the kind of attitude towards the client that the supplier is likely to have: 
 
Figure 21: Supplier referencing matrix  
Source: modified from Ho (2018) 
1) The nuisance quadrant: suppliers may treat the business as marginal if the 
procurement values are low and the client cannot offer anything else to attract them. 
Suppliers in this quadrant will rank the organization as lowest on their list of priorities. 
The client can also expect no interest from them in developing any form of co-operation. 
2) The exploitation quadrant: the volume of procurements is likely to be important to the 
suppliers, but the business for other reasons is not very attractive to them. Suppliers in 
this quadrant are likely to maintain the business as long as it does not involve any 
particular effort for them. If they consider that the business is secure, they may attempt 
to exploit the buying organization, for example by increasing prices. 
3) The development quadrant: suppliers will consider the client’s business attractive, 
although its value is still relatively low. Suppliers are attracted by perceptions of future 
business potential. Consequently, they are ready to invest time and effort in developing 
a long-term relationship with the buying organization with the goal of increasing their 
sales over time. 
4) The core business quadrant: suppliers will most likely consider the client a part of its 




organization’s long-term potential. Suppliers likely invest significant effort to retain the 
business in this quadrant. The supplier’s perception towards the client’s business is 
connected to the types of relationship that the client will be able to develop with the 
supplier. 
A note of caution is that suppliers will not always act in the way that the model indicates. For 
instance, a supplier positioned at the top right hand corner of the model may commit 
opportunistic behaviors by raising the prices. Of course, the contrary can also happen. Some 
suppliers may provide excellent service to even very small and marginal clients and avoid 
exploiting situations that most other suppliers would take advantage of. If the client can locate 






3.6 Supplier development practice 
3.6.1 Supplier development activities 
Previous studies classify SD activities in many different ways. A general tendency to classify 
SD activities based on the level of activity of the customer is perceptible (Sucky & Durst, 2013). 
Other criteria used to distinguish by customer (human versus financial resources), the 
circumstances within which the activities are conducted (reactive or proactive). 
Notwithstanding, the distinction between direct and indirect activities (Wagner, 2010) is a 
simple example of this principle and mostly used by researchers. 
Table 18: Frequency of SD activities are used in manufacturing sectors 
Types of SD 
Frequency (percentage of publications that list the activities in their 
questionnaire) 
Often (>30%) Sometimes (10-30%) Occasionally (<10%) 
Indirect • Supplier evaluation/ 
feedback 
• Supplier awards 
• Certification of 
supplier 
• Creation/increase of 
competitive pressure 
on suppliers 
• Increase of 
objectives for 
suppliers 




• Supplier audits 
• Precise 
specifications 




• Supplier days 






• Training of supplier 
staff 
• Supplier visits 
• Transfer of staff to 
the supplier 
• Technical support 
for the supplier 
• Invitation of the 
supplier to the 
customer’s premises 
• Involvement of the 




• Joint process 
optimization 
• Providing consulting 
services to the 
supplier 
• Involvement of the 









• Financial support of 
the supplier, e.g. 
joint investments 
• Financing of tools, 
etc. 
• Investment in the 
supplier company. 




3.6.1.1 Indirect SD activities 
ü Supplier evaluation and feedback: the client frequently evaluates the performance 
of the supplier and gives feedback if the supplier should improve or change anything. 
ü Supplier awards and incentives: the client rewards the supplier when its performance 
is satisfactory to the client by further business contract or financial incentives. 
ü Creation of competitive pressure on suppliers: the client informs the supplier about 
the possibility of replacing it by other suppliers if it underperforms. It will create the 
pressure for the supplier to improve its capability and performance. 
ü Increase of objectives for suppliers: the client increases the objectives for the 
supplier such as delivery time, cost, or quality in order to motivate the supplier to 
improve performance. 
ü Precise specification: it can help the supplier save time to understand the client’s 
requirements of the products/services and improve the quality in general. 
ü Communication of the client’s strategic objectives: the client communicates its 
strategy, long-term objectives with the supplier to inform the role of the supplier and 
strengthen the relationship. 
3.6.1.2 Direct SD activities (human resources) 
ü Training of supplier staffs: the client gives training to supplier staffs in the supplier’s 
site regarding the skills, technologies or processes. 
ü Supplier visits: managers of the client pay visits to the supplier to strengthen the 
relationship and evaluate the supplier on-site. 
ü Transfer of staffs to suppliers: the client sends some staffs to the supplier site to 
work for some times to support the supplier teams. 
ü Technical supports for suppliers: the client offers technical supports for the supplier 
when there are new technologies applied in the projects. 
ü Invitation of the suppliers to client’s premises: the client invites the supplier staffs 
to the client site to visit or to work some times to make them familiar with the client 
processes and improve the relationship. 
ü Joint process optimization: both the client and the supplier join to improve the 
working process in projects. 
ü Involve of client in the supplier’ product development process: the client supports 
the supplier’s product development process related to the client by involving its 
resources. 
ü Dedicated SD team: the client forms a dedicated team to support the supplier in a 




3.6.1.3 Direct SD activities (financial resources) 
ü Financial support of the suppliers: the client offers some financial supports to the 
supplier. 
ü Investment in the supplier company: the client makes direct investment on the 
supplier firm through buying shares or joint capital. 
3.6.2 Supplier development process 
Besides viewing SD as activities, there is another point of view considering SD as processes. 
For example, Hartley and Jones (1997) explore that SD includes four main steps: (1) access 
the supplier’s readiness for change, (2) build commitment through collaboration, (3) implement 
system-wide changes , transition out of the supplier organization and (4) establish follow-up 
procedure.  
According to Krause et al. (1998), client firms follow an evolutionary path to improve supplier 
performance. Firstly they adopt Total Quality Management (TQM) method by focusing on some 
or all of the TQM involvements (e.g. customer requirements, supplier partnerships, cross-
functional teams, quality tools…). Then clients do supplier evaluation and reduce the supply 
base to an optimal number with increasing buying amounts. After that they might use reactive 
SD to solve recent problems of suppliers in short-time. Finally, the clients will apply strategic 
SD in order to maintain the competitiveness in long-term with the key suppliers.  
 
Figure 22: Progress towards SD strategies and improved supplier performance 
Source: Krause et al. (1998, p. 44)  
Handfield et al. (2000) define a process map for SD. They propose seven steps for SD 




form a cross-functional team, (4) meeting with supplier’s top management, (5) identifying key 
projects, (6) defining details of agreement and (7) monitoring status and modifying strategies 
(Handfield et al., 2000). 
Regarding the SD and client-supplier relationship, Sillanpää et al. (2015) propose a four-step 
process of SD in which the client will gradually improve the relationship with the supplier 
through specific SD activities. One objective of SD is to transfer competences from the client 
to the suppliers. This transmission of competences may be accomplished though different 
actions and the execution of organization procedures facilitating an association and 
interactions, sharing information, and integration of best practices to strengthen or enhance 
the quality of knowledge to be transferred (Sillanpää et al., 2015). 
 
Figure 23: SD process regarding improving client-supplier relationship 
Source: Sillanpää et al. (2015, p. 240)  
Although authors propose different ways to describe SD processes, there are generally three 
main steps including (1) preparation, (2) development and (3) evaluation (Glock et al., 2017). 
Firstly, the client has to evaluate the need for SD and then identify which supplier should be 
selected for development. Secondly, supplier attributes (e.g. cost, capability, quality, service 
level, etc.) and suitable measures (e.g. direct or indirect activities) are addressed to improve 
the respective suppliers. Finally, both parties will monitor and evaluate the effectiveness or 





Figure 24: Supplier development process 
Source: Glock et al. (2017, p. 800)  
3.6.3 Supplier selection 
Within the SD process, supplier selection has a significant influence on business outcomes 
(Dominic, Whab, Kannabiran, & Foong, 2010). This decision is complicated because various 
criteria must be considered (Weber, Current, & Benton, 1991). Thus, there have been 
numerous studies exploring the supplier selection process. Dickson (1966), in his seminal 
research, explored 23 criteria ranging from “extreme”, “considerable”, “average” and “slight” 
importance for supplier selection. Weber et al. (1991), based on Dickson’s (1966) paper, 
reviewed 74 papers from 1967 to 1990 in which those criteria have also been used. In line with 
Dickson (1966), their review shows that the most frequently used criteria include: net price, 
delivery, quality, production capacity and technology capability. Among them, depending on 
the research context, some authors just focus on some criteria, or even only one criterion in 
the supplier selection process (Weber et al., 1991). Mukherjee (2014) did a review on supplier 
selection criteria and methods. His review shows that previous authors used a wide range of 
criteria to evaluate and select suppliers. The most frequently used criteria include: cost, quality, 
delivery, supplier profiles, technology and capability of suppliers. However, other criteria such 
as the relationship with suppliers, supplier willingness are usually under-estimated and rarely 





Table 19: Supplier selection criteria and their ranking of importance 
Ranking of 
importance Original criteria from Dickson (1966) Criteria reviewed by Mukherjee (2014) 
1st Quality Cost 
2nd Delivery Quality 
3rd Performance history Delivery 
4th Warranties and claim policies Service 
5th Production facilities and capability Supplier profile 
6th Price Reliability 
7th  Technical capability Environment 
8th  Financial position Responsiveness 
9th Procedural compliance Logistical performance 
10th Communication system Commercial plans & structure 
11th Reputation and position in industry Production 
12th Desire for business Facility and technology 
13th  Management and organization Professionalism of salesperson 
14th  Operating controls Quality of relationship with vendor 
15th  Repair service Risk factor 
16th  Attitude Technology and capability 
17th  Impression Mutual trust and easy communication 
18th  Packaging ability Collaboration 
19th  Labor relations record Annual demand 
20th  Geographical location Availability 
21st  Amount of past business Supplier willingness 
22nd Training aids R&D 
23rd Reciprocal arrangements N/A 





In the ITO sector, most authors also use the supplier capabilities as the main criteria to 
evaluate the suppliers. Those capabilities can be categorized differently depending on the 
author’s point of view. For example, Oshri et al. (2010) summarize twelve key capabilities that 
ITO suppliers should obtain to be competitive including: leadership, business management, 
domain expertise, behavior management, sourcing, process improvement, technology 
exploitation, program management, customer development, planning and contracting, 
organization design and governance. Those capabilities are categorized into three key 
competences: (1) delivery competency, (2) transformation competency and (3) relationship 
competency (Oshri et al., 2010). Chang et al. (2012) suggest that SME clients can use a 
simplified model with four key criteria to evaluate the suppliers, they includes (1) capability of 
professional skills, (2) capacity of service, (3) capacity of operation and (4) external evaluation. 
Nevertheless, researchers rarely consider factors other than suppliers’ capabilities (e.g. 
cooperation willingness, adaptability of suppliers) in the supplier selection criteria. Whether 
those factors play an important role in client supplier selection, therefore, calls for further 
investigation. 
3.6.4 Supplier evaluation and segmentation 
Clients usually choose not only one supplier, but a portfolio of suppliers as a backup strategy. 
Those suppliers in the portfolio are usually different in their capabilities, attitude and even the 
importance to the client. Therefore, the client should classify its suppliers properly in order to 
manage them effectively. A review of Rezaei and Ortt (2012) shows that there are two main 
methods of supplier segmentation: 1) portfolio method and 2) involvement method. 
The portfolio method helps to classify the materials, components of services that a firm 
purchases into categories by considering two variables of supply risk and profit impact (kraljic, 
1983; van Weele, 2010). Supply risk is concerned with the probability of an incident associated 
with inbound supply from a supplier failure or its outcomes, which results in the inability of the 
client to meet customer demands (van Weele, 2010). Profit impact is related to the volume 
purchased or the percentage of total cost of purchases and the impact on product or service 
quality or the competitive strategy of the buying firm (Lee & Drake, 2009). Thus, there are four 
supply categories: (1) non-critical items (low supply risk, low profit impact), (2) leverage items 
(low supply risk, high profit impact), (3) bottleneck items (high supply risk, low profit impact) 
and (4) strategic items (high supply risk, high profit impact). In this method, there are some 







Table 20: Criteria used to measure the two dimensions of the portfolio method 
Supplier risk criteria Profit risk criteria 
• Supplier availability on the site 
• Product availability 
• Delivery time 
• Substitution possibilities 
• Product storage costs 
• Legal requirements 
• Logistical/geographical proximity 
• Guarantee 
• Quality of product/service 
• Total amount purchased 
• Expected growth in company’s 
demands 
• Perceived bargaining power of the 
buyer 
• Product price 
• The importance of the product in the 
project sequence 
Source: extracted from Rezaei and Fallah Lajimi (2018) 
The involvement method, on the other hand, considers the level of involvement and 
coordination between client and supplier to classify the relationship. For example, Cox (1996) 
considers client-supplier relationships in a continuum from arm’s length to strategic alliance. 
Ellram (1991) classifies the client-supplier relationships in the supply chain as: (1) short-term 
contracts, (2) long-term contracts, (3) joint ventures and (4) equity interests. Other authors 
have also used different criteria to segment the suppliers. The table below summarizes some 
key criteria used and types of segmentation based on the relationship. 
Table 21: Criteria considered for supplier segmentation of involvement method 
Authors Criteria considered Categorized segmentation 
Dyer, Cho, and Chu 
(1998) 
Resource allocation Durable arm’s length; strategic partnership 
Bensaou (1999) Supplier’s specific 
investment; buyer’s 
specific investment 
Market exchange; captive buyer; captive 
supplier; strategic partnership 




Commodity supplier; collaboration specialist; 
technological expert; problem-solving supplier 
Svensson (2004) Supplier’s commitment; 
commodity’s importance 







risk; buyer dependency 
risk 
Non-strategic; captive supplier; captive buyer; 
strategic 
Van Weele (2010) Profit impact; supply risk Partnership; competitive bidding; securing 
continuity of supply; system contracting. 






The two main methods seemed to be fine until Rezaei and Ortt (2012) found that there is 
disadvantage of the methods. Basically, supplier segmentation should reflect relevant criteria 
of supplier selection. Those criteria should help the client determine which suppliers are more 
likely to be selected. However, when a buying firm applies one of the two methods, it cannot 
know whether the approach it applies includes the most appropriate criteria, because 
segmentation criteria vary considerably in these two approaches (Rezaei & Ortt, 2012). 
Therefore, it is still challenging for the client to manage its portfolio of suppliers properly (i.e. 
how to implement supplier development programs effectively in practice). 
Based on the disadvantage of the two approaches (portfolio and involvement), Rezaei and his 
associates proposed a new segmentation approach called “supplier potential method”. They 
examined a framework which combines the two phases of supplier segmentation and supplier 
development (SD) into one research to propose the so-called Best Worst Method to employ 
supplier development in practice (e.g. see Rezaei and Ortt (2012), Rezaei et al. (2015)). 
Following that, two very dynamic concepts were introduced: supplier capability and supplier 
willingness (Rezaei & Ortt, 2012). The two concepts are expected to help clients segment 
and develop suppliers more effectively. Generally, supplier capability is any skills, knowledge 
or experience of a supplier that are useful and important to the client (Rezaei & Ortt, 2012). 
Supplier willingness, on the other hand, is the commitment and motivation of the supplier to 
engage in a long-term relationship with a client (Rezaei & Ortt, 2012). There are eight main 
criteria of capabilities and four criteria of willingness of suppliers which are illustrated on the 
table below. 
Table 22: Main criteria of supplier capability and willingness in supplier potential method 
Supplier capability Supplier willingness 
• Technical capability 
• Design capability 
• Product capability 
• Delivery capability 
• Intangible capability 
• Service capability 
• Financial/cost capability 
• Organizational capability 
• Willingness to improve performance 
• Willingness to share information 
• Willingness to rely on each other 
• Willingness to get involve in a long-
term relationship 





One point to be noted is that the two proposed dimensions of capability and willingness are 
very dynamic and context-specific. Depending on the situation, functions or industries in which 
the client and suppliers are working together, specific criteria or indications of supplier 
capability and willingness will be considered. For example, in a case study conducted by 
Rezaei and Ortt (2012) in the broiler industry, they explored six important criteria for capability 
and six criteria for willingness of medication and equipment suppliers. Criteria of capability 
include 1) quality, 2) delivery, 3) price, 4) reserve capacity, 5) geographical location and 6) 
financial position. Willingness-related criteria include 1) willingness to share information, 2) the 
commitment to quality, 3) communication openness, 4) the reciprocal arrangement, 5) 
supplier’s effort in promoting Just-In-Time (JIT) principles and 5) willingness to maintain a long-
term relationship. In another case of suppliers in marketing and sales, there are only four 
criteria for capability considered (i.e. price, geographical location, market knowledge and 
financial position) and three criteria for willingness (i.e. honest and frequent communication, 
willingness to share information and a long-term relationship). Thus, it is not necessarily to 
evaluate all criteria for supplier segmentation, but only particularly relevant criteria, and 
sometimes the likely new criteria generated from the reality.  
The table below lists out possible criteria of supplier capability and supplier willingness, based 





Table 23: Possible criteria of supplier capability and willingness for supplier segmentation 




• Reserve capability 
• Industry knowledge 
• Production/service facility and 
capability 
• Geographical proximity 
• Design capability 
• Technical capability 
• Management and organization 
• Supplier process 
• Reputation and position in the 
industry 
• Financial position 
• Historical performance & awards 
• After sales services 
• Training aids 
• Packaging capability 
• Labor retention records 
• Communication system 
• Human resource management 
• Environmental health and safety 
records 
• Certification (ISO; CMMI, JIT…) 
• … 
• Commitment to quality and continuous 
improvement 
• Honest and frequent communication 
• Relationship closeness 
• Open to site evaluation 
• Attitude to the partnership 
• Bidding procedural compliance 
• Prior mutual working experience 
• Mutual arrangement 
• Impression of each other 
• Ethical standards 
• Willingness to co-design and develop 
new products 
• Willingness to integrate SCM relationship 
• Mutual respect and honesty 
• Consistency and follow-through 
• Supplier’s effort in eliminating waste 
• Supplier’s effort in promoting JIT 
principles 
• Long-term relationship 
• … 
Source: extracted from Rezaei and Ortt (2012) 
Based on the two dimensions with particular criteria, suppliers are categorized into four groups 
such as: (1) low capability and low willingness, (2) low capability and high willingness, (3) high 
capability and low willingness and (4) high capability and high willingness. Each group is 
suggested to be treated with specific SD activities or programs which can leverage supplier 
capabilities and willingness respectively. The matrix below illustrates simple segmentation of 





Figure 25: Supplier segmentation matrix based on capability and willingness 
Source: Author’s elaboration 
ü Ideal suppliers: those are high in both capability and willingness. They are highly value 
creators for the client firm. The client will try to keep the long-term relationship with 
those suppliers. 
ü  “Stubborn” suppliers: are suppliers high in capability, but low in willingness. The 
client should either improve the relationship with them or manage them with a rigorous 
contractual manner. 
ü Potential suppliers: are suppliers low in capability but high in willingness. They are 
potential because the capability can be improved by the efforts of both parties. They 
might become the ideal suppliers which can accompany and grow together with the 
client for a long-term relationship. 
ü Nuisance suppliers: are those that low in capability and willingness. The client usually 
does not want to work with such suppliers and will try to find new ones or internalize 
the functions that they outsourced. 
3.7 Supplier development and knowledge transfer 
3.7.1 The concept of knowledge 
Basically there is no unique definition for the concept “knowledge”. According to Oxford 
dictionary, knowledge is “facts, information and skills acquired through experience or 




However, the most important characteristic of knowledge is that knowledge can be generated, 
document, stored and retrieved for later use (Grant, 1996). In business context, knowledge 
can also be transferred between organizations. There are two types of knowledge: 1) explicit 
knowledge and 2) tacit knowledge. 
Explicit knowledge (or knowing-what) is the knowledge that can be codified, articulated, 
accessed and verbalized (Nonaka, 1994). It can be easily transferred to others. Popular forms 
of explicit knowledge can be stored in certain media (e.g. books, documents, reports, memos, 
etc.) 
Tacit knowledge (or know-how), as opposed to codified or explicit knowledge, is the 
knowledge embedded in the human mind through experience (Nonaka, 1994). It is personal 
wisdom, experience, intuition and insights. This kind of knowledge is context-specific and 
difficult to transfer to another person by means of writing it down or verbalizing it. The table 
below compares between explicit knowledge and tacit knowledge 
Table 24: The comparison between explicit knowledge and tacit knowledge 
Explicit knowledge Tacit knowledge 
Objective, rational, technical Subjective, cognitive, experiential learning 
Structured Personal 
Fixed content Dynamically created 
Context independent Context sensitive/specific 
Externalized Internalized 
Easily documented Difficult to capture and codify 
Easy to share Difficult to share 
Easily transfer/teach/learn Hard to transfer/teach/learn 
Exist in high volumes Involve a lot of human interaction 
Source: adapted from Virkus (2014) 
3.7.2 Knowledge transfer 
As there are two main types of knowledge, Nonaka (1994) proposes four modes of knowledge 
conversion including: (1) from tacit knowledge to tacit knowledge, (2) from tacit knowledge to 
explicit knowledge, (3) from explicit knowledge to tacit knowledge and (4) from explicit 
knowledge to explicit knowledge. In addition, he also proposes the SECI model of knowledge 
conversion (Nonaka, 1994) which describes when tacit and explicit knowledge interact with 


















Figure 26: Modes of knowledge conversion 
Source: Nonaka (1994) 
• Socialization: is the process of sharing experiences (tacit knowledge), thereby 
creating new tacit knowledge. An individual can acquire tacit knowledge without 
language. For example, apprentices work with their mentors and learn the 
craftsmanship not through language but by observation, imitation and practice. In 
business context, on-the-job training is a typical means of tacit knowledge transfer. 
• Externalization: is the process of articulation and conversion of tacit knowledge into 
explicit knowledge. That is usually applied in inter-organizational context, in which one 
organization needs to transfer its tacit knowledge (experience, know-how) to another 
organization. Therefore, both parties have to work and communicate closely for the 
knowledge transfer process. 
• Combination: is the process of restructuring and aggregating explicit knowledge in to 
new explicit knowledge. Individuals exchange and combine knowledge through such 
exchange mechanisms as meetings, telephone conversation, chatting. The 
reconfiguring of existing information through sorting, adding, re-categorizing and re-
contextualizing of explicit knowledge can lead to new knowledge.  
• Internalization: is the process of reflecting on and embodying explicit knowledge into 
tacit knowledge. While “Metaphor” plays an important role in the externalization, the 





3.7.3 Operationalizing supplier development and knowledge transfer 
SD contains two main attributes, the knowledge to be transferred and the activity to convey 
the knowledge that leads to SD (Adu-Gyamfi, 2017). Therefore, SD activities are used to 
analyze the knowledge transferred from a client firm to the supplier. For example, Adu-Gyamfi 
(2017) proposes a framework in which knowledge is transferred via the practice of SD. This 
process includes three main steps: (1) SD initiation, (2) SD implementation and (3) application 
of knowledge. After that both the client and suppliers will monitor and evaluate the performance 
of the engagement. The figure below shows the approach in which knowledge is transferred 
through SD process. 
 
Figure 27: Knowledge transfer through SD process 
Source: Adu-Gyamfi (2017, p. 75) 
 
Through SD activities, knowledge can be transferred from the client firm to the supplier via 
some mechanisms. For example, documents, as a mechanism of knowledge transfer, 
comprise of blueprints, analysis, reports, technical support document, specification, etc. Face 
to face interaction is also a popular mechanism to convey knowledge from one organization to 
the other. Furthermore, with the support of modern technologies, there are many ways of 





3.7.4 Knowledge transfer in the ITO sector 
 In IT offshore outsourcing, one of the most challenging tasks is knowledge transfer between 
“onsite” and “offshore” team. Knowledge that is not transferred will get lost. For leveraging the 
knowledge and expertise in an offshore outsourcing relationship, both sides have to ensure an 
effective knowledge transfer process between onsite and offshore teams. Oshri et al. (2010) 
identify some key elements that might contribute to the difficulty of knowledge transfer in 
between remote teams: 
• The diversity of local contexts, which might require more commitment and involvement to 
transfer the tacit knowledge. 
• The differences in technical infrastructure, tools and methodologies, skills and expertise 
between onsite and offshore teams. 
• The insufficiency of prior working experience in international environment of both sides. 
Nevertheless, successful knowledge transfer can be achieved by an effective organizational 
learning process (Oshri et al., 2010). A learning process includes four elements: (1) knowledge 
acquisition, (2) information distribution, (3) information interpretation and (4) organizational 
memory (Huber, 1991). Knowledge acquisition is the most important step through which 
knowledge will be obtained. There are various ways of acquiring knowledge suggested by 
Oshri et al. (2010): 
• Congenial learning: a company inherits knowledge from previous members or creators. 
• Experiential learning: knowledge is obtained through direct working experience 
• Vicarious learning: knowledge is acquired by observing the successful practices of other 
companies. 
• Grafting: knowledge is added by new employees recruited with knowledge from other 
organizations. 
In IT sector, there are five types of knowledge: technical knowledge, application domain 
knowledge, Information system (IS) knowledge, organizational knowledge and IS development 






Table 25: Tactics for knowledge acquisition for different IT knowledge areas 
Tactics of knowledge 
acquisition 
Suitable for 
Congenial learning Organizational knowledge, IS development process knowledge 
Experiential learning IS application knowledge, Organizational knowledge 
Vicarious learning Application domain knowledge, IS development process 
knowledge 
Grafting Technical knowledge, application domain knowledge. 
Source: adapted from Oshri (2015) 
For “sticky” knowledge that is embodied in experts, Oshri et al. (2010) suggest a “Transactive 
memory system” (TMS) which can facilitate the knowledge transfer between onsite and 
offshore teams. A TMS refers to the combination of individual memory systems and 
communications between individuals (Oshri et al., 2010). Basically, there are three steps in 
communication between individuals: encoding, storing and retrieving. Encoding refers to “who 
knows what”. Storing refers to allocating information to the relevant individuals for processing 
and storage. Retrieving is associated to relevant knowledge that will be properly retrieved for 
performing specific tasks. 
Directories are an important element of a TMS. Similar to knowledge, there are two main types 
of directories: codified directory (e.g. information systems and technologies) and personalized 
directory (e.g. personal memory or other people’s memories) (Oshri, Kotlarsky, & Willcocks, 
2008). A directory can indicate where knowledge and expertise are located. The table below 





Table 26: Organizational learning process and mechanisms in different IT knowledge areas 
Memory 
process in a 
TMS 
Types of directories in a TMS Key 
objectives Codified directory Personalized directory 
Encoding 
 
• Create a mutual system for 
categorizing information. It 
requires a set of rules for 
labeling subjects and 
locations of the knowledge. 
Create a mutual context 
understanding and working 









• Standardize templates for 
document. 
• Clear explanation for special 
terminologies (e.g. service or 
product specific) 
• Rotate the members of 
onsite and offshore teams 
• Mutual training programs 




• Store knowledge with 
detailed information about 
the subject and location (e.g. 
expert directory) 
• Store up-to-date records of 
document and knowledge. 
“Who know what” and “who is 
doing what” have to be stored 














• Create central project 
repository 
• Standardize tools, methods 
across offshore locations 
• Division of expertise-
based work 
• Create supplementary 






• Enable capability of finding 
information needed to 
coordinate expertise 
• Develop search capability 
(e.g. key word-based) for 
effective searching and 
retrieving process. 
Create interpersonal channels 
that enable people to search 
for information and expertise 
Knowing 
where and in 
what 
information 















• Standardize how to get 
information of location. 
• Create automated 
notifications for changes and 
requests 
• Use frequently and 
systematic technology-
based communication 
means (emails, video 
conferences, texting, etc.) 
• Create notifications for 
out-of-office hours (auto 
emails, papers, etc.) 






3.8 Impacts of supplier development 
Most empirical studies agree that SD has a positive impact on supplier’s performance (Sucky 
& Durst, 2013). However, there are also some studies shows the no positive correlation 
between SD and supplier performance (Wagner, 2005; Wagner, 2006b) or even negative 
impact of SD initiatives on actual supplier’s development (Wagner, 2005). Furthermore, 
although the outcomes of SD are considered positive, there is still room for improvement (e.g. 
Watts and Hahn (1993)). Benefits of SD also include client competitive advantage, strategic 
benefits, effective supply chain management, effective communication and improvement in 
supplier performance, quality, delivery performance and cost reduction (Dalvi & Kant, 2015). 
There are only a few research papers that explicitly examine the relationship between SD and 
improvement in supplier’s capabilities. In general, these showed a positive correlation between 
SD and the capabilities of suppliers (Krause & Scannell, 2002; Wagner, 2005). Some studies 
investigate the linkage between SD and supplier-customer relationship. There are also 
contradictory findings. Humphreys et al. (2004) confirm a positive correlation, while Blonska, 
Rozemeijer, and Wetzels (2008) indicate that SD has no direct influence on the supplier 
adaptation or a supplier’s preference for the buyer investing in its development. Wagner 
(2006b) indicates there is no positive correlation between direct SD and the relationship 
between customers and suppliers. 
Regarding the buyer performance, the majority of studies identified positive correlation 
between SD and client firm’s performance (Sucky & Durst, 2013). One exception is a paper by 
Li, Humphreys, Yeung, and Edwin Cheng (2007) who note a negative correlation between 
greater expectations on the part of buyers (as a result of prescribed targets and supplier 
awards) and the buyers own operating performance. 
A few authors have explored the relationship between SD and overall business performance. 
Humphreys et al. (2004) identify a positive effect of transaction-specific SD and competitive 
advantages on the part of the buyer (e.g. in form of higher revenues). However, it is difficult to 
determine an unambiguous causal link to overall buyer business performance because SD is 
just one of many factors that influence the performance of buyer firms (e.g. their own 
capabilities, market environment, etc.) (Sucky & Durst, 2013). The table below summarizes 





Table 27: Impacts of SD on suppliers and clients 
SD Impacts on suppliers SD Impacts on clients 
§ The supplier’s performance in 
operations such as improvement in 
quality, cost, lead times, service and 
reliability. 
§ The buyer firm’s performance in 
operations such as improvement in 
quality, cost, lead times, service and 
reliability. 
§ The supplier’s capabilities, e.g. the 
enhancement of methodological 
knowledge in production (lean 
manufacturing, Six Sigma, Kaizen, etc.) 
§ The buyer firm’s overall business 
performance, e.g. higher revenues or 
greater responsiveness to changes in the 
marketplace.  
§ The supplier-customer relationship, e.g. 
in the sense of a better working climate 
between customer and supplier. 
§ The buyer-supplier relationship, e.g. in the 
sense of a better working climate between 
buyers and suppliers. 
Source: Sucky and Durst (2013) 
3.9 Success factors and pitfalls of supplier development 
3.9.1 Success factors of supplier development 
According to the review of Sucky and Durst (2013), there are some key factors which make 
the SD successful:  
• Effective communication: several studies indicate the positive of effective 
communication on result of SD. Krause and Ellram (1997b) outline the drivers of 
effective communication which say that communication must be fast, frequent and 
informal, and it must be include confidential information and take place via several 
points of contact between the companies concerned. 
• An Attitude of partnership: This point is confirmed by a number of studies. Factors 
such as win-win philosophies, shared values and mutual trust can also be subsumed 
under this concept (Li et al., 2007; Quayle, 2002). 
• Mutual commitment: several researchers identify this success factor with reference 
both to customer (Krause, Handfield, & Tyler, 2007) and the supplier (Handfield et al., 
2000). However, commitment can also be interpreted as a result of other success 
factors (Sucky & Durst, 2013). For example, the right incentives offered by the buyer 
could drive a supplier’s commitment. 
• Top management support: as is the case for other initiatives, top management 




• Early supplier involvement: an active and early SD program is generally considered 
beneficial for new product development performance by utilizing the supplier's 
complementary capability and enhancing the supplier's understanding of the new 
product (Yoo, Shin, & Park, 2015). 
Besides those key success factors, other factors which also positively influence the SD 
programs are listed on the table below. 
Table 28: Success factors of SD 
Success factors of SD Sources 
Effective communication Krause and Ellram (1997b),  
An attitude of partnership Quayle (2002), Li et al. (2007), Giannakis (2008) 
Mutual commitment Krause et al. (2007), Handfield et al. (2000) 
Top management support Krause (1999) 
Proactive purchasing to prevent supplier’s 
performance and capability problems 
Krause and Ellram (1997b) 
Client’s efficient resources to devote to the 
SD efforts. 
Krause and Ellram (1997b) 
Intense efforts to maintain the relationship 
with suppliers 
Krause and Ellram (1997b) 
Early supplier involvement 
Hartley, Zirger, Kamath, and (None) (1997), 
McIvor and Humphreys (2004), Yoo et al. (2015) 
Harmonized organizational cultures Huong, Katsuhiro, and Chi (2011) 
Appropriate supplier selection Hartley et al. (1997) 
Good impressions of each other Huong et al. (2011) 
Supplier readiness to take over 
responsibility 
Smite and Wohlin (2011) 
Willingness to participate and cooperate Deng and Mao (2012) 
Suitable formal training for codified 
knowledge and incorporation with client for 
tacit knowledge  
Williams (2011), (Niazi, Mahmood, Alshayeb, 
Qureshi et al., 2016) 
Right balance between formal and 
informal techniques 
Gregory, Back, and Prifling (2009) 
Sufficient planning and careful 
implementation 
Smite and Wohlin (2011) 
Using active learning mechanism Deng and Mao (2012) 




In ITO sector, knowledge transfer is considered the most importance to develop suppliers. 
There are some factors which positively influence the knowledge transfer process. Huong et 
al. (2011) explore that a good impression and a willingness to participate and cooperate 
facilitate the knowledge transfer process between Japanese and Vietnamese software 
companies. When both parties are willing to share their knowledge with each other, it is easier 
for knowledge to be transferred in offshoring initiatives (Deng & Mao, 2012). Smite and Wohlin 
(2011) explore that the supplier’s readiness to take over the responsibility is another key 
condition for effective knowledge transfer. Williams (2011) confirms that the client-supplier 
knowledge transfer is positively associated with the formal training and client embedment. 
While the codified knowledge can be transferred though formal training, the tacit knowledge 
can be gained by the incorporation of both parties (Williams, 2011). Furthermore, clients should 
stimulate the intrinsic and extrinsic motivations of suppliers to share knowledge, as well as 
ensure the right balance between formal and informal measurements in knowledge transfer 
(Gregory et al., 2009). 
3.9.2 Pitfalls of supplier development 
Ellram (1995) studies the success factors and pitfalls of client-supplier partnership and SD via 
a dyadic survey of clients and suppliers in multiple industries in the US. Results show that 
success factors are two-way information sharing, top management support, shared goals, 
early communication to suppliers, and supplier’s distinctive value addition. On the other hand, 
poor communication, lack of trust, poor up-front planning and lack of shared goals are the most 
rated pitfalls for client-supplier relationship and SD (Ellram, 1995).  
Lascelles and Dale (1989; 1990) explore certain aspects of client-supplier relationship can act 
as barriers to SD including (1) poor communication and feedback, (2) supplier complacency, 
(3) misguided supplier improvement objectives, (4) the credibility of the client perceived by 
suppliers and (4) misconceptions regarding purchasing power. 
Handfield et al. (2000) identify some key pitfalls in implementing SD including (1) supplier-
specific pitfalls, (2) client-specific pitfalls and (3) client-supplier interface pitfalls. They also 
propose some measures to mitigate the problems. 
In the context of global software development, Niazi, Mahmood, Alshayeb, Riaz et al. (2016) 
list 19 challenges that clients and suppliers might face in their engagement. Most frequent 
challenges include (1) lack of cultural undertanding among teams, (2) lack of communication, 
(3) lack of time zone difference management, (4) lack of trust and coordination, and (5) lack of 




Table 29: Key pitfalls in SD and suggested solutions 
Pitfalls of 
SD 




Lack of supplier 
commitment 
• Show them where they stand 
• Tie the business relationship to performance 
improvement 
• Illustrate benefits first-hand 
• Ensure follow-up through a supplier champion 
Insufficient supplier 
resources 
• Keep initial improvements simple 
• Draw on the client’s resources 
• Offer personnel support 




Client’s reluctance to 
fully commit to SD 
when seeing on 
obvious potential 
benefits. 
• Consolidate to fewer suppliers 
• Keep a long-term focus 
• Determine cost of ownership 
• Set small goals 





Lack of trust • Delegate an ombudsman 
• Keep confidential information exclusive 
• Spell it out 
• Minimize legal involvement 
Poor alignment of 
organizational cultures 
• Adapt to local conditions 
• Create an expectation roadmap 
Insufficient 
inducements to the 
supplier 
• Offer financial incentives 
• “Design In” motivation 
• Offer repeat business as an incentive 




3.10 Supplier development from supplier and dyadic perspective 
3.10.1 Supplier development from supplier perspective 
Among hundreds of empirical papers of SD, there are only 27 papers are considered SD 
practices from either supplier perspective or dyadic perspective. 
Table 30: Research on SD from supplier perspective 




Quantitative (300 samples 
of suppliers + extra 
interviews) 
Exploring the barriers of SD success from 





Quantitative (89 samples 
of minority-owned firms) 
How a large manufacturing firm develops its 
minority suppliers regarding the outcomes and 
barriers to success in US within minority SD 
programs. 
Wu (2003) Quantitative (103 samples 
of suppliers) 
Comparison between lean and non-lean 
suppliers regarding the performance/practices 




Quantitative (29 samples 
of suppliers) 
Malaysian national automobile producer 




Quantitative (139 samples 
of suppliers) 
How suppliers perceive the client’s evaluation 
communication process and its impact on the 




Quantitative (27 samples 
of supplier + extra case 
studies) 
Exploring the ways that component suppliers 
in a traditional US manufacturing region have 
responded to their client’s demands for 




Oh and Rhee 
(2008) 
Quantitative (94 samples 
of suppliers) 
Exploring the manufacturing-supplier 
collaboration types in automotive industry and 
factors that affect such collaboration. 
Blonska et al. 
(2008) 
Quantitative (185 samples 
of suppliers) 
Investing the outcomes of SD as perceived by 





Quantitative (47 samples 
of suppliers) 
Exploring how the first-tier suppliers in 
German automotive industry react to the three 
influence strategies and two types of SD 
efforts. 
Arroyo-
López et al. 
(2012) 
Quantitative (47 samples 
of suppliers) 
Evaluating the effects of SD programs on the 
short-term performance of suppliers and the 
long-term development of their capabilities in 




Quantitative (234 samples 
of suppliers) 
Exploring the conditions favoring supplier’s 
participation in SD activities suing survey data 






Quantitative (512 samples 
of suppliers) 
Examining the relationship between SD 
practice and client-supplier relationship and 
identifying impacts of SD activities on supplier 




Quantitative (150 samples 
of suppliers) 
Examining factors influencing the supplier 
participation in the green supplier 
development in automotive industry in Iran. 
Source: Author’s compilation 
Lascelles and Dale (1989) explore the barriers of SD success from supplier perspective in the 
UK automotive industry. Those barriers include poor communication and feedback, supplier 
complacency, client’s poor definition and unstructured SD programs, the credibility of clients 
as perceive by their suppliers and misconceptions regarding purchasing power. 
Wu (2003) compares different independent variables between suppliers with and without using 




have a significant impact on plant performance, but also facilitate many external logistics 
practices. 
Abdullah and Maharjan (2003) examine how the Malaysian national automobile producer 
develops its local component SME suppliers. Their findings show that the effort to improve 
supplier capability and the relationship includes suppliers as joint problem solvers through 
procurement practice. 
Prahinski and Benton (2004) explore how suppliers perceive the client’s supplier evaluation 
communication process and its impact on supplier performance in automotive industry in North 
America. Contrary to the expectation of clients, the supplier’s perception of client’s 
communication does not influence the supplier performance. Specifically, the supplier 
evaluation communication process does not ensure improved supplier performance unless the 
supplier is committed to the client. Clients can influence supplier commitment through 
increased efforts of cooperation and commitment. However, when a client utilizes collaborative 
communication, the supplier perceives a positive influence on the buyer-supplier relationship 
(Prahinski & Benton, 2004). 
Helper and Kiehl (2004) explore how component suppliers in a traditional US manufacturing 
region responded to the requirements of clients for improved quality, cost and delivery. They 
find that one third have not responded by attempting systematic improvements in their 
production capabilities. Two third have worked to improve their capabilities by adopting such 
policies as Just-In-Time and total quality management.  
Oh and Rhee (2008) identify the automotive manufacturer-supplier collaboration types and 
factors that affect such collaboration. Five distinct collaboration types are identified including 
collaborative communication, collaboration in new car development, collaborative problem 
solving, strategic purchasing, and supplier development. There are many factors positively 
influencing the client-supplier collaboration. Those are supplier’s client proliferation capability, 
supplier’s capability, flexibility, dependability improvement, module, design and 2nd tier supplier 
development. 
Blonska et al. (2008) investigate the SD outcomes as perceived by the suppliers. Specifically, 
they explore if the suppliers adapt themselves as a result of the interplay among SD, 
preferential client status and supplier relational embeddedness. Results show that supplier 
relational embeddedness is an important mediator between SD and preferential client status, 
although there is no direct effect of SD on either preferential client status or supplier adaptation. 
Thus they suggest that SD only makes suppliers adapt if the client is perceived as a preferred 
client compared to other competitive buyers. Therefore, building long-term relationship, trust, 




Ghijsen et al. (2010) explore the role of influence strategies and SD on the supplier satisfaction 
and commitment from supplier perspective in German automotive industry. They find that 
supplier commitment is affected by the use of promises and both human- and capital-specific 
SD, while supplier satisfaction is affected by indirect, other direct influence strategies and 
capital-specific SD. 
Arroyo-López et al. (2012) examine the effects of SD programs on both short-term 
performance and long-term capability development of the suppliers in Mexican automotive 
industry. Results suggest that basic low-involvement SD activities (e.g. evaluation, feedback) 
hardly lead to operational improvement and financial performance of suppliers. However, high-
involvement SD activities (e.g. training, other activities of knowledge transfer) can lead to 
improved supplier performance, given that the suppliers have sufficient absorptive capacity 
and the presence of an adequate collaborative and relational learning context. Nevertheless, 
low-involvement SD activities are the enablers of high-involvement SD activities by identifying 
qualified suppliers or to control the supplier performance (Arroyo-López et al., 2012). 
Nagati and Rebolledo (2013) identify the conditions with favor the supplier’s participation in the 
SD activities of the clients via a survey of manufacturing suppliers in Canada. They find that 
trust and preferable status of client are the key antecedents of supplier participation in SD 
programs. The results also confirm the positive impact of supplier participation on the supplier 
operational performance via a dynamic environment motivating suppliers to join the client. 
Joshi et al. (2017) conduct a survey of 521 suppliers of various manufacturing sectors to 
explore the impacts of SD activities on client-supplier relationship and supplier performance 
from suppliers. The study concludes that SD program and client-supplier relationship practice 
together improve the relationship between client and suppliers. This improved relationship 
leads to competitive advantages as the profitability for the both parties. Results also indicate 
that SD programs are driven by productive measures (e.g. cost, quality, rejection level) and 
competitive pressure. Seven SD programs that are significant for improving supplier 
performance are supplier evaluation, training, top management support, effective 
communication, asset specificity, joint action and reward. 
Zahraee et al. (2018) explore factors that influence the supplier participation in the green SD 
program in Iranian automotive industry. Results show that the society, environmental 
regulations, customer investment and requirement are key influencers that force the suppliers 
to participate in the green programs. In contrast, supplier readiness and relational norms do 




3.10.2 Supplier development from dyadic perspective 
Among a small proportion of empirical research from supplier perspective, there are also some 
studies implemented from the dyadic viewpoint summarized on the table below. 
Table 31: Research on SD from dyadic perspective 
Authors Research method Context 




Simultaneously exploring the perception of clients and 
suppliers to identify the impetus for entering the 
partnership, as well as the key success factors and 
failure factors in partnership and supplier development.  





Exploring the differences in the perception of clients and 
suppliers about the client’s supplier development 






Exploring the differences in the perception of clients and 
suppliers in electronic and aerospace industries 
regarding the SD and supplier quality management.  
Petison and Johri 
(2008) 
Qualitative  
(7 clients and 14 
suppliers) 
Analyzing the nature and evolution of client-supplier 
relationships in Thailand automotive industry and 
identifying the factors influencing the evolution of these 
relationships. 





Integrating the literature on CSR and SD to develop a 
new approach called socially responsible supplier 








Examining the effects of a supplier’s perceived share of 
costs and earnings in SD programs on supplier 




(a case study) 
The interaction between Pakistani suppliers and 
Japanese automotive manufacturers in equity joint 
ventures operating in Pakistan. 
Busse et al. 
(2016) 
Qualitative  
(41 dyadic in-depth 
interviews) 
Exploring the contextual barriers to SD for sustainability 
in global chains via a dyadic case study adopted with a 
western European client and six Chinese suppliers. 
Sunil Kumar and 
Routroy (2017a) 
Quantitative  
(284 samples of 
clients and 
suppliers) 
A survey conducted in Indian manufacturing industry to 
explore the interactions among the barriers to SD 
programs. 




Ellram (1995) studies the success factors and pitfalls of client-supplier partnership and SD via 
a dyadic survey of clients and suppliers in multiple industries in the US. Results show that 
success factors are two-way information sharing, top management support, shared goals, 
early communication to suppliers, and supplier’s distinctive value addition. On the other hand, 
poor communication, lack of trust, poor up-front planning and lack of shared goals are the most 
rated pitfalls for client-supplier relationship and SD.  
Forker et al. (1999) and Forker and Stannack (2000) conduct surveys of client-supplier pairs 
in multiple industries to explore the differences in perception of the client and its supplier 
regarding the SD practices. They find that clients consider quality more important than 
suppliers in supplier selection process. Clients have more faith in their supplier rating system 
and in the value of the technical assistance they provided than their suppliers. Clients also feel 
that they rely on a few dependable suppliers, while suppliers are not convinced this was the 
case. Results also show that the differences in prioritizing objectives, motivation and methods 
underlying the management of the SD program are the reasons for that (Forker et al., 1999). 
Meanwhile, the clients and suppliers have a better shared understanding within the competitive 
relationship than within the cooperative relationship (Forker & Stannack, 2000). 
Petison and Johri (2008) analyze a case study involving in-depth interviews with 7 automotive 
manufacturers and their 14 suppliers in Thailand to explore factors that influence the evolution 
of the client-supplier relationships among them. Results show that the client-supplier 
relationship starts out as a market-exchange, and then gradually moves to a partnership type. 
These stages involve constant efforts on the part of foreign manufacturers to develop the 
suppliers by offering resources, training, feedback and solutions. The supplier capability of 
building programs, bridging the cultural differences and formation of trust provide the basis of 
enduring the partnership. 
Lu et al. (2012) analyze the data of 160 client-supplier pairs in four manufacturing industries in 
China to address the supplier’s ethical problems. They build up the three multi-item scales 
reflecting three dimensions of socially responsible supplier development. The results also 
suggest leveraging a client firm’s concerted supplier development efforts to improve its 
important supplier’s capabilities in CSR (corporate social responsibility) implementation. 
Praxmarer-Carus et al. (2013) conduct a survey of 36 pairs of clients and suppliers to examine 
the effects of suppliers’ perceived share of cost and benefits in SD programs on the supplier 
satisfaction. Surprisingly, perceived share of cost has no effect on supplier satisfaction. Thus 
they suggest that clients should design SD programs in a manner that permit high cost shares 
for the suppliers, but gives them the impression that they significantly participate in the resulting 




communication because gaps between supplier’s and client’s perceptions of their share of 
costs are benefits is larger when suppliers have low competencies. 
Khan and Nicholson (2014) analyze a case study between Pakistani suppliers and Japanese 
automotive producers in Pakistan. The case study presents a three-stage (evaluation, 
exploration and interactive) process that highlights the key relational, knowledge transfer and 
operational factors that signify each stage. They conclude that tie relationship, absorptive 
capacity are of importance for the success of cross-border SD programs. 
Busse et al. (2016) examine a cross-border case study between a Western buyer with its six 
suppliers in China to explore the barriers to SD and the remedies. Those barriers include 
conceptual complexity of the sustainability concept, socio-economic differences, spatial 
distance, linguistic distance and cultural differences. They also prose three remedies including 
effective joint communication activities, interactive and open organizational culture and 
fostering cross-contextual understanding. 
In the Indian manufacturing context, Sunil Kumar and Routroy (2017a) conduct a survey to 
explore the barriers to success of SD programs following Handfield et al. (2000) including 
client-specific, supplier-specific and client-supplier interaction barriers. Among them, supplier 
reluctance to the client initiatives is highly influenced by the ill effects of the poor supplier’s 
supply and demand management which in turn is highly influenced by the supplier resource 
incompetency. 
3.11 Supplier development in SME context 
During the last two decades, research on SD has been dominantly conducted in manufacturing 
sector such as automobile, electronics, oil & gas, or cross industries (Glock et al., 2017; Sucky 
& Durst, 2013), in which the client is usually a big corporation and its suppliers are also big 
firms in the industry. Nevertheless, there have been also a few studies conducted to explore 
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Krause et al. (1999) examine the relationships between a large US manufacturing firm and its 
minority suppliers in the context of the firm’s minority SD program and from the minority 
supplier perspective. Those minority suppliers include both SMEs and large suppliers. The 
study assesses the effectiveness of the client’s minority SD programs in US including 
outcomes and potential barriers to success from the supplier point of view. Results show that 
large suppliers perceive more positive than SME suppliers regarding the SD programs of the 
clients. Communication problems, lack of commitment of the client and unpredictable market 
are potential barriers for the success of SD programs. 
Emiliani (2000) analyzes a case study to discuss the importance of achieving alignment 
between a client in manufacturing sector and its small suppliers in USA. This research 
emphasizes on efforts by the client to improve the performance of its small suppliers in their 
transition to Lean production within a multiple-tier setting. The client can ask and give feedback 
to the suppliers to understand the strengths and help them improve their weaknesses in a 
collaborative manner. 
Quayle (2000) explores the SD programs in multiple sectors in UK and suggests the rationale 
and rewards of SD programs for small suppliers. He suggests that big clients should 
concentrate on small suppliers to aid economic generation and increase the number of world-
class suppliers. On the one hand, small suppliers should recognize the benefits of SD 
programs rather than being skeptical of the client’s motivations. On the other hand, client firms 
also needs to ensure a strong commitment to SD program that improve small supplier’s long-
term capability rather than as a means of immediate results to strengthen the client-supplier 
relationship (Quayle, 2000). Key elements of SD for SMEs are proactive clients and suppliers, 
commitment to long-term relationship, continuous improvement, creating learning 
opportunities appropriate to smaller organizations and win-win philosophy (Quayle, 2002). 
Abdullah and Maharjan (2003) examine how the Malaysian national automobile producer 
develops its local component SME suppliers. Their findings show that the effort to improve 
supplier capability and the relationship includes suppliers as joint problem solvers through 
procurement practice. 
Sako (2004) conducted multiple case studies in three leading automotive producers (Honda, 
Nissan and Toyota) to explore the SD practice of those giants with their SME suppliers. This 
research showed that the transfer of organizational capabilities in terms of knowledge and 
skills of Lean and Six Sigma deployment from the client to the suppliers requires not only 
financial and resource commitment, but also a distinctive organizational and governance 




human resources (50 – 80 SD engineers), encouraged multiple learning channels with a more 
hands-on assistance for immediate tangible results with a wide scope of SD programs.  
Williams (2007) explores how a furniture manufacturer develops its SME suppliers through 
Kanban application, in which the knowledge from the client to its suppliers is transferred. 
Kumar (2007) explores critical success factors for both Lean and Six Sigma implementation in 
SMEs. They are leadership commitment and management involvement, organizational culture 
and resources for knowledge transfer. 
Shokri et al. (2010) emphasize the impacts of SD on reducing the defects in supply quality for 
food distribution SME suppliers within a food supply chain in UK. Effective information 
exchange and good communication are critical to change suppliers’ behavior to improve the 
quality of supplier services and products (Shokri et al., 2010).  
In some contexts, SD for SMEs has been also considered as governmental programs, which 
aim to improve the local SME suppliers to integrate into the global value chain. Arráiz et al. 
(2013) analyze the Chilean governmental SD program that helps both large firms and SME 
suppliers in multiple sectors. The results show that the program significantly helps suppliers to 
improve capabilities, sales and employment. In this case, clients served as sponsors to 
contribute to the SD process and could also benefit via the supplier improvement (Arráiz et al., 
2013). Similarly, Cox Edmondson et al. (2008) analyze the US governmental support policies 
for minority suppliers in public projects joining which large firms. In this case, small suppliers 
are a considerable source of competitive advantage. Large firms need to define goals and 
objectives of their suppliers programs and provide clearly performance expectation to 
suppliers. Moreover, they can also utilize the intermediary organizations located in their area 
for SD programs with small suppliers. 
Nevertheless, those studies still view SD from the perspective of big clients with their SME 
suppliers. There is rarely SD research within a pure SME context, in which both the client and 
its suppliers are SME. When both the client and suppliers are small, the power balance 
between them is not asymmetric. Furthermore, SMEs usually have limited resources to 
develop suppliers. Thus, SMEs cannot follow what big corporations do regarding the SD 
practices. Therefore, it is necessary and interesting to explore how SMEs can successfully or 





3.12 Research framework for this study 
Based on the literature review discussed in previous sections, the research framework which 
is used for this study is described in this section. This study is an explorative research which 
explores the supplier development practice of SMEs. Thus, the research framework is basically 
the description of the SD process, in which the author would like to reflect what is expected to 
happen in the case study. This process includes four main steps: (1) supplier identification, (2) 
supplier segmentation, (3) supplier development and (4) evaluation of the whole SD program. 
ü In supplier identification step, the client evaluates the suppliers based on various 
criteria. Those criteria might include cost, quality, performance history, service, 
responsiveness, etc. (see more in Dickson (1966), Mukherjee (2014)). After that the 
client will select the suitable suppliers for the next steps. 
ü In supplier segmentation step, two dimensions of supplier capability and supplier 
willingness (Rezaei et al., 2015) might be used to categorize the suppliers into groups, 
in which suitable SD activities will be implemented. This step might be repeated during 
the SD process, because the supplier capability and willingness might be changed after 
a period of time engaging with the client. 
ü In supplier development step, both the client and suppliers will join the SD programs 
with various selected activities to improve the important attributes. Within this step, the 
knowledge will be transferred from the client side to the supplier side, in other words, 
between onsite and the offshore teams. 
ü Finally, in evaluation step, both the client and suppliers will monitor the effectiveness 
or the impacts of SD programs on the capability, the willingness of the suppliers and 
the client-supplier relationship in general. Furthermore, during the SD process, success 
factors and barriers of the engagement will be identified. The figure below illustrates 


















Figure 28: Research framework for this case study 
Source: Author’s elaboration 
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The next table depicts the research framework in which the SD will be implemented as 
reviewed in the literature review and what will be observed in the reality from the case study. 
Table 33: SD process in theory and expected observation in the case study 
SD process in theory (known 
knowledge from SD practice of 
large firms) 
What to observe in reality (what the SME client 
and suppliers are doing) 
Identify suppliers for SD How the client identifies the right suppliers for SD 
• Supplier evaluation o Which criteria the client will use to evaluate the 
suppliers 
• Supplier selection o How the client selects suppliers 
Segment suppliers for SD How the client categorizes the suppliers 
• Supplier capability o Which attributes belong to supplier capability 
• Supplier willingness o Which attributes belong to supplier willingness 
Develop suppliers What client and suppliers do to develop suppliers 
• Direct SD activities o Which direct activities the client & suppliers 
use in their SD 
o How they do that 
• Indirect SD activities o Which indirect activities the client & suppliers 
use in their SD 
o How they do that 
Evaluate the SD efforts How effective the SD programs/ activities are 
• The effectiveness of SD 
programs 
o Impact on supplier capability 
o Impact on supplier willingness 
o Impact on client-supplier relationship 
• Success factors o Success factors of SD in the case study 
• Pitfalls/barriers o Barriers of SD in the case study 






3.13 Summary of this chapter 
This chapter presented a complex literature review on SD research. This review analyzed firstly 
the distribution of SD research regarding the time periods, industries, types of research, 
geographies, research perspectives and research in SME-related context. After that, key 
relevant knowledge about SD was presented and discussed. Those include (1) the concept of 
SD, (2) SD from theoretical perspective, (3) client’s and supplier’s motivation for SD, (4) SD 
practice and process, (5) impacts of SD on clients and suppliers, (6) SD and knowledge 
transfer process, (7) success factors and pitfalls of SD, (8) SD from supplier and dyadic 
perspective, and (9) SD in SME-related context. Based on this complex literature review, 
research gaps were also identified and presented.  
Regarding the research context, most of studies were conducted in manufacturing sectors or 
cross-industry setting, there have been rarely research specified for service sector, especially 
knowledge-intensive sectors (e.g. ITO sector). Furthermore, as far as the author has explored, 
there has been not yet any research that explores the SD in a pure SME context, in which both 
clients and suppliers are SMEs. 
Regarding the research perspective, most of research has viewed SD from the client point of 
view. Only a small proportion of research viewed SD from either the supplier or dyadic 
perspective. Thus, there is a knowledge gap to understand the supplier motivations to 
participate in SD programs with the client. Therefore, this research is an explorative research 
which will fulfill those gaps by exploring the SD practice of SMEs in ITO sector, and identifying 
the supplier motivations to participate in the client’s SD programs. 
Based on the literature review, the research framework for this case study was also introduced. 
This framework is mainly the SD process including four steps: supplier identification, supplier 
segmentation, supplier development and evaluation of the SD efforts. Based on the research 
framework, the SD practices of a small client and suppliers will be observed in the case study 
to explore the SD in a pure SME context.   
The next chapter will discuss the research methodology and the methodological choices for 





CHAPTER 4: RESEARCH METHODOLOGY 
4.1 Research paradigm 
4.1.1 The concept “Research paradigm” 
Research paradigm is one of the most important and challenging concepts that researchers 
have to master in order to apply in their scientific research projects (Kivunja & Kuyini, 2017). 
The first author who used the concept “Paradigm” in scientific contexts is Kuhn (1962). 
According to him, paradigm means a philosophical way of thinking. Tracing back to its Greek 
origin, this word means “pattern”. Mackenzie and Knipe (2006) describe research paradigm as 
a researcher’s “worldview”. This worldview is the perspective, or school of thinking, or set of 
shared believes that inform the meaning or interpretation of data (Mackenzie & Knipe, 2006). 
Denzin and Lincoln (2000) define research paradigm as human constructions which indicate 
where a researcher is coming from to construct meaning embedded in data. Therefore, 
research paradigms are vitally important since they provide believes and dictates which 
influence what should be studied, how it should be studied and how the results should be 
interpreted (Kivunja & Kuyini, 2017). A research paradigm comprises four key elements, 
namely, ontology, epistemology, axiology and methodology (Lincoln & Guba, 1985). The table 
below briefly describes what the four elements refer to. 
Table 34: Four important elements of a research paradigm 
Element Key idea 
Ontology General assumptions about the nature of reality 
Epistemology General assumptions about the best ways of inquiring into the nature of the world 
Axiology Ethical issues that need to be considered when inquiring research 
Methodology Combination of techniques used to enquire into a specific research context. 
Source: Author’s compilation  
4.1.2 Dominant research paradigms in social sciences 
Many research paradigms have been proposed by previous scholars in different fields, some 
suggest that they are all grouped into three main categories, namely, Positivist, Interpretivist 
and Critical paradigms (Kivunja & Kuyini, 2017). There is also the fourth paradigm that is the 
combination of elements from these three which is known as Pragmatic paradigm (Kivunja 






Table 35: Comparison among four main research paradigms 
Categories Positivist Interpretivist Critical Pragmatic 
Ontology Naive realism – 
“real” but 
apprehensible 
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subjective – 
objective reality, co-
created by minds 
and given cosmos 
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objectivist 





















Axiology • Beneficence • Balance • Respecting 
cultural norms 
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Methodology • Experimental/ 
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4.2 The research paradigm choice for this study 
This research follows Interpretivist paradigm, because the research is an explorative study 
which focuses on exploring the SD practices of the SME client and suppliers. In this context, 
the researcher tried to understand the subjective world of human experiences and 
organizational behaviors. Thus, this research allows multiple realities that can be explained 
through human interactions between the researcher and research objects or research 
participants. In this case, knowledge is socially constructed as the results of the researcher’s 
experiences of the real life within the natural setting explored. Regarding the axiology, the 
researcher tried to balance the ethical issues by considering the privacy, the property and the 
accessibility of the data and results of the research. 
4.3 Research methodology 
4.3.1 Research approaches 
Basically there are two main opposite research approaches, namely, deductive approach and 
inductive approach. However, there is also another approach which is the combination of the 
two, known as abductive research approach. Following sections will introduce these three 
research approaches. 
4.3.1.1 Deductive research approach 
A deductive approach is concerned with developing hypotheses based on existing theory, and 
then designing a research strategy to test those hypotheses (Wilson, 2010). Deductive aims 
to reasoning from the specific to the general. If a causal relationship seems to be implied by a 
theory or case, it might be true in many cases. A deductive design might test if a relationship 
or link can be generalized to other contexts. In other words, deductive research approach 
explores a known theory of phenomenon and tests if that theory is valid in a given context 
(Saunders, Lewis, & Thornhill, 2012). Therefore, a study using deductive approach will follow 
the process as below: 
 
Figure 29: General process of deductive research approach 









Deductive approach offers the possibility to explain causal relationship between concepts and 
variables, measure concepts quantitatively and generalize research findings to a certain extent 
(Dudovskiy, 2016). Nevertheless, this approach has been criticized for the lack of clarity in 
terms of how to select theory to be tested via a formulating hypotheses (Dudovskiy, 2016). 
4.3.1.2 Inductive research approach 
Inductive approach starts with the observations, and theories will be proposed at the end of 
the research process as a result of observations (Goddard & Melville, 2001). In other words, 
inductive research involves the search for patterns from observations and the development of 
explanations for those patterns through series of hypotheses (Bernard, 2011). Therefore, no 
theories or hypotheses would apply in inductive studies at the beginning of the research, and 
the researcher might change the direction for the study after the research process had 
commenced. However, it does not imply disregarding theories when formulating research 
questions and objectives. This approach aims to generate meanings from the data collected 
in order to identify patterns and relationships to build up a theory. Nevertheless, the researcher 
is also able to use existing theories to formulate the research questions to be explored 
(Saunders et al., 2012). An inductive study will normally follow a process as below: 
 
Figure 30: General process of inductive research approach 
Source: Author’s compilation 
Similar to deductive approach, inductive approach has also been criticized. Specifically, 
Inductive approach is criticized because a researcher does not know how much of empirical 
data will necessarily enable theory-building (Saunders et al., 2012). 
4.3.1.3 Abductive research approach 
As introduced before, abductive research approach is the combination of deductive and 
inductive approach, which is considered as an alternative that might overcome weaknesses 
associated with deductive and inductive approaches by adopting a pragmatist perspective 
(Dudovskiy, 2016). In abductive approach, the researcher starts with “surprising facts” and the 
research process is devoted to explain what has been going on, with the consideration of prior 





researcher encounters with an empirical phenomenon that cannot be explained by existing 
range of theories (Dudovskiy, 2016). When following the abductive approach, the researcher 
seeks to choose the best explanation among alternatives in order to explain the “surprising 




Figure 31: General process of abductive research approach 
Source: Author’s compilation 
4.3.1.4 Research approach choice for this study 
The author chose to apply abductive research approach in this research, in which the research 
started with the “surprising facts” about SD practices of SME clients and suppliers in the ITO 
sector. There is known knowledge about SD practices of large firms in general, but very little 
has been known in a pure SME setting. The researcher firstly explored the phenomenon, and 
then sought the best explanation among alternatives for the “surprising facts” identified. 
4.3.2 Research methods 
In social sciences, especially in business research contexts, there are mainly two research 
methods, namely, quantitative and qualitative research methods. The two methods are, to a 
certain extent, contradict. However, the two methods are sometimes also combined in order 
to inquire complicated research phenomena.  
4.3.2.1 Quantitative research method 
Quantitative research is the systematic empirical investigation of observable phenomena via 
statistical, mathematical or computational techniques (Given, 2008). The process of 
measurement is central to quantitative research because it provides basic connection between 
empirical observations and mathematical expression of quantitative relationships. Quantitative 
research is generally associated to ideas from scientific method, which can include: 
• The generation of models, theories and hypotheses 
• The development of instruments and methods for measurement 













• Collection of empirical data 
• Modeling and analysis of data. 
Quantitative research methods describe and measure the occurrences of the basis of numbers 
and calculations (Dudovskiy, 2016). Therefore, questions of “how many”, “how often” are 
usually asked in quantitative studies. In social sciences, especially in business research 
context, popular quantitative data collection methods are closed-ended questionnaires, 
experiments or quasi-experiment. Thus, the analysis of quantitative data usually deals with 
description, correlation and regression in order to examine relationships between numerically 
measured variables with supports of statistical techniques (Dudovskiy, 2016). 
4.3.2.2 Qualitative research method 
Qualitative research is a scientific method of observation to gather non-numerical data 
(Babbie, 2014). It refers to the meanings, concepts, characteristics, metaphors, symbols and 
description of things, not to their counts or measures (Berg & Lune, 2012). Qualitative methods 
are best for dealing with “what”, “why” and “how” questions of human experiences (Yin, 2003). 
Therefore, qualitative methods can offer explanations only for particular cases studied, and 
any more general conclusions are considered tentative propositions. Yin also identified five 
key features of qualitative research (Yin, 2011): 
• Explore the meaning of people’s lives in reality 
• Represent point of views of the participants in the research 
• Cover the context-specific environment in which people are living 
• Contribute knowledge in existing or new concepts that might help to explain human or 
organizational behaviors 
• Use multiple sources of information to cross-check the results. 
In business research contexts, qualitative data are usually collected through interviews (e.g. 
in-depth or focus groups), observations and material examining and analysis (Yin, 2011). Thus, 
qualitative data analysis usually deals with coding, classifying and interpreting the insights of 
human experiences and phenomena.  
Briefly summarizing, the table below compares between quantitative research and qualitative 





Table 36: Comparison between quantitative and qualitative methods 
Characteristic Quantitative method Qualitative method 
Type of data Phenomena are described 
numerically 
Phenomena are described in a 
narrative fashion 
Analysis Descriptive and inferential 
statistics 
Identification of major schemes 
Scope of 
inquiry 
Specific questions or hypotheses Broad, thematic concerns 
Primary 
advantage 
Large samples, statistical validity, 
accurately reflects the population 
Rich, in-depth, narrative 
description of samples 
Primary 
disadvantage 
Superficial understanding of 
participants’ thoughts and feelings. 
Small samples, not generalizable 
to the population. 
Source: Dudovskiy (2016) 
4.3.2.3 The research method choice for this research 
As introduced, this study is an explorative research. The research questions of this study are 
“what”, “how” and “why”. Thus, the author applied qualitative method to conduct this research. 
4.3.3 The case study as a specific research strategy 
There are three conditions which can influence the research strategy selection of a researcher 
(Yin, 2003). They are (1) the type of research question posed, (2) the extent of control that an 
investigator has over actual behavioral events and (3) the degree of focus on contemporary as 
opposed to historical events. 
According to Yin (2003), when a research requires control of behavioral and contemporary 
events, it must use experiment as the relevant research strategy. When research questions 
are how or why and the research focuses on contemporary events, case study is likely the best 
research strategy to explore those questions (Yin, 2011). In this case, the behavioral events 
cannot be controlled or manipulated, but can be observed, recorded and analyzed. When a 
research focuses on what questions, it can be one among those strategies depending on the 
nature of this research (descriptive, explorative or explanative research) (Yin, 2003). 
In this case study the boundary between the researched phenomenon and real life context is 




“why” and “what” to explore the SD practices of SMEs in reality. Thus, the case study strategy 
was selected to be implemented. 
4.3.3.1 Case study design and selection: single vs. multiple case study 
The main distinction in designing a case study is between single and multiple-case design (Yin, 
2003). Before collecting data, the researcher needs to decide whether to take a single or 
multiple-case study to achieve research objectives. Yin (2003) explains the rationale for the 
use of single case study in research. First, when the case is critical in testing a very well 
established theory. Second, a single case can represent an extreme case or unique case which 
rarely occurs or is difficult to arrive to multiple cases. Conversely, the third rationale is when a 
case is the representative or typical case. A forth reason for a single case study is the 
revelatory case in which the researcher has an opportunity to observe and analyze a 
phenomenon previously inaccessible to scientific investigation. The last rationale for a single 
case study is the longitudinal case which studies the same single case in a long period of time. 
Comparing to single case studies, multiple case design has both advantages and 
disadvantages. For example, the evidence from multiple cases is more compelling; this can 
offer a chance to replicate the findings from the first case with the next ones (Yin, 2003). 
However, it requires intensive resources and is only applicable when multiple cases are 
accessible for the researcher. 
In this study, the researcher wanted to explore the supplier development practice of SME 
clients and suppliers in an international context. It is really difficult to find other similar 
accessible cases. Therefore, it can be considered as a rare case. Furthermore, to explore the 
SD practice and the interactions between the client and suppliers, data have to be collected in 
multiple points of time. In other words, it can be considered a longitudinal case study. Thus, 
the researcher decided to use the single case study design to inquire this research. 
4.3.3.2 Quality of case study research 
The most commonly used design tests to establish the quality in qualitative research including 
case study research are construct validity, internal validity, external validity and reliability (Yin, 
2003). Construct validity relates to identifying appropriate operational measure for the 
concepts being investigated. Internal validity refers to building a causal relationship where 
certain factors are considered to lead to other factors or evens. External validity refers to the 
domain to which the study findings can be generalizable beyond the case study being 
investigated. Reliability refers to the extent to which the research procedure can yield the same 
results when repeated. The table below summarizes some tactics for these design tests and 




Table 37: Case study tactics for ensuring the validation criteria 
Criteria Case study tactics 
Phase of research in 
which tactic occurs 
Construct 
validity 
- Use multiple sources of evidence 
- Establish chain of evidence 
- Have key informants review draft case study report 




- Do pattern-matching 
- Do explanation-building 
- Address rival explanation 




- Use theory in single-case studies 
- Use replication logic in multiple case studies 
Research design 
Reliability 
- Use case study protocol 
- Develop case study database  
- Involve intensively in long-term field work 
Data collection 
Source: synthesized from Yin (2003) and Yin (2011) 
In this research, relevant tactics were carefully applied to ensure the quality of the case study 
(please see the next section of the data collection and data analysis for more details).  
4.4 Summary of methodological choices for this research  
As described in the previous chapter, this research deals with an inter-organizational 
phenomenon, in which individuals of organizations interactive with one another. The research 
aims to explore the SD practices of SME clients and suppliers in a service sector and the 
supplier motivations to join SD programs initiated by clients. Therefore, this research will be 
conducted within the Interpretivist paradigm, in which knowledge is gained from the 
researcher’s own thinking and cognitive processing of data informed by interactions with 
research participants. Details of the methodological choices for this research are described on 





Table 38: Methodological choices for this research 
Characteristic 















Context investigated has multiple realities that can be 
explained through human interactions between the 






Knowledge is socially constructed as a result of the 
researcher’s personal experiences of the real life within the 
natural setting explored.  
Axiology Balance 
Considering the privacy, accuracy, property and 




Starting with “surprising facts” about SD practices of SME 
clients and suppliers in service sectors. There are known 
knowledge about SD practices of large firms in general, but 
very little has been known in a pure SME setting. 
The researcher firstly explores the phenomenon, and then 
seeks the best explanation among alternatives for the 
“surprising facts” identified. 
Methodology Qualitative 
The research represents the views and perspectives of 
participants. It contributes insights into existing and 
emerging concepts that helps to explain the behaviors of 
organizations/ individuals in SD practices in SME context. 
This study uses multiple sources of evidence to derive and 






This research explores an inter-organizational phenomenon 
in the real world context. Data were collected in multiple 
time periods of the case study. 
Source: Author’s elaboration 




4.5 The case study description 
The case study focused on a successful 22-year old Germany-based IT SME. The company 
has many customers but struggles to maintain service standards due to the lack of internal 
resources. Thus, the company chose to consider software development suppliers in Vietnam, 
a growing destination for IT outsourcing in Asia. Before that, the company had already 
international experience working with software suppliers in India and Czech Republic in some 
projects. 
Table 39: The growth index of the client company (2013 – 2017) 
Year 2013 2014 2015 2016 2017 
Revenue (mil. Euro)  2,466  7,652  11,947   15,309    17,162  
Growth rate (%) 40 210.3 56.1 28.1 12.1 
No. of employees1 33 62 104 130 155 
Source: extracted from yearly reports at http://www.agenturranking.de/rankings/2018.html 
 
 
Figure 32: The case study description 
Source: Author’s elaboration 
                                               




While Czech Republic is very close, and India is in the middle of Asia, Vietnam is quite far 
away from Germany with the distance of 11.600 km and 6 hours difference in time zone (in 
winter). 
 
Figure 33: The geographical distance between the client and suppliers 
Source: Google maps search result 
 
Regarding the suppliers, they are all SME IT service providers in Vietnam with the number of 
staffs ranging from 35 to 130 employees. Four of them are 100% Vietnamese companies, two 
are joint ventures (one with Norway and one with Japan), and the other is a 100% Japanese 
capital company. Seven suppliers are quite young (the oldest is established in 2003, and the 
youngest is in 2015). However, all of them have been serving in international market such as 
Europe, North America, Australia, New Zealand, Singapore, Japan and South Korea. 
Interestingly, there is no significant difference in price of developers among suppliers (ranging 








Table 40: The summary of seven suppliers’ profiles 
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Hourly rate of 
developer (*) 
12 - 22 
USD/h 
14 - 18 
USD/h 
16 - 25 
USD/h 
12 - 20 
USD/h 
14 - 16 
USD/h 
12 - 20 
USD/h 
14 - 20 
USD/h 
(*): Hourly rate varies depending on developer experience (there is no significant difference among suppliers). 
Source: Author’s elaboration 
For easily describing the case study, what has happened in the research will be descried 
following the SD process proposed by Glock et al. (2017). The SD process contains three main 
steps: (1) preparation, (2) supplier development and (3) monitoring & evaluation. Therefore the 
case study will follow those sequences and describe how both the client and its suppliers 
undertake SD practices. 
 
Figure 34: Three main steps of supplier development 
Source: Glock et al. (2017) 
                                               
2 For confidential reason, names of suppliers are replaced by A, B, C, D, E, F and G. 
• Evaluate the need for SD 
• Identify suppliers for SD 
• Segment the suppliers for 
SD 
• Address supplier 
attributes to develop 
• Select suitable measures 
for SD 
• Monitor and evaluate SD 
measures 




4.5.1 Preparation phase (supplier identification) 
Since this was the first time to work with offshore suppliers in Vietnam, the client’s objective in 
this phase was to select the right supplier(s) to start with. After searching and evaluating a 
number of suppliers, the company decided to visit seven potential IT suppliers. All suppliers 
were small & medium-sized enterprises (SMEs) in Vietnam. After that, there was a period of 
time in which the company has been working with the suppliers to select the right one for 
further steps of cooperation. Those included further communications to explore the suppliers, 
sending request for proposals, invitation to external training from a third party and joining a 
pilot project. Finally, the client selected one supplier for a pilot project using a platform which 
is completely new to the supplier. The case study could also be described as a working process 














Figure 35: The selection process and communication between the client and suppliers 
Source: Author’s elaboration 
In this case study, the method for selecting suppliers was different from typical ITO supplier 
selection. The client usually, after screening profiles and historical performance of the 
suppliers, invites suppliers to undertake a pilot project to test capability. In this case, after 
visiting suppliers on-site, the client required the suppliers to invest in a new technology, which 
is used by the client. The suppliers were also required to pay for themselves to be trained by 
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a third party to be able to use the new platform. After that they can come to the client. 
Surprisingly, out of seven suppliers, three were willing to join the program and agreed to the 
client’s requirements. However, only one of the three suppliers showed high willingness and 
proactively contacted the client and the third party for the training. The client finally chose only 
that supplier (supplier D) for the first pilot SD project due to its commitment to the cooperation. 
During the selection process with suppliers, there was intensive communication between the 
client and suppliers. These include emails, chat conversation, requests for proposal and video 
calls. Those sources of evidence were reviewed by researchers to analyze the context and the 
working processes of the client and its suppliers. 
Table 41: Communication frequency between the client and its suppliers in the first phase 
Communication A B C D E F G 
Number of emails 
before visiting 
10 13 4 8 6 8 15 
Number of emails 
after visiting 
16 18 17 20 15 6 22 
Number of chats 2 times 0 2 times 4 times 2 times 1 time 2 times 




0 page 5 pages 
13 
pages 
6 page 1 page 6 pages 
Number of video 
calls 
2 times 0 0 3 times 2 times 2 times 2 times 
Number of emails 
after training 
accepted 
N/A N/A N/A 97 N/A N/A N/A 
Number of calls 
after training 
accepted 
N/A N/A N/A 14 N/A N/A N/A 





4.5.2 Supplier development phase 
In the second phase, that is not only the story between the client with the chosen supplier in 
the first phase, but also the interaction with two other suppliers in real software development 
projects. That was the time in which the client implemented projects with three software 
suppliers but with different approaches. During the observation period, there were three 
projects with supplier D, three projects with supplier E and one project with supplier G.  
Table 42: Summary of the project implemented between the client and three suppliers 
Supplier Project Approach 
Supplier D 
Pilot training project 
Core Media 
The supplier paid for the training course offered by a third party. 
The client paid the supplier for efforts spent in the pilot project to 
test the capability of the supplier. Thus, both parties contributed 
to the SD program. 
Conrad-Core 
development project 
First, the client trained the supplier about the Conrad knowledge 
via materials (documents, videos, source codes) and asked the 
supplier to do an example project. After that, the supplier began 
to implement real project related to Conrad for the client. 
LVV maintenance 
project 
The supplier can utilize the framework of Conrad-Core and PhP 




The client had a time-and-material based contract with the 
supplier to build up a multiple-function website for a third client. 
There was a budget limit monthly from the client. 
Supplier E 
Testing for a CRM 
platform 
development 
The client provided the supplier testers some videos about the 
testing environment, the platform and how to implement testing 
tasks. After that, the supplier will implement those testing tasks. 




The client spent efforts to train supplier developers to be familiar 
with the MDM platform. After that, the supplier will implement and 
maintain the system for the client. This was a fixed price contract 




This was a fixed-price contract within three months to complete 




mobile app GTD for 
a third party 
The client gave all descriptions and requirements to the supplier. 
Then, the suppliers fully implemented the app with the fixed price 
and specific timeline. However, the client worked closely and 
communicated frequently to give feedback to the supplier about 
the app development progress.  




4.5.3 Monitoring and evaluation phase 
It is always challenging to evaluate the effectiveness of SD programs regarding the cooperation 
and its outcomes. In this case study, there are two perspectives in which the cooperation might 
be considered: (1) Inter-organizational perspective and (2) project-specific perspective. Inter-
organizational perspective considers the relationship development between the client and the 
supplier, the overall goal of the cooperation or the long-term benefits. The project-specific 
perspective refers to the client and supplier satisfaction in a specific project and business 
benefits gained from the project (Savolainen, Ahonen, & Richardson, 2012). In this case, both 
the client and suppliers were generally satisfied with each other at inter-organizational level as 
they perceived significantly improvement of the relationship which might lead to long-term 
successful cooperation in future. At project-specific level, the success of projects was 
perceived variously by the client and suppliers. 
Table 43: Perceived results of the SD programs by the client and suppliers 
Supplier Projects 









































Developing a mobile 
app GTD for a third 
party 
Successful Successful Satisfied Satisfied 
Source: Author’s elaboration 
Above sections presented the results from the observation of the case study. The next section 




4.6 Data collection of the case study 
Data of qualitative research in general, and case study research specifically, are usually 
collected through four main methods, namely, (1) interviewing (structured- and unstructured- 
interview)), (2) observation (direct- and participant-observation), (3) document examining and 
analysis and (4) feeling (Yin, 2011). In this case study, data were collected via three main 
activities: (1) participant-observation, (2) document analysis and (3) in-depth interviewing with 
relevant informants. 
4.6.1 Participant-observation 
It is a special mode of observation in which the researcher is not merely passive observer. 
Instead, the researcher may play a role in the case study situation and may participate in the 
events being studied (Yin, 2003). Participant-observation can offer some distinctive 
opportunities for data collection, but also requires special access to the events or groups of 
people within the case study (Yin, 2003) 
In this case study, the researcher had an opportunity to join the client firm as a “Werkstudent” 
(working student) to support outsourcing activities of the firm, as well as to serve the PhD 
project. Therefore, the researcher has had opportunities to observe and communicate with 
both client and supplier representatives who directly involved in the sourcing activities. 
Nevertheless, the researcher has clearly recognized potential biases produced through 
participant-observation. Thus, relevant measures have been taken to minimize the biases. 
Those measures will be presented in the next section.  
4.6.2 Document analysis 
Documentary information is likely to be relevant for every case study topic (Yin, 2003). This 
case study also utilized such sources of data under forms of: 
ü Letter, memorandum and other communiques 
ü Agendas, announcements and minutes of meetings, or other written reports of events 
ü Administrative documents such as proposals, progress reports, and other internal records 
ü Formal studies or evaluations of the site under study 
ü Newspaper, clippings and other articles in mass media or in community newsletters, etc. 
These objects generally represent another form of primary evidence for the case study, and 
dealing with them is invaluable for the case study research but also time-consuming (Yin, 
2011). It is because the great deal of documentary information is not always accurate and 
sometimes bias (Yin, 2003). However, if this source of evidence is carefully analyzed, it can 





In this case study, the researcher had access to relevant materials related to outsourcing 
activities. The researcher have spent a lot of time for analysis those evidences during the 
period of more than two years. Those materials include written reports, meeting minutes with 
suppliers, working diaries, training materials (documents and videos), proposals and feedback 
letters, and even other internal records and internal information systems. Before using those 
materials for the research purpose, the researcher had to ask and got permission of the board 
of management of the client company. 
4.6.3 Unstructured in-depth interviewing 
Unstructured interviews, also known as qualitative interviews, are dominantly used in 
qualitative research because of its main different characteristics comparing to structured 
interviews (Yin, 2011). Therefore, the author decided to conduct unstructured interviews to 
collect the majority of research data for this case study.  
• First, instead of have a full list of questions, the researcher prepared a mental 
framework of study questions. According to the context of the interview, the researcher 
flexibly adjusted the questions when asking different participants (Yin, 2011). 
• Second, the researcher did not try to adopt any uniform behavior or manner for every 
interview. Rather, a conversational style was followed to lead to a social relationship, 
in which the level of the relationship will be individualized to every participant (Yin, 
2011). The conversational style also allows two-way communication, in which a 
participant might ask the research when necessary.  
• Third, important questions in an unstructured interview were asked openly. Participants 
were encouraged to use their own words, rather than what the researcher planed or 
predicted, during the interviews (Yin, 2011). 
For dealing with unstructured interviewing, the author also applied some helpful principles 
suggested by Yin (2011). 
- Speaking in modest amounts: the researcher spoke less than participants. It is important 
to encourage participants to actively take part in the conversation by expressing in their 
own words. 
- Staying neutral: the researcher’s expressions, body language were carefully casted in 
neutral manner to ensure that they do not convey the researcher’s own biases or 
preferences which might affect the participant’s subsequent responses. 
- Maintaining rapport: the researcher tried to maintain good relationship with the 
participant, because the researcher has created the particular research situation, in which 





- Using an interview protocol: a short interview protocol was used to support the 
researcher in the interviews. The protocol was not too long as a list of questions, but could 
represent the researcher’s mental framework of key points to discuss. 
- Analyzing when interviewing: data collection was constantly analyzed. The researcher 
decided when to probe for more details, when to shift topics, and when to modify the 
original protocol or agenda to accommodate new uncovering. 
Those in-depth interviews were conducted with relevant informants of both the client firm and 
the suppliers. With interviewees of the client, they are direct in-depth interviews on-site as the 
researcher has been working there. With interviewees of suppliers, they are interviewed via 
video-assistant tools (e.g. Skype, HipChat, and GoToMeeting) because they are located in 
another country. Moreover, there were also small talks, weekly meeting which offered the 
researcher a great opportunity to communicate with both the client and supplier 
representatives. 
The researcher in this case had opportunities to repeat the observation and interviews with 
participants. In total, 20 official in-depth interviews were conducted with both client and supplier 
participants with an average duration of 42 minutes per interview. Some participants were 
interviewed more than once. The 840 minutes of interviews were taped and transcribed. 
Regarding participant-observation and document collection, 124 pages of data were generated 
though these two sources of evidence. They were also carefully reviewed and analyzed by the 
researcher for the next step of interpretation. 
As discussed in the previous section, this study is a longitudinal research in which data were 
collected in multiple points of time. The next table describes the data collection process of this 





Table 44: The data collection process of this case study during research timeframe 












Continuous analysis of contents 
of emails, chat conversations, 
progress reports, proposals, 
meeting minutes, etc. 
Participant-
observation 
Field trips to suppliers in 
Vietnam, internal conversations 
at client side, video-based 











Continuous working process 
between the client and suppliers 
via initial (pilot) projects. 
Document 
analysis 
Continuous analysis of contents 
of emails, chat conversations, 
progress reports, proposals, 
meeting minutes, contracts, etc. 
In-depth 
interviews 
Repeatedly interviews with both 
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Continuous analysis of contents 
of emails, chat conversations, 
progress reports, proposals, 
meeting minutes, contracts, etc. 
In-depth 
interviews 
Repeatedly interviews with both 
client and suppliers 
representatives. 






The table below describes in detail the background of the in-depth interviews with both the 
client and supplier representatives. 
Table 45: List of participants for the in-depth interviews from both client and suppliers 
 Participant Working 
experience 






CEO (co-founder) 21 years 1 43’ 
Project manager 5 years 3 117’ 
Sourcing coordinator 2 years 2 84’ 










7 years 1 40’ 
Supplier D 
CEO 15 years 1 35’ 
Project manager 5 years 2 112’ 
Senior developer 5 years 2 108’ 
Supplier E CEO 15 years 2 54’ 
 Project manager 9 years 1 34’ 
Supplier F CEO 12 years 1 47’ 
Supplier G CEO 11 years 2 78’ 
 Total 20 840’ 






4.7 Data analysis of this case study 
4.7.1 Data analysis strategy of this case study 
There are three general strategies to analyze case studies: (1) relying on theoretical 
propositions, (2) considering rival explanations and (3) developing a case description (Yin, 
2003). The first one is the most preferred strategy (Yin, 2003). The researcher chose that 
strategy to follow the theoretical propositions that led to the case study. The researcher also 
combined with developing a case description when the theoretical background does not 
support well the research context. For example, SD activities have been very well defined, thus 
the author based on the previous theoretical background to explore further if there are similar 
or new activities implemented in the ITO sector and in the SME context. For the supplier 
selection, the author based on the previous theoretical background to identify if another factor 
(willingness of the suppliers in this case) plays an important role in the SD process of the client 
in ITO sector. Regarding the supplier perspective, the researcher analyzed what are the 
motivations (or reasons) why a supplier wants (or does not want) to join the client and SD 
programs. Therefore, the answers for this question are sometimes expressed as a case 
description. The final step was pattern matching, in which the author compared empirical data 
with the predicted pattern (from theoretical propositions or questions). This enabled the author 
to determine if the patterns coincide, thereby strengthening internal validity of the case study 
and helping the author answer the research questions (Yin, 2003). 
In this case study, the researcher also followed the instruction of Yin’s (2003) and Miles and 
Huberman’s (1994) for analyzing research evidences, such as follows: 
- Put information into different arrays 
- Create matrices of categories and place information or evidence in those categories 
- Examine the data by displaying them with flowcharts and graphics 
- Use tabulation for describing the frequency of important events and information 





4.7.2 Qualitative data analysis process in this case study 
The analysis of qualitative data of this case study moves through five phases, namely, (1) 
compiling, (2) disassembling, (3) reassembling, (4) interpreting and (5) concluding (Yin, 2011). 
 
Figure 36: Five phases of data analysis and their interactions 
Source: Yin (2011, p. 178)  
4.7.2.1 Compiling data 
This phase is more likely to be related to the data collection step in order to create a “database” 
of the case study. The objective is to organize qualitative data in a systematic fashion before 
formally analyzing them.  
In this case study, the researcher has written and reviewed continually the database (e.g. field 
notes, key reports, recordings, etc.). All information was put into a consistent form and stored 
in a safety folder (with back-up versions in multiple places). Thus, the data can be easily and 







Figure 37: Example of how the database was stored and structured 
Source: Author’s elaboration 
4.7.2.2 Disassembling data 
Disassembling data is sometimes also known as “fracturing” or “data reduction” because the 
results may break the data into pieces, and many words of original records are being coded 
into a shorter version (Yin, 2011). In this case study, the researcher went back and forth 
between the initial ideas about how to disassemble the data which might lead to modifications. 
These changes were also recorded as part of a series of memos which were kept through the 
data analysis process (Yin, 2011). 
Coding is a process of organizing and sorting data. It helps to transfer the raw data into a 
higher conceptual level. In this research, the coding process went through the textual data (e.g. 
interview transcripts, notes, field work observation, etc.) in a systematic way. After that those 
words, phrases, numbers or symbols were assigned into each coding category. 
Two types of codes were used in this research: pre-set codes and open codes (also known as 




• Pre-set codes usually derive from the conceptual framework, list of research questions 
or the researcher’s prior knowledge of the subject. Thus, a qualitative research may 
start with a list of pre-set codes. 
• Open codes are those codes that emerge while reading and analyzing the data. They 
are ideas, concepts, actions, relationships or meaning that come up in the data and are 
different from the pre-set codes. 
The author combined both types of codes to build up multiple-level code categories. The initial 
codes (or level-1 codes) were open codes which were associated closely to the original items 
or even the same words in the data. Those related level-1 codes then moved incrementally to 
a higher conceptual level by recognizing the categories to which the level-1 codes belong. This 
process continued until the data reach the saturated point which is usually called as “theme” 
of the qualitative data. In this case study, four levels of codes were generated from the data 
analysis. The next section of data analysis structure will describe in detail the coding structure. 
Nevertheless, the table below will illustrate an example of how the codes were structured. 
Table 46: Example of multiple code levels 









“We had a group of staffs including senior 
developer, QA team leader and PhP specialist to 











“It is to improve the relationship with suppliers, and 
also to train the supplier’s developers as a type of 












“With our big client in Europe, they usually come to 
us for a few days or even few weeks to train our 











Source: extracted from the data analysis of this research 
4.7.2.3 Reassembling data 
In this step, the researcher realized new broader patterns in the data during the process of 
coding, sorting and reviewing. Thus, the researcher had to consider if the emerging patterns 
make sense, and how those new patterns relate to the concepts or hypotheses of the research. 
In other words, the reassembling process is like “playing with the data” (Yin, 2011). It means 




themes until something emerges which is relevant and satisfactory to the researcher (Yin, 
2011). Nevertheless, potential biases were very carefully minimized by constantly comparison 
and engaging in rival thinking of the research questions (Yin, 2011). 
These days, there are some tools which can support the researcher in disassembling and 
reassembling data (e.g. CAQDAS, MAXQDA, QDA Miner, etc.). These tools can definitely 
help, especially when the database is large and requires formal coding. However, it is not 
compulsory to use such a tool, but the researcher’s choice, since those tools do not do the 
coding, but the researcher (Yin, 2011). In this research, the researcher decided to reassemble 
the data manually. That is because 1) the data were collected in multiple sources (observation, 
in-depth interviewing, and document analysis); 2) content of data was in multiple languages 
(English, German, and Vietnamese). Thus, it is very difficult to transfer all data into a consistent 
format and language as inputs for software to be deployed. 
4.7.2.4 Interpreting data 
The interpreting phase is the effort of the researcher to give his own meaning to the 
reassembled data (Yin, 2011). In this research, the author tried to comply with five criteria 
suggested by Yin (2011) for a good interpretation.  
• Completeness: the interpretation has a beginning, middle and end. 
• Fairness: given the interpretive stance of the researcher, others with the same stance 
will come up with the same interpretation. 
• Empirical accuracy: the interpretation fairly represents the data analyzed. 
• Value-added: the interpretation is new and contributive to the literature. 
• Credibility: the interpretation is independent of its creativity, so that other peers can 
accept the interpretation. 
Furthermore, the researcher always had to extend the analysis by raising questions, connect 
findings to personal experiences, contextualize findings in the research, turn to theory and 





4.7.2.5 Concluding data 
The last phase of qualitative data analysis is drawing conclusions after interpreting the data. 
In this case study, conclusions were connected to the preceding interpreting phase and to the 
research empirical finding. Three typical ways of conclusion were used for this research: 
• Concluding by challenging conventional generalizations and social stereotypes: this 
research is based on previous research results about SD practices of large firms, but 
finds some unexpected or different patterns of behaviors of SME firms, then the 
conclusion might challenge the common conventional stereotypes.  
• Concluding with new concepts or theories and even “surprising facts” about the human 
or organizational behaviors: the research points to the necessity and the usefulness of 
new concepts or theories explored in the research. 
• Concluding by calling for new research: after pointing out what is explored, the research 
also shows what is still unknown but relevant and calls for further research.  
4.7.3 The data analysis structure of this research 
As presented in previous sections, the data analysis of the case study includes multiple coding 
and matching patterns which can form a complex web of knowledge and interpretation. In this 
case study, there are four levels of coding including: (1) codes (both preset- and open-codes), 
(2) subcategories, (3) categories and (4) themes. Themes are the highest abstract level of the 
data which cover a specific topic or explanation for a phenomenon of the case study. Lower 
level codes play the role of supporting and explaining the topic or the phenomenon in details. 
The data of this case study generated three main themes: (1) SD activities in ITO sector and 
in SME context, (2) Supplier selection criteria in SME context and SD process and (3) Supplier 



















Direct SD activities (human) Direct SD 





… … Direct SD activities (finance) 
… … Feedback & evaluation 
Indirect SD 
activities 
… … Competitive pressure 
… … Supplier incentive & award 
… … Communication of client strategy 






… … Supplier willingness 
… … Role of supplier willingness in 
SD process 
SD process 
… … Knowledge transfer of SD 
process in ITO sector 
… … Cost sharing between the client 
and suppliers 
… … Evaluation of the SD efforts and 
impacts 





to join SD 
… … Strategic motivation 
… … The client attractiveness 
… … Risk for suppliers 
Reasons not to 
join SD 
… … Supplier lack of absorptive 
capability 
… … Inappropriate development 
strategy with supplier 
… … Perceived unattractiveness of 
the client 






Following that, the table below depicts the research issues associated to the themes with 
relevant research gaps or interesting explorations. 
Table 48: Main themes with relevant research issues explored 
Themes 
Research issues associated 
to the theme 
Relevant gaps (or interesting 
explorations) 
SD activities in 
ITO sector and 
in SME context 
SD activities in ITO sector 
There is rarely research of SD 
conducted in service sector, especially 
in knowledge intensive sectors (e.g. 
ITO). 
Activities used by SMEs for 
supplier development 





How SME select suppliers 
Lack of research on how SME clients 
develop suppliers. 
The role of supplier 
willingness in SD process 





Motivations of supplier to join 
SD with the client 
Knowledge gap to understand why 
suppliers participate in SD programs 
with the client. 
Source: Author’s elaboration 
4.8 Validation of the research measurement 
To ensure the validity and the reliability of measurements in the case study, the researcher 
followed the instruction of Yin (2003, 2011). The table below describes how the quality of this 





Table 49: Actions taken for ensuring the quality of this case study 
Strategy Explanation Stage 
Use theory in single 
case study (Yin, 
2003) 
The literature review has helped to create background 
knowledge about SD in general and then applied in the 





and “rich” data (Yin, 
2011) 
The researcher has stayed in the field site for long time 
(September 2016 to October 2018) for data collection 
and involved frequently with both the client and 
suppliers.  
Data collection 
Develop a case study 
database (Yin, 2003) 
All data collected were categorized and saved in a 
database folder and Dropbox server to ensure the 




Data of this research were collected via multiple 
sources (participant-observation, document analysis, in-
depth interviews). Those evidences were cross-
checked to find the consensus interpretation.  
Data collection 
Respondent 
validation (Yin, 2003, 
2011) 
Data collected were recorded, transcribed. The written 
transcript was sent back to the interviewees for 
checking to ensure that all information was interpreted 




Do pattern matching 
and explanation 
building (Yin, 2003) 
The researcher did pattern matching by both preset- 
and open-coding which created patterns for the 




Interpretation of the data was also presented via 
quantitative statistics, figures and models to better 
illustrate meanings of the story. 
Data analysis 
Have key informants 
review (draft) case 
study reports (Yin, 
2003). 
Reports of the case study were sent to the director of 
the company for reviewing. Results of the case study 
were also presented in conferences, PhD colloquium to 




Source: Author’s compilation 
In short, those actions taken are to ensure the quality of data collection and analysis of the 
case study. This means the data analysis of this case study is reliable and valid because it can 





CHAPTER 5: RESULTS OF THE CASE STUDY 
A case study itself is already a story. Therefore, results of this case study will be presented as 
storytelling in which interesting points are explored and narrated mostly in time sequences. As 
presented in the previous section, each theme generated from data analysis covers a specific 
topic or an explanation for a phenomenon in the case study. This section will discuss relevant 
issues explored and relate them to the sequence of the storyline described previously. 
5.1 Supplier selection and segmentation in the ITO sector 
5.1.1 The criteria go beyond supplier capabilities 
It is not necessary to have all criteria in the supplier selection process, it is really dependent 
on the business contexts (Oshri et al., 2010). In this case study investigated, important 
selection criteria include: skillset of supplier’s developers, price, international experience of 
suppliers, English capability, IT-related certificates, service and business processes. 
• Skills: The skillset that a vendor needs to work in client projects. “Specifically, I also 
consider how many developers for specific skills that the vendors obtain, how experience 
they are, and the historical successful projects they have done”, said the client sourcing 
coordinator. 
• Price: Price is an important selection criterion, since the goal of projects is to finally 
optimize the resources and reduce costs. However, the price is always viewed in parallel 
with other relevant perspectives such as quality of the service, capability and experience 
of the suppliers and the specific context of an ITO project. 
“We consider the price of the suppliers. It is not sole the hour rate or man month price, 
but we also evaluate the quality, delivery and other aspects of the suppliers. Regarding 
those 7 suppliers, their hour rates are quite similar. There is no significant different in 
hour rate of developers, varying around 14 – 22 USD, depending on experience of the 
developers”, said the project manager. 
• Market: It is a good indicator to evaluate the vendors’ experience in international 
relationship with clients. “It is very important, especially when we have experienced some 
unexpected results of the previous projects with external vendors due to the cultural 
differences and lack of international experience of the vendors. When a vendor has good 
experience in working with international clients (especially in Europe, where we are 
working), it would be more highly evaluated”, said the sourcing coordinator. 
• English communication: “it is really a fundamental requirement for ITO vendors to work 




is enough for them to communicate with the client. Furthermore, in our case, we have two 
Vietnamese who can support in communicating with the vendors”, the sourcing 
coordinator said.  
• Service and business processes: How the vendor performs business, undertakes work 
and communicates with clients. It is quite difficult to evaluate exactly how good a supplier 
is because it requires time working with them in real projects. 
“I can only evaluate partly that of the vendors as I just worked with them for a short 
period of time. For better understanding of vendors’ service and business process, we 
have to work with them in real projects in which we give them time to perform and then 
explore their behaviors”, the project manager added. 
• IT-related certificates: The client considers if vendors have relevant certificates in the IT 
industry such as ISO-24000, CMMI, ITIL, etc. 
“Certificates are something we also consider important. When a vendor has relevant 
certificates, for example ISO-27001, CMMI, ITIL, etc. it shows that we might be more 
likely to work with that vendor. That is a basic requirement in the IT industry”, the project 
manager expressed. 
Beyond these capabilities, all three interviewees from client firm emphasized the 
“willingness” of the suppliers to cooperate with the client.  
“Besides those criteria above, we also consider if the vendors are willing to invest in 
this specific relationship with us. It is not only the willingness to work with or to sell 
some services to us, but also the willingness of the vendor to adapt its structure or 
process to fit with our requirements for a better cooperation”, said the client’s CEO. 
The sourcing coordinator also added: 
“We are really impressed by a vendor that always shows its eagerness to work with us 
during the communication in Vietnam and also via Email, Chat with us when we are in 
Germany. That vendor is completely willing and ready to make everything to cooperate 
with us.” 
Willingness of suppliers is not just to get the project from the client, but also to (1) improve 
performance, (2) share information, (3) rely on each other and (4) get involved in long-term 
relationship (Rezaei et al., 2015). 
“During the communication with vendors, I honestly could not evaluate exactly how 
good suppliers’ capabilities are, because we have never worked with them in real 




cooperate with us. One supplier always shares us information about their company that 
they want to improve the skills of developers and learning new skills to focus on the 
new market, and always ask us for the opportunity of long-term cooperation”, said the 
project manager. 
Thus, besides supplier capabilities, the willingness of suppliers to adapt to client requirements 
and priorities is an important influence on supplier selection decision, especially in the initial 
stages of selection, before the client has worked in real projects with suppliers. 
Adapting to the two-dimension model of Rezaei et al. (2015), the next two tables summarize 
key criteria of supplier capability and supplier willingness generated from this case study. 
Table 50: Key criteria of supplier capability perceived by the client at the initial phase 
Criteria of supplier capability Explanation 
Relevant skillset of vendors IT-related skills such as programming languages (Java, 
PhP, .Net, etc.), platforms (HTML, Core Media, Java 
script, etc.) used by vendor developers 
Price (Finance/cost capability) The hour rates of developers (various depending on 
experience, skills). It is considered in a combination of 
price, quality, delivery, etc. 
Profile of vendors Previous project done, historical records 
International working capability Historical experience working with other clients in 
Europe or in other culturally similar countries. 
Service and business process How suppliers perform the business communication, 
process with the client. 
Language capability (English) The vendor developers/coordinators’ capability to 
communicate in English (speaking, writing, reading, 
etc.)  
Certificates IT-related certificates such as ISO, CMMI, ITIL, etc.  





Table 51: Key criteria of supplier willingness perceived by the client at the initial phase 
Criteria of supplier 
willingness 
Explanation 
Willingness to improve 
performance/capability 
The vendor is willing to improve performance (delivery 
time, efficiency of developers, capacity used) 
Willingness to share information The vendor is willing to communicate openly, honestly 
and frequently. 
Willingness to rely on each other The vendor is willing to rely on the client business with 
its end customers. 
Willingness to get involved in a 
long-term relationship 
The vendor is willing to build up a long-term 
cooperation with the client. 
Willingness to adapt to the client 
requirements 
The vendor is willing to change its internal processes, 
technologies to meet the client requirements. 
Willingness in invest in specific 
relationship (equipment, 
technology, human resource) 
The vendor is willing to spend money, manpower in 
learning new knowledge, technology required by the 
client. 
Willingness to take risks The vendor is willing to deal with uncertainty of 
business opportunities together with the client. 
Source: Author’s elaboration 
5.1.2 Tough to find a suitable supplier in the portfolio of suppliers 
Following the model from Rezaei et al. (2015), the researcher analyzed the suppliers regarding 
their capability and willingness, ranging from low, middle to high level. Capability includes skills 
required from the client, service and business processes, international market experience, cost 
competency (price), and English communication. Willingness can be understood as the 
adaptability of the vendor with respect to the client’s requirements and the willingness to 
cooperate with the client. Interviewees were asked to assess vendors by evaluating capability 
and willingness. The client evaluation of supplier suppliers’ capability and willingness are 





Table 52: The client evaluation of suppliers’ capability at the initial phase 
Criteria for supplier 
capability 
A B C D E F G 
Relevant skillset of 
vendors 
High Middle High Middle High Low High 
Price (Finance/cost 
capability) 
Middle Good Middle Good Good Good Good 
Profile of vendors High Middle High Low High Low High 
International working 
capability 
High Low High Low High Low High 
Service and business 
process 
High Low Middle Middle High Low High 
Language capability 
(English) 
High Middle Middle Middle Middle Low Middle 
Certificates High Middle High Low Middle Low Middle 
Source: Author’s elaboration 
Table 53: The client evaluation of suppliers’ willingness at the initial phase 
Indicators for supplier 
willingness 
A B C D E F G 
Willingness to improve 
performance/capability3 
N/A N/A N/A N/A N/A N/A N/A 
Willingness to share 
information 
Low Low Low High High High High 
Willingness to rely on 
each other 
Low Low Low Middle Middle Middle Low 
Willingness to get 
involved in a long-term 
relationship 
Low Low Low High Middle High Middle 
Willingness to adapt to 
the client requirements 
Low Low Low High Middle High Middle 




Low Low Low High High High Low 
Willingness to task risks Low Low Low High High High Middle 
Source: Author’s elaboration  
                                               
3 At the initial phase, the willingness of suppliers to improve performance cannot be evaluated, since 




Following the two previous tables, the figure below illustrates perceived level of capability and 
willingness, based on the average evaluation of three interviewees from the client: 
 
Figure 38: Perceived supplier capabilities and willingness by the client 
Source: Author’s elaboration 
As shown in the Figure 38, Supplier A is evaluated as the most capable. 
“This supplier has shown a very professional business process working with us, the 
company’s profile is really impressive, their staffs speak English very good”, expressed 
the sourcing coordinator. 
The CEO also said: 
“Besides its good profile, I am also interested in their organizational culture, it is quite 
similar to us; we are a medium firm too, with about 150 employees. They also 
communicate the company’s values, missions, visions very clearly to the client and 
internal staffs.” 
Thus, if only the capabilities are considered, supplier A would be the preferred choice. “We 
really want to invite them to join our project, because they are simply the best one among 
suppliers”, said the project manager. 
However, this supplier was regarded as having low willingness. Despite its professional 
working process, the supplier also showed a skeptical attitude towards the client and did not 























“Supplier A is very skeptical with our invitation to training and the project afterward. 
Maybe they have many big projects and we are not their priority”, said the project 
manager. 
The two other suppliers, B and C, also exhibited low willingness to join the client and SD 
programs, although their capabilities are middle and high respectively, according to client’s 
evaluation.  
“I think supplier C is also a good vendor, although not as good as supplier A. It is a 
100% Japanese Capital Company and has some big projects with other clients in 
Japan. Thus they do not want to invest in the training programs. Regarding supplier B, 
I do not think that they are really good. They are just in middle of capabilities, this vendor 
was also not really interested in the training with us”, said the project manager.   
Regarding the supplier G, it was quite good regarding the capability. Supplier G’s willingness 
is also above-average when it was close to accept the training invitation, but after that it refused 
due to the lack of resources at the moment. 
 “We are also interested in the training and the cooperation with this client. I mostly 
decided to join with them. However, our resource at the moment was not really efficient 
to spend for such a program. Thus, we rejected the offer. But we are still and always 
welcome this client when they have relevant projects with us”, said the CEO of supplier 
G. 
Regarding the capability of supplier G, client CEO evaluated: 
“When I had a chance to visit this company, I was really impressed by their young staff, 
but very professional. Their working process, the way they welcome me, their staff’s 
English, the how they prepared the offer were completely convincing me”, said the client 
CEO. 
In contrast, the three other suppliers D, E and F were very willing to join the program. Among 
them, supplier D has a medium capability level and highest willingness to join the client SD 
program. The client decided to engage firstly with supplier D, to implement the training and 
pilot project. 
“Supplier D is a young Vietnamese company. Their CEO and developers are also very 
young. However, they are full of energy and eager to learn. I am really impressed with 
its willingness and the way they show us that they really want to cooperate with us”, 
the client CEO said. 




“I think supplier E’s capabilities, skills and experience are surely higher than supplier D 
and supplier F seems to be the weakest, but supplier D’s attitude towards us is 
unbelievable. They not only agreed to join the training like the two others, but also 
proactively contacted the third party, registered for the training and informed us 
immediately.” 
In ITO context, it is not always possible to achieve the optimal solution, in which a supplier has 
both high capabilities and high willingness towards the clients. Thus, the supplier selection is 
not just a one-way decision which the client can make, but a negotiation and evaluation 
process from both sides to come to the cooperation. 
5.1.3 The supplier perspective should be taken into account 
Most extant ITO research papers consider the supplier selection solely from client perspective, 
with little consideration supplier priorities (see the reviews of Weber et al. (1991), Mukherjee 
(2014)). However, in practice, suppliers also “select” the client, especially when both the client 
and suppliers are all SMEs, and the client does not really dominate over the suppliers. 
In this case study, the client really wanted to work with a supplier. However, this supplier did 
not “select” the client as it did not agree to join the training program with the client.  
“At that time, we had some other projects to fulfill. Thus, we did not have enough 
resource to invest in the training with that client. Honestly, our managers are also not 
sure if it is a potential opportunity for us. So we’d better focus on our core current 
projects”, said the project manager of supplier A. 
Supplier B and C also had an unfavorable view for the client and training programs.  
“Currently, we have big clients and do not have resources to invest in such a training 
program which cannot ensure any projects afterward. Furthermore, our company only 
considers projects more than 25.000 USD, and now most of our projects with clients 
are from 40.000 USD or more. Thus, at that time we honestly thought that this client is 
not really potential and worth our investments”, added the business development 
manager from supplier C. 
The business development manager from supplier B also expressed:  
“We are a 100% Japanese Capital Company, so we have our main clients in Japan. 
Some other clients are in Singapore and Australia, but not many. Thus, we are focusing 
on the Japanese market. Europe is not really our target. However, if there are some 
projects which are suitable with our skills and capacity, we are also open to handle 




aligned with our development strategy and we do not have resource to invest in this 
program.” 
5.2 Supplier development activities in ITO sector in SME context 
5.2.1 Direct supplier development activities are also popular in ITO sector 
During this case study, a wide range of SD activities are explored. The assumption that SD 
activities are only for the manufacturing sector and not for service sectors (Krause & Scannell, 
2002) may be correct in many cases, but not in the ITO sector. The client and suppliers in this 
case study have received or participated in many SD programs including both direct and 
indirect activities. 
5.2.1.1 Training: various options of knowledge transfer 
The most frequent SD activity is training. Training programs for suppliers in ITO are various, 
including on-site training in supplier firms, online training via video conferences, training in the 
client firm and training with a third party. Especially, as the nature of this sector, remote training 
or technology-based communication are very popular. 
“Two or three times a year, our client in Japan came to train our developers for one or 
two weeks, especially before projects start and there are some new platforms, 
templates or technologies which we will use for more effective working process”, said 
CEO of supplier D.  
“Our experience showed that instead of on-site training or traditional Q&A sessions with 
suppliers when they need supports, we can create some videos that explain clearly 
step-by-step what they should do. By this way, they can watch the videos as many 
times as they need. That also avoids the misunderstanding or leaking information”, 
expressed the client CEO. 
The client project manager also added: 
“Sometimes we did not have enough resources to train the supplier, thus we suggested 
the supplier to contact and ask for training courses with a third party. That can be on-
site training at the third party company or some online courses as well”. 
5.2.1.2 Pilot projects: typical means of supplier selection and training in ITO 
A pilot project is a good way to let the supplier get familiar with the current process or 
technology that the client has been using. That is also a suitable way to evaluate if a supplier 




“MDM is the platform that we have used for many years. It is not difficult but quite 
unfamiliar with the vendor. Thus, we created a pilot project in which the developers of 
the vendor will implement what we are also implementing. That can help the vendor be 
able to work on the MDM platform and we can also evaluate how good the vendor 
developers are”, said the client project manager. 
“Of course, we usually have to participate in a pilot project with a new client. The client 
will give us a small project which to test our capability and also show the way it works 
in the upcoming project. If we perform well, it is likely that we will win the projects”, said 
CEO of supplier G.  
5.2.1.3 Visits to supplier companies: chances for strengthening client-supplier 
relationship 
Besides training, visits to suppliers and invitations to clients are also very common in ITO 
sector. That is good opportunity to improve the relationship and to communicate the long-term 
objectives of the company. 
“Our clients usually come to visit us. When we have worked with the client for long time, 
even top managers of the client visit us at least once a year. That is to make both 
parties understand one another better and be more communicative. And we also get 
invited from our clients to visit their companies. Sometimes we actively visit our client 
too. It is not only strengthening the relationship, but also for our developers to 
experience new working environment and motivate them to work more effectively”, the 
CEO of supplier A said. 
From client perspective, the client in this case study also invited supplier developers to its 
company for visit and training.  
“Of course, we usually visited our suppliers. Our CEO comes to Vietnam, Czech 
Republic very often to visit our partners there. We also invited top managers and key 
developers of suppliers who have worked in projects with us to visit our company. It is 
to improve the relationship with suppliers, and also to train the supplier’s developers as 
a type of on-the-job training in our company”, said the client sourcing coordinator. 
Furthermore, the client also planned to send senior developers to Vietnam to train and observe 
the developers there. 
“We would like to send one or two senior developers to the vendor in Vietnam. It is 
necessary for the vendor because sometimes the developers there cannot fully 




developer to get to know their colleagues in Vietnam and enjoy the warm weather in 
this tropical country”, said the client CEO. 
5.2.1.4 Technical supports: 24/7 communication during the project time 
During the project, suppliers also received technological supports from the client’s developers 
when necessary.  
“It is very often and easy because now we can work via video calls, chats, emails… 
even 24/7 or in real time because of the modern technology to support the 
communication”, said the CEO of supplier D. 
“In projects, we usually use our Redmine (a technical ticket management system) to 
communicate with supplier developers. That is easy for answering their questions and 
recording what happens in the projects”, the client project manager said. 
Furthermore, the client also formed a team to support the vendor when both parties was 
preparing for new projects.  
“We had a group of staffs including senior developer, QA (quality assurance) team 
leader and PhP specialist to support the vendor when we were in the transition phase 
of the project. The team was working closely with the vendor to support them and 
answer their questions”, the client project manager said. 
5.2.2 Indirect supplier development is an important part of the game 
5.2.2.1 Feedback and evaluation: as much frequent as possible 
That is not only feedback and evaluation after finishing a project, but also weekly or even daily 
feedback to keep the project progress on track. In software development, there are two typical 
types of implementation: traditional waterfall and scrum development (or agile development). 
Traditional waterfall means that the supplier receives requirements from the client, and then it 
offers a proposal or a solution with a specific budget and timeline. The supplier will implement 
the software following the agreed budget and timeframe written on the contract. In this case, 
there is not frequent feedback or evaluation in between, but at the end of the project. In agile 
development, it is different when the client requirements are divided into small sprints (usually 
two week per sprint). The client and the supplier work closely together to define specific tasks 
of each sprint and evaluate them within each sprint.  
 “During the projects, we received the feedback from the clients quite often. That is to 
control the progress and the quality of the project. We also received evaluation at the 




the clients. Usually, we will get further projects if our performance is ok”, said the CEO 
of supplier F. 
“In agile development projects, we have to work closely with the supplier. We meet 
weekly or even twice a week to discuss with the developer on the specific tasks and 
outcomes we need. Of course the meetings are very short, about 15 – 20 minutes for 
updating and clarifying the requirements. That helps us to control the progress of 
project and change something on time if necessary”, said the client project manager.  
5.2.2.2 Incentive usually goes along with competitive pressure 
Business incentives (e.g. extra business opportunity, new or extended contracts) are very 
popular in ITO sector. However, while the client promised some incentives for the suppliers, it 
also created competitive pressure which is to push the supplier to improve the quality and keep 
the price stable.  
“When a supplier performs well in the first phase (three months), we will increase the 
contract duration even up to 18 months. It is likely a business incentive for the supplier 
to stay with us and improve the service standard”, the client sourcing coordinator 
expressed. 
“Of course, it is open to tell the suppliers that we are working with some other suppliers 
which provide us similar technical solutions. Thus, I think they have to improve their 
quality to stay long with us”, said the client sourcing coordinator. 
The CEO of supplier E also shared that: 
“We know that our client does not have only our company as a partner, they also have 
other suppliers. But I think it is fair, we have to compete with others although we have 
worked with them for several years. That is business.” 
5.2.2.3 Communicating the client strategic objectives to show the client commitment 
Besides feedback & evaluation, incentive and competitive pressure, the client usually 
communicated its long-term objectives and plans with its suppliers. It can help to show the 
client long-time commitment with the suppliers. That motivated them to stay with the client and 
invest themselves for improving the service capability. 
“We usually talk with our vendor about our vision, objectives and development strategy, 
which they are part of. That can help our vendors understand the way we are working 
and how important they are to us”, said the client project manager. 




“During the visit of the client CEO, he usually told us about his plan to work more with 
us. The plan is that we will have a team of up to 15 or 20 developers at the end of 2019 
working as an extended team of the client in Vietnam”.  
Other indirect activities such as supplier auditing, supplier awarding or supplier days are not 
popular, because they are simple not suitable for ITO sector.  
“Clients usually visit us, train us, give us feedback, but auditing us is not really as we 
are usually working in project-based setting or offer them dedicated teams. After 
finishing projects, if the client is satisfied, they may continue with us further projects. It 
is more like incentive than awards for us. And the supplier days, I think, are not existing 
in ITO sector because the clients usually separate their vendors in different projects”, 
said the CEO of supplier E.  
5.2.3 Direct financial support or investment as supplier development 
Regarding direct financial investment, in ITO sector clients sometimes invest capital in the 
supplier, especially after they have been working for long period or many projects.  
“Our client not only gives us direct training, but also invest some money for us to 
upgrade our infrastructure and develop our staffs who worked in their dedicated team 
through the third organization”, said the CEO of supplier C.  
“There is a client from Australia; they want to invest in our company. But I have not 
agreed because I want to keep the control of my company. It will be complicated if we 
are influenced by other people when they invest in our company”, the CEO of supplier 
G expressed. 
In sum, SD activities are also very frequently undertaken in the ITO sector. Both clients and 
suppliers are willing to implement those SD programs as long as they are necessary for their 
business processes. The table below summarizes SD activities by both the client and suppliers 





Table 54: Supplier development activities in ITO sector in this case study 
SD activities used by the client and suppliers Client4 A B C D E F G 
Supplier evaluation/ feedback X X X X X X X X 
Certification of supplier     X X   
Creation of competitive pressure on suppliers X X X X X X X X 
Increase of objectives for suppliers X  X X X X  X 
Provision of incentives (e.g. future business)  X X  X X X   
Precise specification X X  X X    
Communication of the client strategy X     X   
Quality as criteria for supplier selection X X       
Training of supplier staffs X X X X X X X X 
Supplier visit X X X X X X X X 
Transfer of staff to the suppliers X X X X X X X X 
Technical support for the supplier X X X X X X X X 
Invitation of the suppliers to the client’s premise  X X X X X X X X 
Involve suppliers in the client’s product 
development process 
X X X X     
Support the suppliers during the market entry     X X   
Dedicated supplier development team X        
Financial support of the supplier (e.g. joint 
investment) 
 X   X    
Investment in the supplier company      X  X 
Source: Author’s elaboration 
 
  
                                               
4 The column “Client” expresses SD activities which the client in this case has used for its suppliers. Others illustrate 




5.3 Supplier development practice in SME context in ITO sector 
5.3.1 The role of supplier willingness in supplier development approaches 
As described in previous section, in the next phase, the client has worked with three suppliers. 
According to the client evaluation, three suppliers are different in terms of their capability and 
willingness to join the client and SD programs. The supplier D (the first selected one) has very 
high willingness and commitment to the client but its ability is only average. While the supplier 
E has a quite good capability and a considerable willingness too, the supplier G is evaluated 
as higher than supplier E in capability but not very willing to invest in the SD program with the 
client. The figure below illustrates again the perceived capability and willingness of three 
suppliers by the client.  
 
Figure 39: Perceived capability and willingness of three suppliers 





















Due to the differences in capability and willingness of the three suppliers, the client treated 
them also differently with specific purposes. The table below summarizes activities/ 
approaches which were used for specific suppliers. 
Table 55: SD approaches for the three suppliers  
Activities 













Training (video-based, sending 
materials, Q&A session, on-site 
training) 
High Average Minimum 
Pilot project to transfer knowledge High High Minimum 
Technical support High Average Minimum 





Communicating the client strategies 
and long-term objectives 
High High Average 
Feedback and evaluation High Average High 
Incentive for the supplier High High High 
Competitive pressure Minimum Average High 
Higher requirements from the client Minimum Average High 
Financial support/investment Minimum Minimum Minimum 
Source: Author’s elaboration 
Regarding the supplier D, perceived as very high in willingness and average in capability, the 
client tried to transfer as much knowledge as possible to this supplier through training, 
materials, videos, pilot project.  
“For the vendor D, we have at least two pilot projects, and some supporting videos 
which to transfer our knowledge, process to them. Furthermore, we also helped them 
with our technical supports such as video calls, online chat with our senior developer 
about the problems that they have. We expected that this vendor will be able to work 
smoothly for our PhP Conrad projects soon”, said the client project manager.  
In other words, the supplier D has received much development effort from the client. That was 
not only the direct effort (e.g. training, materials, video-based, Q&A session, etc.) but also the 




the client strategy in long-term to work with this supplier). However, the client did not create 
too much competitive pressure or set such a higher requirement for this supplier because the 
client wanted to step by step develop this supplier for a long-term relationship. 
“We are interested in learning new platform used in the client firm and also their process 
in software development projects. The client gave us feedback and evaluation very 
often. In a pilot project, we did not perform really well, however the client is still open to 
us and gives us a second chance to improve and work for them”, said the CEO of 
supplier D.  
The client sourcing coordinator also added: 
“Actually, we wanted to develop the supplier D in order for them to work with us. 
However, we did not really want to invest too much in the pilot project and the supplier 
has to work and invest for themselves. They did not really succeed in the pilot project, 
but I think the reason is, to a certain extent, because we did not support them enough. 
Fortunately, the supplier was still willing to learn and work for us. So we gave them a 
second chance to improve. We also paid partly for their effort in the pilot project”. 
For the supplier E, perceived as high in willingness and above-average in capability, the client 
has offered it a certain amount of training, a pilot project and a considerable indirect effort to 
stimulate the supplier. 
“Of course, we did have a pilot project for the supplier E. However, it was also an in-
house software development which we wanted to transfer the software from iOS to 
Windows version. It was a bit different from the pilot project with supplier D, this project 
we asked for a fixed price package of the supplier E. Then we put very little effort to 
control or help this supplier. They had to solve the problem themselves. We only met 
them once a week for updating and gave them our feedback. ”, said the client project 
manager.  
The sourcing coordinator also expressed: 
“Although we did not control or support them much, but we required this supplier higher 
quality, and also inform them regarding some alternatives that we have in case their 
performance is not as good as expected”.  
In case of the supplier G, perceived as average in willingness and high in capability, the client 
gave it autonomy in a fixed price project of developing a mobile application. However, the client 
also had a very high expectation for this supplier. 
“In the GTD project, we have received a very good mock-up version of the app from 




impressed by their offer, although it was as mostly double price as the offer from other 
suppliers. We decided to give this project to the supplier G. However, we only started 
the first phase including three sprints to see if their performance is really excellent as 
the proposal. If they perform well, we could continue the second phase, and perhaps 
extra projects with them”, said the client CEO. 
5.3.2 Knowledge transfer in supplier development in offshore outsourcing 
context 
As discussed in previous sections, knowledge transfer is among the key functions of supplier 
development. However, it is always challenging, especially in an offshore outsourcing context 
due to the diversity of local contexts, routines of working, differences in skills, expertise and 
the insufficiency of prior working experience between the onshore and offshore teams. The 
knowledge in ITO can be also categorized into two types: (1) explicit knowledge (e.g. technical 
knowledge, application domain knowledge, information system knowledge) and tacit 
knowledge (e.g. organizational knowledge, information system development process 
knowledge, specific experience). While the explicit knowledge seems to be easier to be 
transferred through many technology-based tools, the tacit knowledge is harder to be 
transferred and it requires considerable efforts of the client and suppliers. Nevertheless, the 
client and suppliers in this case could manage the knowledge transfer process by flexibly using 
multiple communication channels. 
“In order for a supplier to work with us, it has to have certain technical skills which are 
compatible to our current projects and process. It is not really difficult. For example, we 
can create videos about how the interfaces of MDM or Conrad are working, how we 
test. Then developers of a supplier can watch them as many times as they need until 
they can master the platform. Furthermore, we also sent them many written materials 
which could help them to better understand the technology that we are doing”, said the 
client sourcing coordinator. 
For tacit knowledge, it requires time and efforts of the client and suppliers. In this case, both 
sides have shown that they were committed and willing to share and learn from each other for 
better cooperation. The knowledge transfer is not only the one-way from the client to the 
suppliers, but the client also learned from the suppliers regarding the culture, the working 
process, ways of thinking, etc.  
 “We sent our product owner to the supplier in Vietnam for a week. That was a good 
opportunity for him to get to know the people there and learn how the developers are 
working in Vietnam. I think the supplier also had a good chance to work directly with 




developers of this supplier to visit us on December. They will be working here and 
meeting with us for a week. I think it is a great time for them to explore our culture, 
people and also enjoy the city”, said the client CEO. 
The CEO of supplier D added: 
 “Welcoming the client CEO and project owner is a good chance for us to understand 
them better. He (the product owner) will stay with us for a week. I would like to introduce 
to him how we are implementing, testing and ensuring the quality. Perhaps, our project 
manager and he might have some time to go out and enjoy food, sightseeing together 
in Ho Chi Minh City”. 
From the client side, the product owner also said: 
“After working with them for some projects, I think we also learned from them. Some 
technical processes of the supplier are even better than what we are doing here in the 
company. When I am in Vietnam with them, I think I could have good chances to talk 
and work with them to learn not only the working process, technology but also the 
Vietnamese culture and people there”. 
The table below summarizes the knowledge transfer process of the client and its suppliers in 





Table 56: Summary of knowledge transfer practice in this case study 
Type of 
knowledge 










ü Video-based materials 
ü Written documents 
ü Repository 
ü On-site training 
• Direct explicit knowledge 
transfer from the client to 
suppliers 
ü Pilot projects/task  
ü Evaluation & feedback 
ü Daily/weekly meeting 
• Knowledge transfer via 
real projects and direct 
interactions between the 
client and suppliers 
ü Repository (storage system) 
ü Redmine (ticket 
management system) 
ü Bitbucket (Source code 
committing and storage) 
• Mutual mechanisms for 
storing and allocating 
information 
• Standardizing document 





ü On-site working together at 
the supplier company 
ü Visit to the client firm 
ü Sharing the long-term 
objectives of the client 
• Showing high commitment 
at top management level 
• Sharing strategic 
information 
ü Workshops of cultural 
differences, language 
ü Joint outside activities 









5.3.3 Cost and benefit sharing among the client and the supplier 
A review of previous studies has showed that the cost and benefit sharing among the client 
and suppliers is one of the poor-defined issues in supplier development and client-supplier 
relationship (Sucky & Durst, 2013). That means we do not really know how much each party 
(the client and the supplier) will contribute in the SD process, and how they share the benefit 
after successfully developing the supplier. In this case, the contribution of the client and 
supplier in each specific relationship were observed and described quite clearly. Both the client 
and the supplier contributed to the SD process with highly commitment to the relationship. 
“We asked the supplier to join the training project in which they had to spend the effort 
to learn and we also spent our human resource to support, review and give them the 
feedback. If the supplier performs well in the training, we also would like to cover partly 
the effort that they spent for the learning”, said the client CEO. 
The CEO of supplier E also added: 
“That is reasonable when we spend our time and resource to learn new technology in 
order to serve a client. Perhaps, we are successful or not, but at least we do learn and 
try our best with the new client”. 
Regarding the benefit, the improvement of the supplier is somehow relationship-specific. That 
means the improvement of the supplier is only useful when it continues to serve this specific 
client. When it does not have a chance to provide the service to this client, the effort that it 
spent might become sunk cost. For the client, it is the same because what the client has spent 
for a supplier cannot be recovered if the supplier does not provide the services back to it. Thus, 
in this case, the client and supplier agreed that when the supplier can perform well in the SD 
program (pilot projects, training, etc.), both parties will come up with a long-term contract with 
a stable price and standard level of service provided. 
“We are waiting for the result of MDM training project with the supplier E. If the 
developers there can independently implement MDM within the Spring Boot, we are 
more than happy to sign a long-time contract with them. That will ensure us the stable 
resource for the MDM and other Java-related projects. I think the supplier also wants 
to help its developer in the new framework to accelerate the learning process”, said the 
client project manager. 
5.3.4 Supplier development activities do not come automatically 
Although clients and suppliers in the ITO sector undertake a variety of SD activities, those 




Firstly, it depends on the relationship between client and vendors. When the relationship is in 
the transactional stage (Mirani, 2006), there are mostly no SD activities.  
“When we started a project with new clients, there are rarely such activities to develop 
our developers, because the client only wants the job get done by us with our owned 
capabilities”, said the CEO of supplier E.  
However, when the relationship reaches the relational stage, SD activities are implemented as 
both parties need to improve the quality of the service and the capabilities of the supplier.  
“After several successful projects with us, the client visits us more frequently, gives us 
some training for new technologies or platforms, or even invites us to their firm as a 
traveling chance for our developers and top managers”, said the business development 
manager of supplier B. 
The relationship is also reflected through the commitment of top managers on both sides. 
When both the client and the supplier are committed to the cooperation, they are more willing 
to invest in SD activities.  
“It is important to realize the commitment of the clients, especially from the top manager 
to the relationship and the SD activities. When we see our client’s commitment, we will 
be more willing to join the SD programs. It is because joining those programs is 
sometimes only useful for this specific client. We cannot use those skills or technologies 
for another client”, explained the CEO of supplier E. 
Secondly, direct SD activities can only occur when clients are capable of developing suppliers. 
For example, a supplier serves another small IT client, they are very close and have 
cooperated for a long time, although the small client really wants to improve the supplier’s 
service, but unfortunately it cannot do so due to its lack of capability to develop the supplier. 
The same situation occurs when an IT supplier has a client which is a non-IT firm. Thus, the 
only opportunity is to implement indirect SD activities such as incentives, feedback, visits to 
influence the suppliers. 
“Our clients include both IT companies and non-IT companies. Working with other IT 
companies is quite easy because we are all IT technicians. We can communicate more 
effective with our IT clients than with some non-IT clients. We receive technical 
supports or training mostly from IT partners. With non-IT ones, there are rarely any 
activities to support us, we even have to train them to use our products, how to maintain 
the server and websites and so on”, said the project manager of supplier A. 
Thirdly, SD activities also depend on the absorptive capacity of the supplier. Absorptive 




knowledge, (3) transform the knowledge and (4) exploit the knowledge in the real 
product/service or working process (Cohen & Levinthal, 1990). In this case study, the client 
had a range of in-house training resources, which the client intended to utilize to train the 
supplier. However, it was found in some instances that the supplier was simply not capable of 
gaining the required knowledge. 
There are available resources of the supplier to get trained, developed by the client. 
Sometimes, the client really wants to develop the supplier through some training programs, 
but the supplier is simply not able to get that knowledge. 
5.4 Evaluation of the SD efforts 
Measuring the impacts of supplier development programs is not easy. It might be measured 
by the expected improvement of supplier performance, capability or the relationship between 
the client and the supplier (Sucky & Durst, 2013). In this case, the client wanted to improve 
both the relevant capability and the willingness of the supplier. As described previously, the 
outcomes of supplier development programs are evaluated in two perspectives: (1) inter-
organizational perspective or client-supplier relationship and (2) project-specific perspective or 
the supplier capability/performance. The client wanted, through its SD programs/activities, to 
get suppliers to the point that they are high in both capability and willingness. The figure below 
illustrates the expected improving pathway or the outcomes of the client. 
 
Figure 40: The client's ideally expected pathway for the suppliers 
(*): Ideal status of the suppliers 
Source: Author’s elaboration 
However, it is usually challenging to move the suppliers to the ideal status of high capability 




















commitment of both the client and suppliers. After a period of time working with the suppliers, 
the client has perceived the improvement of suppliers in their capability and willingness. 
“I think the supplier D has improved too much regarding their capability during the time 
they has worked for us in pilot projects and others. They have already been familiar 
with our processes, source code, how we communicate and transfer information. Their 
performance is improved day by day”, said the client project manager.  
Regarding the supplier E, the client has also recognized its improvement in capability which 
relates to the client operational process.  
“Although the supplier E has not taken too many projects with us, but they have been 
still learned about our processes, the new platform used in our company and our 
expectations. Especially, the supplier testers have performed very well in the CRM 
testing project with us. They learned very quickly how our testing process is running 
and adapted quite good”, said the client sourcing coordinator.  
The supplier E’s willingness was also improved after several projects with the client. 
“For MDM project, although it was completely new platform for us, we managed to 
handle the tasks from the client. That was very kind of the client to give us such the 
task to independently implement the MDM on Spring Boot. Thus, our developers can 
learn new technology. The developers still have some difficulty in MDM, but I think he 
will be able to handle it soon”, said the project manager of supplier E.  
For the supplier G, as the client only had a project with it so far, the supplier only got a little bit 
extra knowledge about the client processes and requirement. The capability of supplier G is 
perceived beforehand quite high. Thus, its capability was shifted slightly higher. However, 
supplier G’s willingness was increased significantly after working with the client. 
“The supplier G performance was fantastic. I was falling in love with them. If there are 
any other projects, I would prefer firstly working with this supplier. After one project with 
us, I think they also experience how we are working together with them”, said the client 
project manager.  
From the supplier G side, the CEO also added: 
“We got the first pilot project with this client. I think we performed well. And the client 
was nice. It was comfortable for our team to work with them. I hope that we could get 
further project from this client soon. We are willing and waiting for their new leads”.  
In short, the supplier D was perceived that it has improved significantly in the capability and 




it learned the client processes, platform and has been familiar to the client requirements. Its 
willingness was also shifted to a higher level after several projects with the client. Regarding 
the supplier G, the client could recognize the improvement in its willingness significantly, while 
the client still needs time to monitor the improvement in specific capability of this supplier for 
specific projects. 
The table below shows again the client’s evaluation of the suppliers from project-specific level 
and inter-organization level: 














































Developing a mobile 
app GTD for a third 
party 
Successful Successful Satisfied Satisfied 





The perceived improvement in suppliers’ willingness is also summarized on the table below: 
Table 58: The perceived improvement in suppliers’ willingness after SD programs 














Willingness to improve 
performance/capability 
N/A High N/A High N/A Middle 
Willingness to share 
information 
High High High High High High 
Willingness to rely on each 
other 
Middle High Middle Middle Low Middle 
Willingness to get involved in a 
long-term relationship 
High High Middle High Middle High 
Willingness to adapt to the 
client requirements 
High High Middle High Middle Middle 
Willingness in invest in specific 
relationship (equipment, 
technology, human resource) 
High High High High Low Middle 
Willingness to take risks High High High High Middle High 
Source: Author’s elaboration 
The figure below shows the perceived improvement progress of suppliers by the client. 
 
Figure 41: The perceived improvement of suppliers by the client 
G’, E’, D’: the perceived capability and willingness of suppliers after SD programs by the client 






















5.5 Success factors and barriers in SME supplier development 
5.5.1 Success factors in supplier development process 
As reviewed in the previous section, successful SD requires many factors. Those factors 
include: effective communication, an attitude of partnership, mutual commitment, top 
management support and early supplier involvement, etc. In this case study exploring supplier 
development practice in a pure SME context, both the client and suppliers have shared some 
key factors which ensure the success of the supplier development process. 
5.5.1.1 The first impression can make differences 
In this case study, the client and suppliers have started the business relationship in the very 
early stage in which both parties have had no prior project or business. Thus, the first 
interactions were very important to catch the potential partner’s interest. When the client has 
a good impression in the first meeting, it might have a favorable attitude to that supplier. 
Similarly, a supplier might be more interested in serving a client that can show an impressive 
image at the first stage of cooperation. 
“When we visited vendors in Vietnam for the first time, some vendors were not really 
professional in the way they welcome guests or the appearance of their business 
processes. However, with the supplier D and E, they were very professional and “in 
Ordnung” (…means in order, good in German), and this feeling made us comfortable 
that we could do business with them”, said the client CEO. 
From the supplier perspective, the first image of the client was also important, as the CEO of 
the supplier E said: 
“At the first meeting, I realized that the client really wanted to work with suppliers like 
us in Vietnam. There were three people; two of them were top managers. It seemed 
that we could invest our resource to stay in touch with this client and wait for the 
business outcomes. Nevertheless, the business sometimes is coincident. Perhaps we 
can get a business opportunity very quickly, and sometimes it is nothing after we invest 
a lot of efforts”. 
The project manager of supplier A, who rejected the client’s training invitation shared: 
“Every week, we meet different clients, honestly, this client was not special to us and 
they look not really potential. I think they just came by to visit some vendors in Vietnam. 
The business might not come soon from this client. Thus, we rejected their invitation 




5.5.1.2 High commitment and mutual trust play the key role 
After the first impression will be the time in which the client and suppliers involved in projects 
and supplier development activities. In line with the results of previous reviews, commitment 
and mutual trust are key success factors for implementing supplier development programs. 
When both parties show their commitment and trust at top level, the supplier development 
process became much easier and effective. 
“I think our CEO is very committed to the cooperation with suppliers in Vietnam. He 
visited the partners many times this year for exploring and improving the relationship 
with the vendors there. And when the CEO is committed, internal people and 
departments that are working with vendors would be more interested in cooperating 
with and developing the suppliers”, said the client sourcing coordinator.  
The client project manager also showed his surprise: 
“I am so surprised that the vendor even did not care about the payment and the contract 
with us. They worked in some pilot projects and tasks for us, they took them too much 
effort both human and time. However, they did not ask for the payment, they just wanted 
to show us that they are able to learn and fulfil our requirements. Perhaps our CEO has 
shown them our potential of business and commitment with the long-term cooperation, 
thus, they felt safety to invest efforts in our projects. Anyway, that is unbelievable”. 
 From the supplier side, the CEO of supplier E expressed: 
“We tried our best to learn about the MDM, our developers have not been experienced 
with that technology. But I think the two guys could learn it quickly. The client believed 
in us, they also invested their time and human resource to train and review our delivery 
to them. Thus, we will only charge them if we can implement the MDM successfully for 
the client. Let’s see how our developers do that”. 
5.5.1.3 The process of knowledge transfer should be effectively facilitated 
The supplier development in ITO sector is highly associated to the knowledge transfer process. 
Thus, to ensure the success of supplier development, both the client and suppliers have to 
facilitate that process effectively. There are two important factors that need to be prioritized: 
(1) supporting technology (or platform) and (2) the human resource involvement from both 
parties. While the supporting technology can help transferring the explicit knowledge (e.g. 
technology instructions, processes, interfaces, report and storage system, etc.), the highly 
involvement of people from both sides is key for step by step transferring the tacit knowledge. 
“Fortunately, we have many tools such as video-conference, repository system, 




easily. Sometimes when there was a problem with the system, we did have some 
disruption which could effect of working process with the vendors. Therefore, 
maintaining stable platforms for communication and information exchange is very 
important to work among distributed teams”, expressed the client project manager. 
Regarding the human resource involvement, the CEO of supplier D also shared his opinion: 
“When we have more contact and interaction with the client project manager or sourcing 
coordinator, it is much better than only work with the requirements or documents 
received from them. We really need their involvement in our projects to ensure the best 
quality for our client”. 
The client project manager, after his trip to Vietnam with supplier D and E also expressed: 
“When I was here in Germany working with the offshore developers, it was sometimes 
miscommunication, especially I could not understand clearly how the developers there 
think and work. When I was there with them for a week, it was really helpful for us to 
understand each other. I would like that we not only work on the task-based but also 
the context-based business in which the developers there can understand clearer the 
context of the project and what we are really looking for. I think they are also much 
more motivated because they also understand the client business situations and how 
we work together”. 
5.5.2 Barriers in supplier development process 
This case study has shown some positive results of supplier development and relationship 
management practices of SMEs. However, it does not mean that there is no challenge or 
difficulty during the process. To maintain and extend the success, both parties have to 
overcome many challenges including (1) client-specific, (2) supplier-specific and (3) client-
supplier interface issues. 
5.5.2.1 Skeptical attitude of client middle managers to the suppliers 
From the client side, that is the skeptical attitude of client middle managers to work with 
suppliers. As the client has had “bad experience” working with other external suppliers in India 
and Czech Republic, some middle managers (e.g. the technical team leader, other project 
managers) have concerned about the quality of external suppliers and the way they should 
communicate with the suppliers’ developers. 
“Although our CEO is very committed to the cooperation with Vietnamese vendors, the 
middle managers sometimes show their skeptical attitude about the capability of the 




did not really want to work with external vendor. It was like something strange and 
difficult for her to deal with some developers outside who have not been working closely 
to her before. Thus, the communication with the supplier was not really smoothly and 
somehow problematic”, said the client sourcing coordinator.  
From the supplier point of view, the CEO of supplier D explained: 
“That was very smoothly when we worked with the client in Cook Concern project. I 
think because we could communicate and explain our problems very easily with him. 
However, I always felt that it was problematic when our developers were working with 
a project manager for the Conrad-Harvag project. We tried to communicate and explain 
her how we have worked, but there was always miscommunication between us. 
Honestly, I did not think that she were really interested in working with some external 
developers”. 
5.5.2.2 The lack of client resources to support suppliers 
Another problem of the client in this case study is the availability of supporting resource for 
supplier development activities. Although client had a small team dedicated some time to the 
supplier development programs, it still lacked resources to review or give the supplier feedback 
on time. 
“Our developers finished the pilot tasks of MDM already. It was to remove Liferay 
system out of MDM and run it on Spring Boot. We are eager to see the review of the 
client. However, it seems that they cannot review the source code soon. We have to 
wait while there is not much left to do. And I think it will demotivate our developers”, 
expressed the CEO of supplier E. 
The client also realized the problem, but it seems quite difficult to have the relevant resource 
for supporting or giving feedback to the supplier. 
“Yes, we knew that the delivery from the supplier E should be reviewed soon. We also 
wanted to know if they were successful in running the MDM on Spring Boot or not. 
However, our testers and the team leader were very busy at that time. We could not 
get them for other tasks”, Said the client sourcing coordinator. 
5.5.2.3 The client uncertainty of project forecasting 
Besides the lack of resources to support the suppliers, the client also has a problem that it also 
has uncertain forecast for upcoming projects or workload for the suppliers. 
 “Another problem from us is that we have difficulty in doing forecasting. Our project 




few months. Thus, we cannot communicate with the suppliers if we buy from them a 
certain number of developers or skill pool to serve our project. When we cannot do that, 
the suppliers will not keep good developers for us while having no real projects. Thus, 
we may lose good developers”, said the client sourcing coordinator. 
Nevertheless, the supplier-demand issue is not only important when working with suppliers, 
but also critical for internal working process of the client. One the one hand, it requires the 
client project managers who are dealing with the customers should be able to cultivate the 
customers and identify the end-user demand as quick and accurate as possible. On the other 
hand, the client also has to communicate clearly the situation with the suppliers for their 
understanding and sharing the risk of forecasting the workload with the client. 
5.5.2.4 Absorptive capability of the suppliers is a concern 
Regarding suppliers, the under-capability is always a considerable problem. It is the capability 
to immediately implement what have been implemented on the client side and to consume the 
new knowledge transferred from the client. In other words, it is the absorptive capability of the 
suppliers when they are dealing with new requirements, new technology or new working 
processes required by the client. 
“Sometimes I fell that the vendor simply cannot afford learning quickly our technology 
and processes. They seem like new to the developers, therefore they need more time 
and efforts to explore what they should learn in order to meet our process 
requirements”, said the client project manager.  
The project manager of supplier E explained: 
“The Spring Boot is new for our two developers. Although they are quite experience in 
other programming languages, they still need time to learn and explore how the MDM 
can be run on the Java and Spring Boot independently. Of course, it will take time but 
we will try our best to learn it as quickly as possible”. 
For supplier D, the CEO also added: 
“Actually we do not always have developers available for learning new skills or 
technologies. There are other projects waiting for the developers. So I cannot allocate 
many developers for learning because we also need to optimize our resource for all 
clients and projects. However, we are willing to learn new things if they are necessary 





5.5.2.5 Cultural and language barriers should be overcome 
Those problems might be caused by the client-supplier interface issues. Those include the 
lack of cultural understanding of developers of the client and suppliers, the language barrier 
(German, Vietnamese and English in common) and the poor cooperation attitude to 
communicate and clarify problems with each other at the implementation level. 
“I think we have not clearly understood them during the meeting. Perhaps our English 
is different from their English or maybe that was the difference in the way we 
communicate to each other. Honestly, I sometimes felt uncomfortable in talking with 
them. I am sorry about that”, said the client project manager. 
The project manager of supplier E also explained: 
“We understand that the developer’s English speaking ability is not really good. Thus, 
sometimes we cannot communicate very well with the client. We have to improve it 
every day. However, another thing is that we still have some gap in culture between 
Vietnam and Germany. We have to learn more about that to work better with the client”. 
5.6 Motivations of the supplier to join SD programs with the client 
As mentioned previously, the case study also explores the motivations of suppliers to join or 
not to join the client and supplier development programs. 
5.6.1 Motivations to join supplier development programs 
5.6.1.1 Win the client and get the business first 
As might be expected, all suppliers showed initial interest in the business opportunity 
presented by the client. “Our company always welcomes new clients. If there are new projects 
from the client, we are willing to take them”, expressed the CEO of supplier G. Furthermore, 
the suppliers that were willing to join the training program also wanted to enter the European 
market, and viewed working with this client is an opportunity to gain insight into the market, 
style of working and cultural differences. 
“We would like to invest in this training program and the client because we are planning 
to expand to European market. Thus, having a project with this client is the first step 
for us to be familiar with the market and also to explore further opportunities”, said the 







The CEO of supplier D also expressed:  
“Actually, we are small and new company. So we are looking for new clients all over 
the world. We have not had any clients in Europe, so it is a good opportunity for us to 
try ourselves in a new market”. 
The suppliers that did not agree to join the training program were reluctant to proceed due to 
the investment required. 
5.6.1.2 Opportunities to improve supplier capabilities 
Besides gaining the client and entering a new market, the two suppliers were also motivated 
by the opportunity to gain new skills.  
“If we join the training with this client, more or less we will learn new skills which are 
necessary for us in the future”, the CEO of supplier E said.  
For the supplier D, they expected not only to obtain this specific skill through the training, but 
also to get further skills and capabilities from the client afterward. 
“We are learning and improving our technical and management skills every day. That 
is a good opportunity to serve a client other than our traditional clients in Japan, in 
which we can get more experience and learn from this client during the projects”, said 
the CEO of supplier D. 
A majority of IT suppliers in Vietnam are quite new and have low levels of expertise, compared 
with more established ITO destinations (VINASA, 2014). Therefore, many Vietnamese 
suppliers are motivated to improve their capabilities. Working with international clients in 
Europe or the USA is seen by many as an opportunity to gain valuable experience. 
5.6.1.3 Client’s commitment is important to convince suppliers 
Besides the business opportunity and the opportunity to improve capabilities, suppliers also 
would like to see the commitment of the client to the cooperation. When the client shows its 
commitment for a long-term relationship, it can convince the supplier not only to be its supplier, 
but also to participate in SD activities. 
“I can see that the client really commits to the cooperation with vendors in Vietnam. 
They also have Vietnamese staffs to facilitate the working with us. During the pilot 
project, they have given us feedback and evaluation to improve. That is really helpful 
for us. Their CEO will visit us the second time, that is a good chance for me to talk with 
him about our cooperation in future. We are trying to serve this client the best”, said the 




The table below summarizes motivations of suppliers to join the client and SD programs: 
Table 59: Motivations of suppliers to join the client and the SD programs 
Motivations of suppliers to join SD programs A B C D E F G 
Win the contract5 X X X X X X X 
Enter new market (Europe)    X X   
Align with supplier’s development strategy     X X   
Obtain new capabilities    X X X  
Apparent opportunities to be trained for new capabilities    X X X  
Build long-term relationship    X X X X 
Apparent commitment and willingness of the client    X X  X 
Source: Author’s elaboration 
5.6.2 Reasons not to join the supplier development programs 
The research also explored the reasons why some suppliers were not willing to join the client 
and training program. These suppliers all perceived investment in the training program risky 
because there was no guarantee that they would subsequently win the contract. Secondly, 
some suppliers did not have enough resources for the program. Some did not perceive that 
the client aligned with their development strategy (e.g. targeting market, core capabilities to 
develop). Finally, when suppliers did not perceive the client as showing sufficient commitment 
or potential, they did not “select” the client to invest their resources.  
“That is quite risky for us to invest in such a training when we are not sure if the project 
comes. Honestly, our managers could not find the potential of this client in this project. 
When we work with the client for several projects and see the commitment from them, 
it is easier for us to invest in this client”, said the business development manager of 
supplier C. 
  
                                               




Table 60: Reasons why suppliers do not join the client and SD programs 
Reasons not to join the client or SD programs A B C D E F G 
Risky for supplier6 X X X X X X X 
Not enough resources to join X X X    X 
Did not align with supplier’s development strategy X X X     
Did not perceive sufficient commitment of client  X X     
Did not perceive sufficient client potential X X X     
Source: Author’s elaboration 
In other words, while the client is evaluating the suppliers, each supplier is also considering if 
the client is worthy enough for their investment. Borrowing the simple model proposed by Ho 
(2018), which uses the two dimensions for positioning a client in the suppliers’ business 
portfolio: (1) the client general attractiveness and (2) the client potential business value, the 
client in this case is positioned as the figure below: 
 
Figure 42: The client perceived attractiveness and potential business value by suppliers 
Source: Author’s elaboration 
                                               





The potential business value of a client is reflected in the proportion of the potential turnover 
expected from the client when they come up to the business. The general attractiveness of a 
client refers to some factors such as the client business process, payment process, 
commitment to the project, mutual trust, supporting attitude for the supplier, etc. 
In this case, three suppliers A, B and C perceived the client not very potential for the future 
business value. It is simply that the client is too small to invest their efforts. And as they did not 
have a chance to work with the client, the attractiveness of the client was not really perceived 
fully by the suppliers. Nevertheless, it seems that the client was not showing its attractiveness 
to the three rejected suppliers.  
In contrast, the client was evaluated quite attractive by the supplier E, D, F and G. They 
perceived the potential business if they had a chance to cooperate with this client. However, 
the supplier F had no chance to work with the client because it was not selected by the client 
due to its lack of capability. For the suppliers E, D and G, they have joined several projects 
with the client. Their experiences showed that the client was quite “easy” to work with. During 
projects, the client has shown its supporting attitude and commitment at top management level. 
Although there was still some difficulty in knowledge transfer process between the client and 
suppliers, the client always tried to help and involve the suppliers with a problem-solving 
orientation. That helps in improving the client’s image to the suppliers, and thus keeps the 





CHAPTER 6: DISCUSSION AND CONCLUSION 
6.1 Key results of the research  
Initially, this research was designed to explore three issues: 1) the activities that small clients 
and suppliers are doing in their SD practices, 2) how they are doing that, and 3) the motivations 
of suppliers to participate in the SD programs with the client in a pure SME context. Results of 
this research are basically bound to these issues. Furthermore, other “interesting” points 
explored in the case study were also supplementing the research results. 
The data analysis of this case study introduced three key themes: (1) supplier development 
activities in ITO sector and in SME context, (2) the role of supplier willingness in supplier 
selection and development process and (3) the motivations of suppliers to participate in the 
SD programs with the client. 
Firstly, the results show that a wide range of SD activities are implemented in ITO sector. The 
assumption that SD activities are only for the manufacturing sector and not for service sectors 
(Krause & Scannell, 2002) may be correct in many cases, but not in the ITO sector. The direct 
SD activities that take place in the ITO sector include: on-site training or training via third 
parties, video-based supports, documentation, on-site visit, invitation to the client firm, and 
financial supports. Meanwhile, indirect SD activities observed in this case study are evaluation 
and feedback, creation of competitive pressure, higher requirements, business incentive, and 
communication of the client strategic information. 
Secondly, at the supplier selection step of SD process, besides capabilities, the client also 
considers the willingness of the suppliers in the selection decision. It is the willingness, as 
viewed by Rezaei et al. (2015), to share information, to improve the capabilities, to rely on each 
other and to be involved in a long-term relationship. In this case study, the supplier willingness 
also goes beyond what has been defined by Rezaei et al. (2015). Those also include the 
willingness of the supplier to take risks and to adapt to the client requirements. Furthermore, 
supplier selection, in the pure SME context, is not a one-way decision of the client, but a 
negotiation and evaluation of both parties. In other words, in the selection process, suppliers 
also evaluate and “select” the client. 
After the selection phase is the development phase in which both the client and suppliers will 
be highly involved in the process. Once again, the supplier willingness plays an important role 
in the decision which activities or programs should be applied for a specific supplier. When a 




pressure, higher requirement, business incentives, etc.) would be preferred. When a supplier 
has average capability and high willingness, direct activities would be much more helpful to 
improve the capability of the supplier. That requires more efforts from both the client and the 
supplier in SD process. Nevertheless, the final objective of supplier development and supplier 
relationship management is to get the suppliers which are high in both capability and 
willingness to cooperate and to support the client for long-term cooperation.  
For effective supplier development processes, among many success factors, (1) the client and 
the supplier commitment at top management level, (2) the first good impression from both 
sides and (3) a strong facilitation for the knowledge transfer process are vitally important in 
ITO SME context. Although the cooperation between the client and suppliers in this case have 
shown positive results, there are still some challenges which the client and suppliers have to 
overcome to maintain and expend the success of SD programs. Those include (1) the skeptical 
attitude of client middle managers, (2) the uncertainty of work forecast, (3) the lack of client 
resources to support the suppliers, (4) the absorptive capability of the suppliers and (5) the 
cultural and language barriers between the client and suppliers.  
Finally, regarding the motivations of suppliers to join SD activities with the client, besides the 
business opportunity, the interest really depends on how both parties view the relationship. 
The perceived commitment and willingness to cooperation of both client and suppliers is a 
significant influence on the supplier decision to participate in the SD programs with the client. 
Furthermore, it also depends on the capability of the client to develop its suppliers. When the 
client and suppliers are willing and able to invest in the engagement, it is possible to implement 
together a variety of activities that are comparable to SD activities in the manufacturing sector. 
Both direct and indirect activities are implemented to develop or motivate the suppliers to 





6.2 Discussions on the research results 
As recommended by Sucky and Durst (2013), research on supplier development should 
consider (1) the nature of the suppliers (new versus existing suppliers), (2) the motivation of 
the client (reactive versus proactive approaches) and (3) the role of the client (passive versus 
active roles) in supplier development process.  
In this case study, all suppliers are new for the client. That means the client, to a certain extent, 
is doing more “reverse marketing” (Krause & Ellram, 1997b; Leenders & Blenkhorn, 1988) to 
attract capable suppliers. That could be completely different if the client had been working with 
its existing suppliers. In that case, both sides could have had working experiences with each 
other and their decision could have been also different. Nevertheless, those current suppliers 
that were selected in this case study will become “existing” suppliers of the client later. 
Therefore, both parties should be ready to jump into a new phase of the cooperation, in which 
they will evaluate the outputs of the cooperation to make the decision on how to continue the 
engagement in the future. 
Regarding the motivation of the client for SD in this case study, it is likely that the client have 
been implementing more strategic orientation than just reactive SD (Krause et al., 1998). In 
this case study, SD was not only initiated in response to specific urgent problems of operation, 
but the client also considered SD as a planned, forwarding and systematic approach for its 
long-term operational strategy. In this strategy, good suppliers who are high in both capability 
and willingness will play an important role in the long-term operation system of the client. 
In this case study researched, the client has played a quite active role in supplier development. 
Instead of applying merely indirect activities (e.g., evaluation, feedback, setting higher 
requirements, effective communication, etc.), the client has also contributed their own 
personnel and financial resources to the engagement (Monczka, Trent, & Callahan, 1993). 
Depending on the status and the responses of suppliers, the client decided which activities 
should be applied for a specific supplier. Regarding the suppliers, they have also contributed 
partly their resources (both financial and human) together with the client. That has made the 
engagement reasonably fair between both sides, especially when both the client and suppliers 
are small and have limited resources. 
Next, among many results explored in this case study, four most important and interesting 
points will be discussed. They are (1) the SD practice of SMEs in the ITO sector, (2) the role 
of supplier willingness in supplier selection and development process, (3) the supplier 
motivations to participate in the client SD programs, and (4) the success factors and pitfalls of 




6.2.1 The SD practice of SMEs in the ITO sector 
Results of this research have shown that supplier development is not only for large firms in 
manufacturing sectors, but also for smaller firms in the service sector. Specifically, this case 
study is a good example for the supplier development practice in a knowledge intensive sector 
(i.e. ITO sector). Those supplier development activities in this case were pretty much 
comparable to that in manufacturing sectors of large firms, which have been very well 
researched (e.g. Sucky and Durst (2013), Sillanpää et al. (2015)). 
Thanks to the development of modern technology, the client and suppliers in ITO sector could 
apply new ways for supplier development regarding the knowledge transfer process in the 
offshoring context of ITO sector (Oshri et al., 2010). For example, instead of direct on-site 
training to suppliers, the client can combine with video-based and online training. Furthermore, 
most of activities (e.g. meeting, evaluation, feedback, achieving, data transferring, etc.) could 
be easily implemented from distance, as long as both parties are committed and willing to 
share information and learn from each other. 
Within the pure SME context, the client has limited resources (Kwon et al., 2010). Thus, it has 
to use those resources selectively to optimize the value it may get from supplier development 
activities. The client might base on the supplier capability and willingness (Rezaei & Ortt, 2012) 
to decide which programs or activities should be implemented for a specific supplier. 
Nevertheless, the final goal of supplier development in SME context is to get suppliers ideally 
high in both capability and willingness. However, it is not necessarily to have such ideal 
suppliers to succeed in ITO projects with outsourcing vendors. The client can also obtain 
success with the outsourcing venture, if it can apply relevant measures (Glock et al., 2017; 
Sucky & Durst, 2013) for a specific supplier to improve the dimension needed effectively. 
6.2.2 The role of supplier willingness in supplier selection and development 
As reviewed in previous sections, most of authors have considered capability-related criteria 
for supplier selection decision (Dickson, 1966; Mukherjee, 2014; Weber et al., 1991). This case 
study explored that supplier willingness also plays an important role in the client decision. The 
dimension of supplier willingness has gone beyond what was described by Rezaei et al. (2015). 
That is the willingness of a supplier to improve the performance, to share information, to rely 
on each other, to get involved in long-term relationship with the client (Rezaei et al. 2015), to 
take risk and to adapt to the client requirements (process, technology, etc.). 
In this case study, both the client and suppliers were at the initial phase in which they were not 
really involved in any real projects. Therefore, it was very difficult for the client to show its 
attractiveness without giving any business benefits to the suppliers. In ITO sector, a client 




After that, the client can evaluate how good their performance is and will decide to go with the 
best supplier that has had the most suitable offer. A suitable offer is usually the right mix of 
costs, skills and reliable services (Oshri, 2015). In this case study, the client did something 
different. Instead of providing suppliers a paid pilot project as usual, the client asked suppliers 
to participate in a training project that they should pay for and pass it. The training is about a 
completely new platform (the so-called CoreMedia platform) that those suppliers have never 
used in Vietnam. Consequently, succeeding the training program might warrant the supplier 
future business by joining upcoming projects of the client. Nevertheless, it was very risky for 
the suppliers to accept that invitation because the investment was very transaction-specific. 
Surprisingly, three out of seven suppliers accepted the invitation, and one (suppler D) even 
proactively contacted the training, paid the training fee and immediately informed the client 
about that. This supplier D was firstly selected by client for the initial cooperation although its 
perceived capability was not high in comparison to other suppliers at that time. In this case, it 
seemed that the concept “Supplier willingness” might not explain well enough the situation and 
the decision of both the client and the supplier. In this situation, the supplier willingness was 
also related to risk-taking attitude of the supplier perceived by the client when it was working 
with the client. 
“Outsourcing is my long-term goal for developing this company. We want to leverage 
the company by using the external resource. But at that time, I did not want to invest 
much in the suppliers in Vietnam and I did not want to disturb the internal team by 
integrating the external team to our current system. So if a supplier is willing to take risk 
to invest itself to join us, we will try with them”, said the client CEO. 
Therefore, the risk-taking attitude and the proactiveness of supplier D were likely the main 
reasons contributing to the decision of the client to work with it.  
“We simply tried to learn new things and expected that we can get the business with 
this client. At that time, I felt that it was an opportunity and I decided to invest. Our 
developer appointed for this training was also very eager to learn. So we did it. 
Fortunately, we have had some good business with this client afterward although we 
failed in this pilot training”, said the CEO of supplier D. 
The supplier E also accepted the training invitation but informed the client a bit later and did 
not show its proactiveness enough. Thus, it was not selected for this training with the promise 
of future projects. Meanwhile, the same decision was for the supplier F who also accepted the 
invitation. That was because the supplier F was not proactive and not really perceived high in 




Regarding the unaccepting suppliers, there are some background differences among the three 
accepting ones. While the accepting suppliers D, E and F are small and young (established in 
2015, 2013 and 2010, having 35, 80 and 30 employees respectively), the unaccepting 
suppliers A, B and C are much bigger and more experienced in the market (established in 
2005, 2003 and 2003, having 120, 130 and 125 employees respectively). That was much likely 
the main reason they did not want to join this client and the training required. Perhaps, young 
companies are more willing to learn new things and to take risk to explore new business 
opportunities than the matured firms. 
This reality has also raised another issue that the dimension of supplier willingness in this case 
study could not fully explain the phenomenon or cover what has been evaluated. Hence, this 
concept should be expended accordingly to better explain the situation. Fortunately, we have 
the concept of entrepreneurial orientation (EO) early coined by previous scholars (e.g. Miller 
(1983); Covin and Slevin (1991)). The essence of entrepreneurship, to a great extent, is the 
ability to detect an opportunity in the market place (Hitt, 2002), along with the willingness to 
pursue and exploit it by conducting innovation to obtain better business outcomes. EO is a 
firm-level strategic orientation which captures an organizational strategy-making practices, 
managerial philosophies and firm behaviors that are entrepreneurial in nature (Anderson, 
Covin, & Slevin, 2009). EO includes three key attributes: innovativeness, proactiveness and 
risk-taking (Miller, 1983; Rauch et al., 2009). Risk-taking is the essential part of EO (Hitt, 2002). 
In this research, the way that the suppliers proactively responded to the client and the risk-
taking attitude towards the initial cooperation contributed to convincing the client for selecting 
them. Furthermore, selected suppliers also showed their innovative orientation (e.g. learning 
new technology, changing the working processes, etc.) through the cooperation process with 
the client. 
In short, the supplier willingness in this case study is the expended broadly which somehow 
relates to the EO. It is the willingness of a supplier not only to improve the performance, share 
information, rely on each other and get involved in long-term relationship (Rezaei et al. 2015), 
but it also includes the risk-taking (Hitt, 2002) and proactive attitude to learning new things with 
an innovative orientation (Miller, 1983; Rauch et al., 2009) to detect the business opportunities 





6.2.3 Supplier motivations to participate in the client SD programs 
The previous literature review has shown that there seems to be an implicit assumption that 
suppliers are always willing to be participating in SD with big clients. A reason for that is likely 
because there has been no specific research exploring the motivations of suppliers for doing 
so (Ahmed & Hendry, 2012). Being conducted in a pure SME context, this case study has 
explored the supplier motivations to participate in the client SD programs. Results of this 
research proved that the implicit assumption about the suppliers is not always correct. A 
supplier might or might not accept an invitation of the client depending on how it perceives the 
relationship with the client. The research helps us improve our understanding in the way small 
suppliers think of its SME clients. Basically, there are three drivers of attractiveness for 
suppliers to evaluate the client. They are (1) economical attractiveness, (2) resource-based 
attractiveness and (3) socially based attractiveness (Harris et al., 2003; Mortensen et al., 
2008). Adopting the model of Ho (2018) for observing how a supplier evaluate the client, this 
research has also explored deeply the two dimension of (1) client potential business value and 
(2) the client overall attractiveness. In this case, the overall attractiveness of the client is the 
combination of the resource-based attractiveness and the socially based attractiveness (Harris 
et al., 2003; Mortensen et al., 2008). While a supplier invests efforts in SD programs with a 
client, besides the business opportunity, it also considers if the venture can leverage its 
capabilities for a long-term relationship. A client who is willing and capable of developing the 
capabilities that the supplier is seeking is more likely to be accepted by the supplier for a long-
term cooperation. 
6.2.4 Success factors and barriers of supplier development in SME context 
As introduced in the previous literature review section, successful SD requires many factors 
(Sucky & Durst, 2013). Those factors include: effective communication, an attitude of 
partnership (Li et al., 2007; Quayle, 2002), mutual commitment (Krause et al., 2007), top 
management support (Krause, 1999) and early supplier involvement (Yoo et al., 2015), etc. 
This case study has highlighted some key factors which play an important role in supplier 
development process of SMEs in a cross-border context. 
Firstly, the initial impression plays an important role in the selection process of clients and 
suppliers (Huong et al., 2011). There is no second time to make the first impression, especially 
when the client and suppliers are a half the globe away from each other. A good impression at 
initial meetings or communication may significantly improve the possibility of cooperation. 
Conversely, a bad impression may lead the engagement to an end, since there is unlikely 
another chance for both parties to meet again or to continue the relationship. That is the way 




requests, and how the vendor processes or gives feedback to the client’s request. It is not 
really related to the technical capability of the vendor or the potential business request of the 
client, but how both sides may find each other and show their appreciation to their counterpart. 
A good first impression can warrant further communication and a chance for both sides to 
explore and evaluate their potential business partner. 
Secondly, high commitment and an attitude of partnership are vitally important for the 
engagement (Krause et al., 2007). At the client side, that is not only the commitment at top 
management level, but also the commitment of all middle managers who are directly involved 
in the working process with offshore vendors. In this case study, the top client managers have 
shown their commitment and wanted to develop vendors. However, there was still a skeptical 
attitude of middle managers of the client. The reason might be because the middle men have 
less experienced working with external vendors. When the client involves a vendor into its 
operational process, that means middle men have more tasks with uncertainties to deal with. 
Therefore they may be skeptical or unwilling to work with the vendors. Thus, internal 
communication (Krause & Ellram, 1997b) is very important to ensure that client team members 
who are involved (directly or indirectly) in the external engagement should be motivated and 
well communicated. 
Thirdly, the knowledge transfer process should be well facilitated (Deng & Mao, 2012; Oshri, 
2015). In a knowledge intensive sector such as ITO, knowledge transfer is a key component 
that contributes significantly to the working process between the client and the vendor (Oshri, 
2015). This case study highlights two factors which should be prioritized for an effective 
knowledge transfer process: (1) the communication mechanisms and (2) the human 
involvement of both parties. While the supporting technology can help transferring the explicit 
knowledge (e.g. technology instructions, processes, interfaces, report and storage system, 
etc.), the highly involvement of people from both sides is key for step by step transferring the 
tacit knowledge. That requires the client and suppliers have to overcome language and cultural 
barriers (Huong et al., 2011). By doing that, it can also help to create mutual trust and motivate 





6.3 Theoretical contributions of the research 
Generally, the results from this case study make a theoretical contribution to the knowledge in 
SME supplier development practices and client-supplier relationship management. 
Specifically, the contribution is explored from the ITO sector, with respect to the influence of 
supplier willingness in SME supplier selection, SD practice in ITO sector and the motivations 
of suppliers to accept such activities with the client. 
Firstly, this research is among the pioneering studies that explore the supplier development 
practices in a pure SME context, in which both the client and suppliers are small firms in a 
specific knowledge intensive industry (i.e. ITO sector). The research shows that supplier 
development is not only for large firms in manufacturing sectors, but it is also widely applied in 
service sectors (e.g. ITO) and by SMEs. In addition, the research filled the gap in 
understanding how and which activities SMEs are using for their SD practices. 
Next, the role of supplier willingness which has been under-studied for a long period of time 
(Dickson, 1966; Mukherjee, 2014; Weber et al., 1991) was explored. The case study showed 
that the supplier willingness plays an important role not only in the client’s supplier selection 
process, but also in the supplier development process in which both parties are highly involved. 
The case study also proposed a framework adapted from Rezaei et al. (2015) for SME supplier 
evaluation and segmentation. The framework includes two dimensions of supplier capability 
and supplier willingness ranging from low, middle to high to position suppliers in the client’s 
portfolio of suppliers. Furthermore, the concept supplier willingness was shaped and expended 
in this case study. It has gone beyond what was described by Rezaei et al. (2015) by covering 
somehow the entrepreneurial orientation (EO) (Covin & Slevin, 1991; Miller, 1983) of the 
supplier firms. In this case study, the client perceived the supplier willingness not only as the 
willingness to cooperate but also the risk-taking attitude, the proactive response to the client 
requirements and the innovative orientation of the suppliers to learn new things and to adapt 
working processes, when they realized the business opportunities with the client. 
By applying the two dimensions model including supplier capability and willingness for 
segmenting suppliers, the research has also overcome the weaknesses of the portfolio method 
and involvement method (Rezaei & Fallah Lajimi, 2018) in supplier selection and evaluation 
process. Portfolio method (Lee & Drake, 2009; van Weele, 2010) considers supply risk and 
profit impact to classify the materials or services that a firm purchases into categories (e.g. 
non-critical items, leverage items, bottleneck items and strategic items). Involvement method 




client and suppliers to range the relationship (e.g. short-term contracts, long-term contracts, 
joint ventures and equity interests). The two methods have a problem that they cannot 
associate or include appropriate criteria of supplier selection to the segmentation. Therefore, 
it is still challenging for the client to manage its portfolio of suppliers properly (i.e. how to 
implement supplier development programs effectively in practice). The suggested two-
dimension model (i.e. supplier capability and supplier willingness), to a great extent, can reflect 
relevant criteria of supplier selection that help the client identify which suppliers are more likely 
be selected. Afterward, the client might also use the model for supporting in the decision which 
activities should be considered for developing the suppliers.  
Finally, the research explored the motivations of suppliers to accept the client and the supplier 
development programs. Previous studies have focused on the client’s perspective (Ahmed 
& Hendry, 2012; Liang et al., 2016) with the assumption that supplier development is 
something that is initiated only by the client. However, this case study has proven that 
supplier’s perspective should be taken into account. It is not obvious that a supplier is always 
willing to join the supplier development programs with a client, but it requires certain conditions 
to motivate the supplier to join. The mutual trust (Krause et al., 2007) and long-term 
commitment of both parties (Handfield et al., 2000) are among very important features to 





6.4 Managerial implications of the research 
As the research was conducted from the dyadic perspective and in a pure SME context, results 
of this research suggest specific managerial implications for SMEs from the perspective of 
both clients and suppliers regarding the supplier development and client-supplier relationship 
management practices. 
6.4.1 Managerial implications for SME clients 
In this case study, it is apparent to client managers that the decision whether to collaborate is 
not uniquely theirs. Suppliers also have a significant role in the decision process. In this 
situation, the client has minimal control over the supplier, and the client is required to make an 
appealing offer to suppliers to show that cooperation investment is worthwhile.  
For supplier selection, especially in SME contexts, the client should consider not only the 
supplier capability, but also the supplier willingness. However, supplier willingness is not 
something exists before the client initiates, but it is and should be provoked by the client’s 
efforts for the cooperation. In other words, the client, at the same time, not only evaluates but 
also stimulates the supplier willingness to join the cooperation. 
When a client has a portfolio of suppliers which are varying in their capability and willingness, 
the client should consider different strategies or SD activities to treat these different suppliers 
effectively. However, it is challenging to exactly evaluate the supplier capability and 
willingness, especially at the initial steps, in which both sides have not been involved in any 
business. This case study provides some practical hints that can help managers of SMEs to 
deal with the situation. Firstly, the client contacts potential suppliers to quickly evaluate the 
suppliers through their profiles, historical performances and initial feedback. Those are 
basically for evaluating the supplier capability. After that, it can extend communication and ask 
the suppliers to invest some efforts (e.g. time, human resource) for joining the cooperation. 
Meanwhile, the client has to show its attractiveness regarding the business potential and the 
commitment for long-term cooperation. By doing so, the client can evaluate the supplier 
willingness to join the venture. Hopefully, the client can identify some suppliers willing to 
cooperate and capable enough to work for it. After that, the client can go further with the 
supplier development process including training, pilot projects and other SD activities. Finally, 
both can monitor and evaluate the effectiveness of the engagement. The next table describes 
a suggested outsourcing process which is based on the outsourcing practice observed in the 





Table 61: Suggested outsourcing process and SD for SMEs based on the case study results 
Phase No. of 
vendors 
Activities Goals 
Exploring 40 – 60 
vendors 
• Profile evaluation 
• Contacting (email, video calls) 
• Categorizing based on available 
skills/capabilities and general 
willingness 
• Build up a good supply 
base 
• Stay in touch and be 
ready to contact when 
demands come 
Testing 15 – 20 
vendors 
• On-site visits 
• Direct interviews 
• Invitation to training 
• Invitation to a pilot project 
• Asking for developers’ profiles 
• Testing specific developers 
• Concretely identify 
vendors with relevant 
skillset/capabilities 
• Measure vendors’ 
capabilities and 
willingness 





5 – 7 vendors • Training/knowledge transfer 
• Pilot projects 
• Small real projects 
• Working directly with client 
product owners/managers 
• Introducing potential business 
projects and working models  
• Initial negotiating contract and 
price 
• Deeply evaluate vendors’ 
capabilities, business 
processes, real 
willingness to cooperation 
• Compare vendors with 
one another, segment the 
vendors. 
• Build up the stronger 
business relationship for 
potential projects.  
Architecting/ 
transitioning 
3 – 5 vendors • Internal arranging what, which 
whom and how to outsource 
• Final agreement on prices (hour 
rate or fixed price) and 
contracting (2 – 5 years) 
• Transitioning among internal and 
external teams 
• Identify right functions to 
be outsourced 
• Efficiently contract with 
suitable vendors 
• Smoothly transition 




3 – 5 vendors • Jumping in real projects 
• Cross-team project operating 
• Monitoring productivity, issues 
• Facilitating inter-organizational 
working process 
• Optimize the efficiency  
• Prepare for back-up plan 
when some vendors fail to 
operate 
• Back-up in case of 
disruptions. 
Regenerating Fresh new 40 
– 60 vendors 
(or the same 
vendors) 
• Refresh strategy 
• Totally evaluating outsourcing 
results 
• Outcomes & lessons 
learnt 
• Re-outsource or insource 
• Knowledge refresh 





Nevertheless, it is not always the case that the client gets an ideal supplier high in both 
capability and willingness to make the project successful. The client may also succeed in 
cooperation with a supplier lacking either the capability or willingness, as long as it can manage 
the engagement properly and implement the right SD activities. There are strategies or 
programs (both direct and indirect) for improving the supplier willingness and capability. 
Obviously, those activities should be aligned with both parties’ development strategies, 
because most of SD activities in the ITO sectors are considered relationship-specific 
investments which may not be adopted with other clients or projects. 
The adapted model which was used in this case study might be applied for segmenting 
suppliers during the SD processes. 
 
Figure 43: Suggested model for categorizing suppliers based on capability and willingness 






Based on this model, suppliers might be categorized into different groups. Those suppliers 
which are evaluated with low capability should be removed from the client portfolio of suppliers, 
because they are simply not able to take over the jobs from the client. Those with low 
willingness should be neither considered, unless they are very high in their capability. 
Therefore, there will be five groups of suppliers that the client should be working with: 
• Ideal suppliers: are perceived as having high capability and high willingness to 
cooperate with the client. They are “super stars” in the vendor portfolio of the client. 
The client should develop and maintain good relationship with such suppliers. 
• Potential long-term partners: are considered obtaining high willingness but average 
capability. These “friendly” suppliers are eager to learn new things and invest their 
efforts in the engagement with the client. Thus, the client should keep these vendors 
and try to develop their capability accordingly. Those suppliers might become “super 
stars” in the future. 
• Premium partners: are those with high capability but average willingness. They might 
also become “super stars” in the future. If the client can improve their willingness by 
showing its overall attractiveness and the potential business, the client might also 
consider those vendors highly potential for long-term partnership. 
• Stubborn suppliers: are those with high capability but low willingness. It is quite 
difficult to improve their willingness to work with the client. Instead, the client should 
manage those suppliers by rigorous contractual relationship, if it wants to work with 
them. Those suppliers should be considered only for short-term engagement or 
transaction basis with the client. 
• Question-mark suppliers: are those with average capability and average willingness. 
In this case, it depends on how specific situation in which the client is in to decide if it 
wants to work with those suppliers. Nevertheless, the client has to consider the efforts 
and relevant measures to develop both supplier capability and willingness, if it wants 











Enhance two-way communication  X 
Joint action X X 
On-site visits to the supplier  X 
Invite supplier to the client company  X 
Increase in the purchase percentage of annual sales  X 
Competitive pressure X  
Emphasis on factors other than price X X 
Raising expectations regarding the supplier performance X  
Supplier evaluation and feedback X X 
Financial and physical investment or supplier X X 
Knowledge transfer (training, transferring material, etc.) X X 
Incentives for supplier X X 
Source: combined from the case study results and Rezaei et al. (2015) 
From the client side, the case study also identified some barriers which should be overcome 
to ensure the success of SD process. Firstly, the internal communication must be transparent 
among client top- and middle- managers who are directly affected and interacting with the 
supplier team members. They should be also encouraged to participate in the SD programs 
with suppliers, especially when the client company has been going to start initial offshore 
outsourcing projects. Long-term plans, strategic objectives, benefits of external resources, and 
instructions should be communicated clearly to middle managers and even down to internal 
developers. It should be ensured that their skeptical attitude towards the cooperation with 
suppliers muss be disposed. Secondly, as the nature of the ITO sector, the client usually faces 
the issue of workload forecasting with its customers to coordinate with the offshore suppliers 
accordingly. In addition, the lack of supporting resources of the client often impedes the SD 
process with suppliers. Two-way communication with suppliers should be maintained. By 




commitment to the supplier. Therefore, it can call for the supplier understanding and supports 
for such the tough situation. 
Obviously, outsourcing might bring potential risks for the client, there are some key risks 
identified in previous section by Oshri et al. (2010). The table below will suggest some practical 
solutions based on the observation of the case study. 
Table 63: Client risks and difficulties of ITO implementation and suggested solutions 





Select the right vendor first, then the right 
developers/staff of vendor. Test them with pilot 
projects before taking next steps. 
Over budget The vendor needs 
more time/resources 
than estimated to 
complete the tasks. 
Agile developing to avoid over budgeting by 
fixing the budget and time-line and keep the 
scope of project flexible. 
Using fixed price model to deal with vendors 





way of thinking, 
cultural norms. 
Having a coordinator who knows both client 
(German) and supplier (Vietnamese) culture to 
overcome those difficulties. Training of cultural 
topics should be organized frequently. 
Language 
differences 
English is the 
language in common, 
while the mother 
tongue is German 
and Vietnamese.  
English should be the first business language 
both inter- and externally.  
For vendors, they should be forced to improve 
English capability (training, practicing). There 




either vendors or 
client suddenly quit 
jobs at pre- or post-
project. 
For each skill/project there must be at least two 
people who can take over, both in internal and 
external team. 
Most important is to keep employees motivated 
and build long-term development strategy.  
Price rising 
over time 
After the first 
project/contract, the 
Long-term contracting with the vendor (2 – 4 




vendor wants to 
increase the price 
(hour rate, project 
rate). 
agreements) to mitigate the risk of price rising in 
short-term. 
For each skill/service/product there must be at 
least two vendors who can offer acceptable level 
of service. Competitive pressure should be 
always accompanying with commitment and 
cooperative attitude. 
However, reasonable price increase should be 
allowed, as the vendor has to get deserved 
margin to survive and grow up. 




capability or they 
simply do not want to 
work with third 
offshore parties. 
Step by step show the clients how good the new 
model is in managing the quality and delivery of 
service through working with vendors. Pilot 
projects with special offers to invite them to join 
and test with the client. 
Data security 
problems 
Data from the client 
or vendors might be 
lost or wrongly 
transferred or leaked. 
Clearly communication about confidential issues 
(via direct communication, NDA (non-disclosure 
agreement) to ensure that vendors understand 
and acknowledge the issues. 
All data have to be stored at least in two places 
(client and supplier servers).  
Loss of control The client may rely on 
the vendor. 
For each skill/project there must be at least two 
people who can take over, both in internal and 
external team. 
For each skill/service/product there must be at 
least two vendors who can offer acceptable level 
of service. Competitive pressure should be 
always accompanying with commitment and 
cooperative attitude. 




6.4.2 Managerial implications for SME suppliers 
For the ITO suppliers, especially for smaller ones, showing high willingness to cooperate and 
eagerness to develop might overcome capability shortcoming, and improve the chance of 
winning contracts. A client who seeks long-term cooperation with offshore suppliers considers 
not only current skills and capabilities, but also the supplier plans and ambitions. 
To show willingness to the client, the first impression (Huong et al., 2011) at first meetings with 
the client might help to get more interest of the potential partner. Warmly greeting, a 
professional business process and quick responses to the client’s request are always expected 
by the client to create a good image of the supplier. Furthermore, suppliers should be honest 
regarding their capacity or capability to give the client a true overview in order to decide how 
to plan for the next steps (Yoo et al., 2015). After that, during the working process with their 
potential business partner, the supplier‘s proactive attitude to serve and to take responsibility 
(Smite & Wohlin, 2011), the eagerness to learn and improve capability might keep the client 
stay and maintain the engagement (Krause & Ellram, 1997b). 
On the other hand, suppliers should be able to detect the long-term business opportunity with 
the client to decide if it should invest efforts in SD programs with the client (Ho, 2018). To 
evaluate the client, small suppliers might observe some indicators to know if a client has 
potential and commitment to the cooperation. Those indicators include visiting the suppliers, 
sharing the client long-term vision, strategic goals, inviting to client firm, willingness and 
capability to develop the supplier. When positive signals are shown, the supplier might be more 
confident to invest efforts or resources in the potential venture by joining with the client and 
supplier development programs. 
Borrowing again the model of Ho (2018), the small suppliers might consider categorizing their 
(potential) clients into different groups based on the client overall attractiveness and potential 
business value. Those groups include: (1) the nuisance quadrant, the exploitation quadrant, 
(3) the development quadrant and (4) the core business quadrant after initial communication 
and pilot projects. By doing that, the suppliers might make better decisions if they make further 





Figure 44: Clients categorization from supplier perspective 
Source: adapted from Ho (2018) 
 
• Nuisance clients: will be ranked as lowest on the supplier list of priorities. The supplier 
might neither invest such efforts for this type of client nor expect long-term relationship 
with them. 
• Exploitable clients: are those that might bring big business value for the supplier. 
However, they are also “hard” clients that always have high demands and are not 
“easy” to work with. The supplier will try to sell as much as it can and has to ensure the 
quality of services delivered. However, the supplier cannot expect much regarding the 
sharing, open communication or knowledge transfer from this type of client. 
• Development clients: have not brought big business value for the client yet. However, 
this type of client is “easy” to work with and potential for the business value in the future. 
Those clients are open in communication and show high commitment to the 
engagement. Thus, the supplier might consider investing their resources to accompany 
these clients for a long-term cooperation. 
• Core clients: are high in both overall attractiveness and potential business value. The 
supplier will most likely consider these clients a part of its core business. It will also 





6.4.3 Managerial implications for both SME clients and suppliers 
The results of this case study have shown consensus with what Niazi, Mahmood, Alshayeb, 
Qureshi et al. (2016) reviewed regarding the pitfalls of supplier development from both the 
client and suppliers in the ITO sector. Key challenges include: lack of cultural understanding 
between onshore and offshore teams, lack of knowledge management and transfer among 
teams, lack of trust, geographical distance and time-zone differences, lack of unified working 
processes among distributed teams and lack of proper IT infrastructure (Niazi, Mahmood, 
Alshayeb, Riaz et al., 2016). To overcome those obstacles, both sides might consider following 
points to improve the outcomes of supplier development and the cooperation. 
Firstly, members of both teams, who are engaged in the supplier development or projects with 
offshore suppliers, should be familiarized with the counterpart’s culture and working styles. For 
doing so, not only top managers but “middle men” of the client firm should be sent to supplier 
side too, and vice versa. On-site visits and short business trips might significantly help team 
members understand each other and create a good impression of each other. Nevertheless, it 
depends on how the relationship and the business potential between the client and the supplier 
for both sides to consider such investment in the engagement. 
Secondly, due to the geographical distance, there is usually time-zone difference between 
onshore and offshore team. Thus, either the onshore team or the offshore team should change 
their working time to make sure that there are at lease 5 hours overlapping for synchronous 
communication among distributed team members. In ITO context, it is more likely that the 
supplier will change their working time to fit with the client working time zone. However, if team 
members of the client are willing to start their working day a bit earlier, it could create a great 
cooperation attitude that might help the working with offshore teams. 
Thirdly, the client and the supplier usually have their own working processes and how team 
members communicate. Those processes could be different, thus both parties should have 
uniform working processes, through which the communication, information and delivery flows 
have to be agreed between both sides. These days, thanks to the development of the 
technology, there is a wide range of platforms, means of communication (e.g. JIRA, 
Confluence, Bitbucket, Repository, WebEx, Scrum, Kanban, etc.) that the client and the 
supplier might choose to create standard working processes. Those changes will also facilitate 
the knowledge transfer process between onshore and offshore team. Of course, these 




Regarding the success factors of SD, results of this case study are also aligned with what 
Niazi, Mahmood, Alshayeb, Qureshi et al. (2016) found, especially in the context of global 
software development. To ensure a successful software development project, both the client 
and the supplier must ensure (1) a suitable organizational structure, (2) cultural awareness, 
(3) strong project management skills and (4) clear requirement specification (Niazi, Mahmood, 
Alshayeb, Qureshi et al., 2016).  
Organizational structure is characterized by the project scope and location (Niazi, Mahmood, 
Alshayeb, Qureshi et al., 2016). According to Binder (2016), there are different organizational 
structures in global software development projects (e.g. global programs of local projects or 
local programs with global projects). Therefore, both parties must find a suitable structure 
combining onshore and offshore team members. The structure should not only be able to 
define clearly roles and responsibilities of members, but also allow smooth information 
exchange and communication. Furthermore, in global context, there should be a coordinator 
who play the role of a “boundary spanner” (Cross & Parker, 2004; Levina & Vaast, 2008). The 
boundary spanner facilitates the flow of knowledge from onshore to offshore team, support the 
sharing of expertise by linking two or more groups of people of internal and external 
organization (Cross & Parker, 2004). This person might be a member of either the client or the 
supplier firm, as long as he (or she) can span and bridge the boundaries. Those include the 
cultural, language and communication boundaries (Levina & Vaast, 2008). His (or her) roles 
also include coordinating both teams, initiating all activities to ensure information exchange 
and building of communication networks (Levina & Vaast, 2005). In addition, the boundary 
spanner cultivates and intensifies relationship to build up trust among teams. 
At project management level, both sides must ensure that project managers have enough 
relevant project management skills (i.e. managing scope, budget and timeline of the project in 
general and communication among team members). For doing so, the requirements of the 
client must be clearly specified and communicated with the suppliers (Ho, 2018). That will 
ensure that the solution design and effort estimation from the supplier will be more reliable and 
help the client evaluate better the situation. Therefore, it requires open and frequent 
communication among team members to exchange as much as relevant information possible. 
Once again, the boundary spanner should play a role in supporting cross-team communication. 
The more communication between onshore and offshore teams is, the more precise the 




For improving mutual trust, both the client and the supplier should consider how to contribute 
fairly to the engagement. For example, the client might take its efforts such as time, human 
resources to train developers of the suppler for specific technologies or knowledge. Meanwhile, 
the supplier should contribute its resources to the process too. That is time, personnel 
resources, and the willingness to learn and share knowledge with the client. When the client 
and the supplier perceive contributions of each side fair and reasonable, both parties can 
expect to get the benefits shared equally afterward in respect of a long-term engagement. 
In conclusion, despite the lack of resources, SMEs can still succeed in offshore outsourcing 
strategy through supplier development efforts. Trust and commitment are vitally important for 
the cooperation with offshore partners. That is not only the commitment at top management 
level, but also the commitment of every individual involved in the projects. Therefore, it requires 
effective communication within the client firm to clarify and to encourage all stakeholders to 
work with the external partners. From the supplier side, they can either focus on the new 
technology development or the client-supplier relationship improvement to approach the client. 
However, it requires a balance between the capability (technology development) and the 
willingness (client-supplier relationship) of the supplier, which can stimulate the client 
willingness to cooperate and maintain the long-term cooperation. To do so, cultural differences 
and language barriers must be overcome. Besides clearly two-way communication, the client 
and the supplier might consider other activities such as cultural courses, visits to each other, 
and training in both soft-skills and hard-skills. Those activities are really supporting the 





6.5 Limitations and future research 
Obviously, there is always a trade-off between the generalizability and the insights of a 
research in case study research. The major limitation of this research lays on its small sample 
size because this is a single case study in specific ITO sector. Therefore, the results from this 
case study face a challenge for generalization. Secondly, although this case study is 
considered as longitudinal research (data were collected in many points of time in more than 
two years), it is still at the initial phase of the cooperation between the client and suppliers. 
Thus, we cannot evaluate exactly the impacts of SD on the client and the suppliers in long 
term. 
Due to those limitations of the case study, there are rooms for future research. Firstly, further 
case studies (single or multiple cases) in other sectors might be conducted for cross-checking 
or triangulating the results of this case study. In addition, the next research might explore the 
SD practices of SMEs in a context of developing countries to compare with results of this 
research in the cross-national context between developed and developing countries. Secondly, 
future studies might implement quantitative research to confirm the role of supplier willingness 
and the supplier motivation in supplier development process by collecting larger sample sizes. 
This direction might support the generalizability of results from this research. Finally, further 
research might continue the extended longitudinal research of the same research or research 





Abdullah, R., & Maharjan, K. (2003). Critical elements of supplier development in the 
Malaysian automobile industry: parts and components procurement and supplier 
development practice in proton. Journal of International Development and Cooperation, 
9(2), 65–87. 
Adu-Gyamfi, R. (2017). Export Processing Zones and the host Economy: Analysing Firm 
Linkage and Local Supplier Development in Ghana. Leipzig University, Germany. 
Ağan, Y., Kuzey, C., Acar, M. F., & Açıkgöz, A. (2016). The relationships between corporate 
social responsibility, environmental supplier development, and firm performance. Journal 
of Cleaner Production, 112, 1872–1881. https://doi.org/10.1016/j.jclepro.2014.08.090  
Agrawal, A., Kim, Y., Kwon, H. D., & Muthulingam, S. (2016). Investment in Shared 
Suppliers: Effect of Learning, Spillover, and Competition. Production and Operations 
Management, 25(4), 736–750. https://doi.org/10.1111/poms.12503  
Ahmed, M., & Hendry, L. (2012). Supplier Development Literature Review and Key Future 
Research Areas. International Journal of Engineering and Technology Innovation, 2(4), 
1293–1303. 
Aissaoui, N., Haouari, M., & Hassini, E. (2007). Supplier selection and order lot sizing 
modeling: A review. Computers & Operations Research, 34(12), 3516–3540. 
https://doi.org/10.1016/j.cor.2006.01.016  
Akman, G. (2015). Evaluating suppliers to include green supplier development programs via 
fuzzy c-means and VIKOR methods. Computers & Industrial Engineering, 86, 69–82. 
https://doi.org/10.1016/j.cie.2014.10.013  
Anderson, B. S., Covin, J. G., & Slevin, D. P. (2009). Understanding the relationship between 
entrepreneurial orientation and strategic learning capability: An empirical investigation. 
Strategic Entrepreneurship Journal, 3(3), 218–240. https://doi.org/10.1002/sej.72  
Araz, C., & Ozkarahan, I. (2007). Supplier evaluation and management system for strategic 
sourcing based on a new multicriteria sorting procedure. International Journal of 
Production Economics, 106(2), 585–606. https://doi.org/10.1016/j.ijpe.2006.08.008  
Arráiz, I., Henríquez, F., & Stucchi, R. (2013). Supplier development programs and firm 





Arroyo-López, P., Holmen, E., & Boer, L. de (2012). How do supplier development programs 
affect suppliers? Insights for suppliers, buyers and governments from an empirical study 
in Mexico. Business Process Management Journal, 18(4), 680–707. 
https://doi.org/10.1108/14637151211253792  
Arshinder, Kanda, A., & Deshmukh, S. G. (2007). Supply chain coordination issues: An SAP-
LAP framework. Asia Pacific Journal of Marketing and Logistics, 19(3), 240–264. 
https://doi.org/10.1108/13555850710772923  
Arumugam, V. C., Derakhshan, A., & Boon, O. H. (2011). Implementation of supplier 
development activities in manufacturing organization: a review of literature. European 
Journal of Economics, Finance and Administrative Sciences, 16(43), 35–43. 
Asare, A. K., Brashear, T. G., & Yang, J. (2014). The Relationship Between Supplier 
Development and Firm Performance: Utilizing the Market-Based Asset Framework. In M. 
C. Dato-on (Ed.), The sustainable global marketplace (p. 352). New York: Springer. 
https://doi.org/10.1007/978-3-319-10873-5_208  
Asare, A. K., Brashear, T. G., Yang, J., & Kang, J. (2013). The relationship between supplier 
development and firm performance: The mediating role of marketing process 
improvement. Journal of Business & Industrial Marketing, 28(6), 523–532. 
https://doi.org/10.1108/JBIM-04-2013-0100  
Ashby, A. (2016). From global to local: Reshoring for sustainability. Operations Management 
Research, 9(3-4), 75–88. https://doi.org/10.1007/s12063-016-0117-9  
Aßländer, M. S., Roloff, J., & Nayır, D. Z. (2016). Suppliers as Stewards? Managing Social 
Standards in First- and Second-Tier Suppliers. Journal of Business Ethics, 139(4), 661–
683. https://doi.org/10.1007/s10551-016-3148-0  
AT Kearney (2017). 2017 A.T. Kearney Global Services Location Index-The Widening Impact 
of Automation. Retrieved from 
https://www.atkearney.com/documents/20152/793366/The+Widening+Impact+of+Automat
ion.pdf/42b06cf4-e5f9-d8ec-a30c-a82dd26d4953  
Awasthi, A., & Kannan, G. (2016). Green supplier development program selection using NGT 
and VIKOR under fuzzy environment. Computers & Industrial Engineering, 91, 100–108. 
https://doi.org/10.1016/j.cie.2015.11.011  





Badri Ahmadi, H., Hashemi Petrudi, S. H., & Wang, X. (2017). Integrating sustainability into 
supplier selection with analytical hierarchy process and improved grey relational analysis: 
A case of telecom industry. The International Journal of Advanced Manufacturing 
Technology, 90(9-12), 2413–2427. https://doi.org/10.1007/s00170-016-9518-z  
Bag, S., & Gupta, S. (2017). Antecedents of Sustainable Innovation in Supplier Networks: A 
South African Experience. Global Journal of Flexible Systems Management, 18(3), 231–
250. https://doi.org/10.1007/s40171-017-0158-4  
Bai, C., Dhavale, D., & Sarkis, J. (2016). Complex investment decisions using rough set and 
fuzzy c-means: An example of investment in green supply chains. European Journal of 
Operational Research, 248(2), 507–521. https://doi.org/10.1016/j.ejor.2015.07.059  
Bai, C., & Sarkis, J. (2010). Green supplier development: Analytical evaluation using rough 
set theory. Journal of Cleaner Production, 18(12), 1200–1210. 
https://doi.org/10.1016/j.jclepro.2010.01.016  
Bai, C., & Sarkis, J. (2011). Evaluating supplier development programs with a grey based 
rough set methodology. Expert Systems with Applications. Advance online publication. 
https://doi.org/10.1016/j.eswa.2011.02.137  
Bai, C., & Sarkis, J. (2016). Supplier development investment strategies: A game theoretic 
evaluation. Annals of Operations Research, 240(2), 583–615. 
https://doi.org/10.1007/s10479-014-1737-9  
Bakeshlou, E. A., Khamseh, A. A., Asl, M. A. G., Sadeghi, J., & Abbaszadeh, M. (2017). 
Evaluating a green supplier selection problem using a hybrid MODM algorithm. Journal of 
Intelligent Manufacturing, 28(4), 913–927. https://doi.org/10.1007/s10845-014-1028-y  
Barney, J. B. (1991). Firm resources and sustained competitive advantage. Journal of 
Management, 17(1), 99–120. 
Batson, R. G. (2008). A survey of best practices in automotive supplier development. 
International Journal of Automotive Technology and Management, 8(2), 129–144. 
https://doi.org/10.1504/IJATM.2008.018890  
Behera, A. K., Nayak, N. C., & Das, H. C. (2015). Performance Measurement in Banking & 
Software Firm: An Empirical Research. Global Journal of Flexible Systems Management, 
16(1), 3–18. https://doi.org/10.1007/s40171-014-0083-8  
Bensaou, B. M. (1999). Portfolios of buyer-supplier relationships. Sloan Management 





Berg, B. L., & Lune, H. (2012). Qualitative research methods for the social sciences (8th ed., 
International ed. /  Bruce L. Berg, Howard Lune). Boston, Mass., London: Pearson. 
Bernard, H. R. (2011). Research methods in anthropology: Qualitative and quantitative 
approaches (5th ed.). Lanham Md.: AltaMira Press. 
Bhattacharyya, K., & Guiffrida, A. L. (2015). An optimization framework for improving supplier 
delivery performance. Applied Mathematical Modelling, 39(13), 3771–3783. 
https://doi.org/10.1016/j.apm.2014.12.004  
Binder, J. (2016). Global Project Management: Routledge. 
Blome, C., Hollos, D., & Paulraj, A. (2013). Green procurement and green supplier 
development: Antecedents and effects on supplier performance. International Journal of 
Production Research, 52(1), 32–49. https://doi.org/10.1080/00207543.2013.825748  
Blonska, A., Rozemeijer, F., & Wetzels, M. (2008). The influence of supplier development on 
gaining a preferential buyer status, supplier adaptation and supplier relational 
embeddedness’,.: Paper presented at the 24th IMP Conference. 
Boer, L. de, Labro, E., & Morlacchi, P. (2001). A review of methods supporting supplier 
selection. European Journal of Purchasing & Supply Management, 7(2), 75–89. 
https://doi.org/10.1016/S0969-7012(00)00028-9  
Brandenburg, M., Govindan, K., Sarkis, J., & Seuring, S. (2014). Quantitative models for 
sustainable supply chain management: Developments and directions. European Journal 
of Operational Research, 233(2), 299–312. https://doi.org/10.1016/j.ejor.2013.09.032  
Bryman, A., & Bell, E. (2015). Business research methods (Fourth edition). Oxford: Oxford 
University Press. 
Busse, C., Schleper, M. C., Niu, M., & Wagner, S. M. (2016). Supplier development for 
sustainability: Contextual barriers in global supply chains. International Journal of Physical 
Distribution & Logistics Management, 46(5), 442–468. https://doi.org/10.1108/IJPDLM-12-
2015-0300  
Calignano, G., & Vaaland, T. I. (2017). Supplier Development in Tanzania; Experiences, 
expectations and motivation. The Extractive Industries and Society, 4(2), 385–397. 
https://doi.org/10.1016/j.exis.2017.01.012  
Calignano, G., & Vaaland, T. I. (2018). Local content in Tanzania: Are local suppliers 





Cankurtaran, P., Langerak, F., & Griffin, A. (2013). Consequences of New Product 
Development Speed: A Meta-Analysis. Journal of Product Innovation Management, 30(3), 
465–486. https://doi.org/10.1111/jpim.12011  
Carr, A. S., & Pearson, J. N. (1999). Strategically managed buyer–supplier relationships and 
performance outcomes. Journal of Operations Management, 17(5), 497–519. 
https://doi.org/10.1016/S0272-6963(99)00007-8  
Carr, A. S., & Kaynak, H. (2007). Communication methods, information sharing, supplier 
development and performance. International Journal of Operations & Production 
Management, 27(4), 346–370. https://doi.org/10.1108/01443570710736958  
Carr, A. S., Kaynak, H., Hartley, J. L., & Ross, A. (2008). Supplier dependence: Impact on 
supplier's participation and performance. International Journal of Operations & Production 
Management, 28(9), 899–916. https://doi.org/10.1108/01443570810895302  
Chai, J., Liu, J. N.K., & Ngai, E. W.T. (2013). Application of decision-making techniques in 
supplier selection: A systematic review of literature. Expert Systems with Applications, 
40(10), 3872–3885. https://doi.org/10.1016/j.eswa.2012.12.040  
Chakraborty, S., & Philip, T. (1996). Vendor development strategies. International Journal of 
Operations & Production Management, 16(10), 54–66. 
https://doi.org/10.1108/01443579610130691  
Chan, F. T.S., & Kumar, N. (2007). Global supplier development considering risk factors 
using fuzzy extended AHP-based approach. Omega, 35(4), 417–431. 
https://doi.org/10.1016/j.omega.2005.08.004  
Chang, S.-I., Yen, D. C., Ng, C. S.-P., & Chang, W.-T. (2012). An analysis of IT/IS 
outsourcing provider selection for small- and medium-sized enterprises in Taiwan. 
Information & Management, 49(5), 199–209. https://doi.org/10.1016/j.im.2012.03.001  
Chao, G. H., Iravani, S. M. R., & Savaskan, R. C. (2009). Quality Improvement Incentives 
and Product Recall Cost Sharing Contracts. Management Science, 55(7), 1122–1138. 
https://doi.org/10.1287/mnsc.1090.1008  
Chavhan, R., Mahajan, S. K., & Joshi, S. P. (2012). Supplier development: theories and 
practices. Journal of Mechanical and Civil Engineering, 3(3), 37–51. 
Chen, A., Hsieh, C.-Y., & Wee, H. M. (2016). A resilient global supplier selection strategy—a 
case study of an automotive company. The International Journal of Advanced 





Chen, J., Liang, L., & Yang, F. (2015). Cooperative quality investment in outsourcing. 
International Journal of Production Economics, 162, 174–191. 
https://doi.org/10.1016/j.ijpe.2015.01.019  
Chen, K.-S., Yang, S.-L., & Chen, H.-T. (2015). Process improvement capability index with 
cost – A modeling method of mathematical programming. Applied Mathematical 
Modelling, 39(5-6), 1577–1586. https://doi.org/10.1016/j.apm.2014.09.025  
Chen, L., Ellis, S. C., & Suresh, N. (2016). A supplier development adoption framework using 
expectancy theory. International Journal of Operations & Production Management, 36(5), 
592–615. https://doi.org/10.1108/IJOPM-09-2013-0413  
Chi, T., Liu, J., & Chen, H. (1997). Optimal stopping rule for a project with uncertain 
completion time and partial salvageability. IEEE Transactions on Engineering 
Management, 44(1), 54–66. https://doi.org/10.1109/17.552808  
Chidambaranathan, S., Muralidharan, C., & Deshmukh, S. G. (2009). Analyzing the 
interaction of critical factors of supplier development using Interpretive Structural 
Modeling—an empirical study. The International Journal of Advanced Manufacturing 
Technology, 43(11-12), 1081–1093. https://doi.org/10.1007/s00170-008-1788-7  
Choudhury, V., & Sabherwal, R. (2003). Portfolios of Control in Outsourced Software 
Development Projects. Information Systems Research, 14(3), 291–314. 
https://doi.org/10.1287/isre.14.3.291.16563  
Clark, K. B. (1989). Project Scope and Project Performance: The Effect of Parts Strategy and 
Supplier Involvement on Product Development. Management Science, 35(10), 1247–
1263. https://doi.org/10.1287/mnsc.35.10.1247  
Clemons, R., & Slotnick, S. A. (2016). The effect of supply-chain disruption, quality and 
knowledge transfer on firm strategy. International Journal of Production Economics, 178, 
169–186. https://doi.org/10.1016/j.ijpe.2016.05.012  
Coase, R. H. (1937). The Nature of the Firm. Economica, 4(16), 386–405. 
https://doi.org/10.1111/j.1468-0335.1937.tb00002.x  
Cohen, W. M., & Levinthal, D. A. (1990). Absorptive Capacity: A New Perspective on 
Learning and Innovation. Administrative Science Quarterly, 35(1), 128. 
https://doi.org/10.2307/2393553  
Cooper, M. C., & Gardner, J. T. (1993). Building Good Business Relationships: More than 
Just Partnering or Strategic Alliances? International Journal of Physical Distribution & 




Covin, J. G., & Slevin, D. P. (1991). A Conceptual Model of Entrepreneurship as Firm 
Behavior. Entrepreneurship Theory and Practice, 16(1), 7–26. 
https://doi.org/10.1177/104225879101600102  
Cox, A. (1996). Relational competence and strategic procurement management. European 
Journal of Purchasing & Supply Management, 2(1), 57–70. https://doi.org/10.1016/0969-
7012(95)00019-4  
Cox, A. (2001). Understanding Buyer and Supplier Power: A Framework for Procurement 
and Supply Competence. The Journal of Supply Chain Management, 37(2), 8–15. 
https://doi.org/10.1111/j.1745-493X.2001.tb00094.x  
Cox Edmondson, V., Suh, W. S., & Munchus, G. (2008). Exceeding government-mandated 
social programs: Minority supplier development programs. Management Research News, 
31(2), 111–124. https://doi.org/10.1108/01409170810846830  
Cross, R. L., & Parker, A. (2004). The hidden power of social networks: Understanding how 
work really gets done in organizations /  Rob Cross, Andrew Parker. Boston, Mass.: 
Harvard Business School Press; [London :  McGraw-Hill. 
Cui, L. X., Bai, L., & Cui, Z. P. (2017). Optimal multi-period multi-product supplier selection 
and order allocation: Balancing supplier development and supplier switching. In 2017 
IEEE International Conference on Industrial Engineering and Engineering Management 
(IEEM) (pp. 1985–1989). IEEE. https://doi.org/10.1109/IEEM.2017.8290239  
Cui, L., Deng, J., Liu, F., Zhang, Y., & Xu, M. (2017). Investigation of RFID investment in a 
single retailer two-supplier supply chain with random demand to decrease inventory 
inaccuracy. Journal of Cleaner Production, 142, 2028–2044. 
https://doi.org/10.1016/j.jclepro.2016.11.081  
Dalvi, M. V., & Kant, R. (2017). Ranking the barriers of supplier development using fuzzy 
AHP approach. International Journal of Procurement Management, 10(1), 106. 
https://doi.org/10.1504/IJPM.2017.080919  
Dalvi, M. V., & Kant, R. (2015). Benefits, criteria and activities of supplier development: A 
categorical literature review. Asia Pacific Journal of Marketing and Logistics, 27(4), 653–
675. https://doi.org/10.1108/APJML-11-2014-0161  
Dalvi, M. V., & Kant, R. (2018). Effect of supplier development activities on performance 





DAXX (2019). In welchen Ländern entwickeln deutsche und niederländische Unternehmen 
Ihre Software? Retrieved from 
https://www.daxx.com/de/blog/entwicklungstrends/outsourcing-software-entwicklung-
deutschland-niederlande-statistik  
Deng, C.-P., & Mao, J.-Y. (2012). Knowledge Transfer to Vendors in Offshore Information 
Systems Outsourcing. Journal of Global Information Management, 20(3), 1–22. 
https://doi.org/10.4018/jgim.2012070101  
Deng, S.-J., & Elmaghraby, W. (2005). Supplier Selection via Tournaments. Production and 
Operations Management, 14(2), 252–267. https://doi.org/10.1111/j.1937-
5956.2005.tb00022.x  
Denzin, N. K., & Lincoln, Y. S. (2000). Handbook of qualitative research (2nd ed.). Thousand 
Oaks, Calif., London: Sage Publications. 
Dickson, G. W. (1966). An analysis of vendor selection systems and decisions. Journal of 
Purchasing, 2(1), 5–17. 
Dominic, P.D.D., Whab, A. A., Kannabiran, G., & Foong, O. M. (2010). A new hybrid model 
for the supplier selection decision. International Journal of Business Information Systems, 
5(3), 230. https://doi.org/10.1504/IJBIS.2010.031928  
Dou, Y., Zhu, Q., & Sarkis, J. (2014). Evaluating green supplier development programs with 
a grey-analytical network process-based methodology. European Journal of Operational 
Research, 233(2), 420–431. https://doi.org/10.1016/j.ejor.2013.03.004  
Dou, Y., Zhu, Q., & Sarkis, J. (2015). Integrating Strategic Carbon Management into Formal 
Evaluation of Environmental Supplier Development Programs. Business Strategy and the 
Environment, 24(8), 873–891. https://doi.org/10.1002/bse.1851  
Droge, C., Jayaram, J., & Vickery, S. K. (2004). The effects of internal versus external 
integration practices on time-based performance and overall firm performance. Journal of 
Operations Management, 22(6), 557–573. https://doi.org/10.1016/j.jom.2004.08.001  
Dudovskiy, J. (2016). The Ultimate Guide to Writing a Dissertation in Business Studies: a 
step by step assistance. Research-methodology.net: Ebook. Retrieved from 
http://research-methodology.net/about-us/ebook/  
Dunn, S. C., & Young, R. R. (2004). Supplier Assistance Within Supplier Development 





Dyer, J. H., & Hatch, N. W. (2004). Using supplier networks to learn faster. MIT Sloan 
Management Review, 45(3), 57–63. 
Dyer, J. H. (1996). Specialized supplier networks as a source of competitive advantage:: 
Evidence from the auto industry. Strategic Management Journal, 17(4), 271–291. 
https://doi.org/10.1002/(SICI)1097-0266(199604)17:4<271::AID-SMJ807>3.0.CO;2-Y  
Dyer, J. H., Cho, D. S., & Chu, W. (1998). Strategic Supplier Segmentation: The Next “Best 
Practice” in Supply Chain Management. California Management Review, 40(2), 57–77. 
https://doi.org/10.2307/41165933  
Dyer, J. H., & Nobeoka, K. (2000). Creating and managing a high-performance knowledge-
sharing network: The Toyota case. Strategic Management Journal, 21(3), 345–367. 
https://doi.org/10.1002/(SICI)1097-0266(200003)21:3<345::AID-SMJ96>3.0.CO;2-N  
Ellram, L. M., & Liu, B. (2002). The financial impact of supplier managerment. Supply Chain 
Management Review, 6(2), 36–44. 
Ellram, L. M. (1991). Supply-Chain Management: The Industrial Organisation Perspective. 
International Journal of Physical Distribution & Logistics Management, 21(1), 13–22. 
https://doi.org/10.1108/09600039110137082  
Ellram, L. M. (1995). Partnering Pitfalls and Success Factors. International Journal of 
Purchasing and Materials Management, 31(1), 35–44. https://doi.org/10.1111/j.1745-
493X.1995.tb00201.x  
Ellram, L. M., Zsidisin, G. A., Siferd, S. P., & Stanly, M. J. (2002). The Impact of Purchasing 
and Supply Management Activities on Corporate Success. The Journal of Supply Chain 
Management, 38(1), 4–17. https://doi.org/10.1111/j.1745-493X.2002.tb00116.x  
Emiliani, M. L. (2000). Supporting small businesses in their transition to lean production. 
Supply Chain Management: An International Journal, 5(2), 66–71. 
https://doi.org/10.1108/13598540010319975  
Espino-Rodriguez, T. F., & Padron-Robaina, V. (2006). A review of outsourcing from the 
resource-based view of the firm. International Journal of Management Reviews, 8(1), 49–
70. https://doi.org/10.1111/j.1468-2370.2006.00120.x  
Fatrias, D., Kamil, I., & Meilani, D. (2018). An integrative multi-criteria decision making 
techniques for supplier evaluation problem with its application. IOP Conference Series: 





Fink, R. C. (2006). Transaction cost economics, resource dependence theory, and customer-
supplier relationships. Industrial and Corporate Change, 15(3), 497–529. 
https://doi.org/10.1093/icc/dtl008  
First Alliances (2018). Vietnam Salary Guide 2018. Retrieved from 
https://www.fa.net.vn/media/first-alliances/client/Salary%20Guide/vietnam-salary-2018-
first-alliances.pdf  
Fitzgerald, K. R. (1995). For superb supplier development. Perchasing, 119(32-40). 
Forker, L. B., & Hershauer, J. C. (2000). Some determinants of satisfaction and quality 
performance in the electronic components industry. Production and Inventory 
Management Journal, 41(2), 14–20. 
Forker, L. B., & Mendez, D. (2001). An analytical method for benchmarking best peer 
suppliers. International Journal of Operations & Production Management, 21(1/2), 195–
209. https://doi.org/10.1108/01443570110358530  
Forker, L. B., Ruch, W. A., & Hershauer, J. C. (1999). Examining Supplier Improvement 
Efforts from Both Sides. The Journal of Supply Chain Management, 35(3), 40–50. 
https://doi.org/10.1111/j.1745-493X.1999.tb00061.x  
Forker, L. B., & Stannack, P. (2000). Cooperation versus competition: Do buyers and 
suppliers really see eye-to-eye? European Journal of Purchasing & Supply Management, 
6(1), 31–40. https://doi.org/10.1016/S0969-7012(99)00032-5  
Friedl, G., & Wagner, S. M. (2012). Supplier development or supplier switching? International 
Journal of Production Research, 50(11), 3066–3079. 
https://doi.org/10.1080/00207543.2011.588804  
Friedl, G., & Wagner, S. M. (2016). Supplier Development Investments in a Triadic Setting. 
IEEE Transactions on Engineering Management, 63(2), 136–150. 
https://doi.org/10.1109/TEM.2016.2517121  
Frohlich, M. T., & Westbrook, R. (2002). Demand chain management in manufacturing and 
services: Web-based integration, drivers and performance. Journal of Operations 
Management, 20(6), 729–745. https://doi.org/10.1016/S0272-6963(02)00037-2  
Fu, X., Zhu, Q., & Sarkis, J. (2012). Evaluating green supplier development programs at a 
telecommunications systems provider. International Journal of Production Economics, 




Galt, J. D. A., & Dale, B. G. (1991). Supplier Development: A British Case Study. 
International Journal of Purchasing and Materials Management, 27(1), 16–22. 
https://doi.org/10.1111/j.1745-493X.1991.tb00524.x  
Gartner (2017). Market Guide for Midmarket IT Outsourcing Services, Europe. 
Gereffi, G., Humphrey, J., & Sturgeon, T. (2005). The governance of global value chains. 
Review of International Political Economy, 12(1), 78–104. 
https://doi.org/10.1080/09692290500049805  
Ghijsen, P. W.T., Semeijn, J., & Ernstson, S. (2010). Supplier satisfaction and commitment: 
The role of influence strategies and supplier development. Journal of Purchasing and 
Supply Management, 16(1), 17–26. https://doi.org/10.1016/j.pursup.2009.06.002  
Giannakis, M. (2008). Facilitating learning and knowledge transfer through supplier 
development. Supply Chain Management: An International Journal, 13(1), 62–72. 
https://doi.org/10.1108/13598540810850328  
Giunipero, L. C. (1990). Motivating and Monitoring JIT Supplier Performance. Journal of 
Purchasing and Materials Management, 26(3), 19–24. https://doi.org/10.1111/j.1745-
493X.1990.tb00508.x  
Giunipero, L. C., & Brand, R. R. (1996). Purchasing's Role in Supply Chain Management. 
The International Journal of Logistics Management, 7(1), 29–38. 
https://doi.org/10.1108/09574099610805412  
Given, L. M. (2008). The Sage encyclopedia of qualitative research methods. Los Angeles, 
London: SAGE. 
Glock, C. H. (2012). The joint economic lot size problem: A review. International Journal of 
Production Economics, 135(2), 671–686. https://doi.org/10.1016/j.ijpe.2011.10.026  
Glock, C. H. (2016). Training suppliers by delegating workers: A decision support model. 
Computers & Industrial Engineering, 93, 302–309. 
https://doi.org/10.1016/j.cie.2016.01.005  
Glock, C. H., & Grosse, E. H. (2015). Decision support models for production ramp-up: A 
systematic literature review. International Journal of Production Research, 53(21), 6637–
6651. https://doi.org/10.1080/00207543.2015.1064185  
Glock, C. H., Grosse, E. H., & Ries, J. M. (2014). The lot sizing problem: A tertiary study. 





Glock, C. H., Grosse, E. H., & Ries, J. M. (2017). Decision support models for supplier 
development: Systematic literature review and research agenda. International Journal of 
Production Economics, 193, 798–812. https://doi.org/10.1016/j.ijpe.2017.08.025  
Glock, C. H., & Hochrein, S. (2011). Purchasing Organization and Design: A Literature 
Review. Business Research, 4(2), 149–191. https://doi.org/10.1007/BF03342754  
Goddard, W., & Melville, S. (2001). Research methodology (2nd ed.). Kenwyn, South Africa: 
Juta & Co. 
Goffin, K., Lemke, F., & Szwejczewski, M. (2006). An exploratory study of ‘close’ supplier–
manufacturer relationships. Journal of Operations Management, 24(2), 189–209. 
https://doi.org/10.1016/j.jom.2005.05.003  
Goo, J., Kishore, R., Rao, H. R., & Nam, K. (2009). The role of service level agreements in 
relational management of information technology outsourcing: An empirical study. MIS 
quarterly, 119–145. 
Govindan, K., Kannan, D., & Noorul Haq, A. (2010). Analyzing supplier development criteria 
for an automobile industry. Industrial Management & Data Systems, 110(1), 43–62. 
https://doi.org/10.1108/02635571011008399  
Grant, R. M. (1996). Toward a knowledge-based theory of the firm. Strategic Management 
Journal, 17(S2), 109–122. https://doi.org/10.1002/smj.4250171110  
Gregory, R., Back, R., & Prifling, M. (2009). Breaching the Knowledge Transfer Blockade in 
IT Offshore Outsourcing Projects - A Case from the Financial Services Industry. In 
Proceedings of the 42nd annual Hawai'i International Conference on System Sciences: 5-
8 January 2009, Waikoloa, Big Island, Hawaii ; abstracts and CD-ROM of full papers 
(pp. 1–10). Piscataway, NJ: Institute of Electrical and Electronics Engineers, Inc. 
https://doi.org/10.1109/HICSS.2009.93  
Grobe, S. (2018). Sourcing study 2018: Germany is the most popular IT outsourcing region. 
Retrieved from https://www.allgeier-experts.com/en/about-us/news/detail/sourcing-studie-
2018-deutschland-beliebteste-it-outsourcing-region/  
GTAI (2018). GTAI - Software Industry. Retrieved from 
http://www.gtai.de/GTAI/Navigation/EN/Invest/Industries/Information-
technologies/software.html  
Gunasekaran, A., & Kobu, B. (2007). Performance measures and metrics in logistics and 




applications. International Journal of Production Research, 45(12), 2819–2840. 
https://doi.org/10.1080/00207540600806513  
Gupta, A., & Maranas, C. D. (2003). Managing demand uncertainty in supply chain planning. 
Computers & Chemical Engineering, 27(8-9), 1219–1227. https://doi.org/10.1016/S0098-
1354(03)00048-6  
Hahn, C. K., Watts, C. A., & Kim, K. Y. (1990). The Supplier Development Program: A 
Conceptual Model. Journal of Purchasing and Materials Management, 26(2), 2–7. 
https://doi.org/10.1111/j.1745-493X.1990.tb00498.x  
Hahndorf, T. (2017). Interview by outsourcing-journal.org. Germany. 
Hallikas, J., Puumalainen, K., Vesterinen, T., & Virolainen, V.-M. (2005). Risk-based 
classification of supplier relationships. Journal of Purchasing and Supply Management, 
11(2-3), 72–82. https://doi.org/10.1016/j.pursup.2005.10.005  
Hamdi, F., Ghorbel, A., Masmoudi, F., & Dupont, L. (2015). Optimization of a supply portfolio 
in the context of supply chain risk management: Literature review. Journal of Intelligent 
Manufacturing, 144(15), 485. https://doi.org/10.1007/s10845-015-1128-3  
Hammerschmidt, M., Wetzel, H. A., & Arnold, T. J. (2018). The burden of rank: The impact of 
preferred supplier status on excessive buyer requests. Industrial Marketing Management. 
Advance online publication. https://doi.org/10.1016/j.indmarman.2017.10.005  
Handfield, R. B., Krause, D. R., Scannell, T. V., & Monczka, R. M. (2000). Avoid the pitfalls in 
supplier development. Sloan Management Review, 41(2), 37–49. 
Harris, L. C., O'Malley, L., & Patterson, M. (2003). Professional Interaction: Exploring the 
Concept of Attraction. Marketing Theory, 3(1), 9–36. 
https://doi.org/10.1177/1470593103003001002  
Hartley, J., Zirger, B.J., Kamath, & (None), R.R. (1997). Managing the buyer-supplier 
interface for on-time performance in product development. Journal of Operations 
Management, 15(1), 57–70. https://doi.org/10.1016/S0272-6963(96)00089-7  
Hartley, J. L., & Choi, T. Y. (1996). Supplier development: Customers as a catalyst of 
process change. Business Horizons, 39(4), 37–44. https://doi.org/10.1016/S0007-
6813(96)90050-6  
Hartley, J. L., & Jones, G. E. (1997). Process Oriented Supplier Development: Building the 
Capability for Change. International Journal of Purchasing and Materials Management, 




Heide, J. B., & John, G. (1990). Alliances in Industrial Purchasing: The Determinants of Joint 
Action in Buyer-Supplier Relationships. Journal of Marketing Research, 27(1), 24. 
https://doi.org/10.2307/3172548  
Helper, S., & Kiehl, J. (2004). Developing Supplier Capabilities: Market and Non-market 
Approaches. Industry & Innovation, 11(1-2), 89–107. 
https://doi.org/10.1080/1366271042000200466  
Hitt, M. A. (2002). Strategic entrepreneurship: Creating a new integrated mindset /  edited by 
Michael A. Hitt … [et al.]. Strategic Management Society book series. Malden, MA: 
Blackwell. 
Ho, S. (2018). Procurement management. Retrieved from 
https://procurementmanagement.pressbooks.com/chapter/supplier-motivations/  
Ho, W., Xu, X., & Dey, P. K. (2010). Multi-criteria decision making approaches for supplier 
evaluation and selection: A literature review. European Journal of Operational Research, 
202(1), 16–24. https://doi.org/10.1016/j.ejor.2009.05.009  
Hochrein, S., & Glock, C. H. (2012). Systematic literature reviews in purchasing and supply 
management research: A tertiary study. International Journal of Integrated Supply 
Management, 7(4), 215. https://doi.org/10.1504/IJISM.2012.052773  
Hochrein, S., Glock, C. H., Bogaschewsky, R., & Heider, M. (2015). Literature reviews in 
supply chain management: A tertiary study. Management Review Quarterly, 65(4), 239–
280. https://doi.org/10.1007/s11301-015-0113-4  
Hong, P., & Jeong, J. (2006). Supply chain management practices of SMEs: From a 
business growth perspective. Journal of Enterprise Information Management, 19(3), 292–
302. https://doi.org/10.1108/17410390610658478  
Hu, X., Gurnani, H., & Wang, L. (2013). Managing Risk of Supply Disruptions: Incentives for 
Capacity Restoration. Production and Operations Management, 22(1), 137–150. 
https://doi.org/10.1111/j.1937-5956.2012.01342.x  
Huber, G. P. (1991). Organizational Learning: The Contributing Processes and the 
Literatures. Organization Science, 2(1), 88–115. https://doi.org/10.1287/orsc.2.1.88  
Human, S. E., & Provan, K. G. (1997). An Emergent Theory of Structure and Outcomes in 
Small-Firm Strategic Manufacturing Networks. Academy of Management Journal, 40(2), 




Humphreys, P. K., Li, W. L., & Chan, L. Y. (2004). The impact of supplier development on 
buyer–supplier performance. Omega, 32(2), 131–143. 
https://doi.org/10.1016/j.omega.2003.09.016  
Humphreys, P. K., Shiu, W. K., & Chan, F.T.S. (2001). Collaborative buyer-supplier 
relationships in Hong Kong manufacturing firms. Supply Chain Management: An 
International Journal, 6(4), 152–162. https://doi.org/10.1108/EUM0000000005708  
Humphreys, P., Cadden, T., Wen-Li, L., & McHugh, M. (2011). An investigation into supplier 
development activities and their influence on performance in the Chinese electronics 
industry. Production Planning & Control, 22(2), 137–156. 
https://doi.org/10.1080/09537281003733762  
Hunter, L., Beaumont, P., & Sinclair, D. (1996). A 'Partnership' route to human resource 
management? Journal of Management Studies, 33(2), 235–257. 
https://doi.org/10.1111/j.1467-6486.1996.tb00159.x  
Huong, N. T., Katsuhiro, U., & Chi, D. H. (2011). Knowledge Transfer in Offshore 
Outsourcing. Journal of Global Information Management, 19(2), 27–44. 
https://doi.org/10.4018/jgim.2011040102  
Igarashi, M., Boer, L. de, & Fet, A. M. (2013). What is required for greener supplier 
selection? A literature review and conceptual model development. Journal of Purchasing 
and Supply Management, 19(4), 247–263. https://doi.org/10.1016/j.pursup.2013.06.001  
Jain, V., Wadhwa, S., & Deshmukh, S. G. (2009). Select supplier-related issues in modelling 
a dynamic supply chain: Potential, challenges and direction for future research. 
International Journal of Production Research, 47(11), 3013–3039. 
https://doi.org/10.1080/00207540701769958  
Jap, S. D., & Anderson, E. (2007). Testing a Life-Cycle Theory of Cooperative 
Interorganizational Relationships: Movement Across Stages and Performance. 
Management Science, 53(2), 260–275. https://doi.org/10.1287/mnsc.1060.0610  
Johnsen, T. E. (2009). Supplier involvement in new product development and innovation: 
Taking stock and looking to the future. Journal of Purchasing and Supply Management, 
15(3), 187–197. https://doi.org/10.1016/j.pursup.2009.03.008  
Jokela, P., & Söderman, A. (2017). Re-examining the link between fairness and commitment 
in buyer-supplier relationships. Journal of Purchasing and Supply Management, 23(4), 




Joshi, A. W., & Stump, R. L. (1999). The Contingent Effect of Specific Asset Investments on 
Joint Action in Manufacturer-Supplier Relationships: An Empirical Test of the Moderating 
Role of Reciprocal Asset Investments, Uncertainty, and Trust. Journal of the Academy of 
Marketing Science, 27(3), 291–305. https://doi.org/10.1177/0092070399273001  
Joshi, S., Kharat, M., Raut, R., Kamble, S., & Kamble, S. (2017). To examine the 
relationships between supplier development practices and supplier-buyer relationship 
practices from the supplier’s perspective. Benchmarking: An International Journal, 24(5), 
1309–1336. https://doi.org/10.1108/BIJ-01-2016-0006  
Joshi, S. P., Shitole, P., Chavan, R., & Joshi, P. P. (2018). Strategies for Buyer Supplier 
Relationship Improvement: Scale Development and Validation. Procedia Manufacturing, 
20, 470–476. https://doi.org/10.1016/j.promfg.2018.02.069  
Junge, G. H. (2014). Creating value through supplier development: The case of a fish feed 
supplier to the aquaculture industry. In W. W. Smari, G. C. Fox, & M. Nygård (Eds.), 
Proceedings of the 2014 International Conference on Collaboration Technologies and 
Systems: May 19-23, 2014 : the Commons Hotel, Minneapolis, Minnesota (pp. 244–251). 
Piscataway, NJ: IEEE. https://doi.org/10.1109/CTS.2014.6867571  
Jurison, J. (1995). The role of risk and return in information technology outsourcing 
decisions. Journal of Information Technology, 10(4), 239–247. 
https://doi.org/10.1057/jit.1995.27  
Kannan, V. R., & Tan, K. C. (2002). Supplier Selection and Assessment: Their Impact on 
Business Performance. The Journal of Supply Chain Management, 38(4), 11–21. 
https://doi.org/10.1111/j.1745-493X.2002.tb00139.x  
Karsak, E. E., & Dursun, M. (2016). Taxonomy and review of non-deterministic analytical 
methods for supplier selection. International Journal of Computer Integrated 
Manufacturing, 29(3), 263–286. https://doi.org/10.1080/0951192X.2014.1003410  
Kaufman, A., Wood, C. H., & Theyel, G. (2000). Collaboration and technology linkages: A 
strategic supplier typology. Strategic Management Journal, 21(6), 649–663. 
https://doi.org/10.1002/(SICI)1097-0266(200006)21:6<649::AID-SMJ108>3.0.CO;2-U  
Khan, Z., & Nicholson, J. D. (2014). An investigation of the cross-border supplier 
development process: Problems and implications in an emerging economy. International 
Business Review, 23(6), 1212–1222. https://doi.org/10.1016/j.ibusrev.2014.05.001  
Kim, B. (2000). Coordinating an innovation in supply chain management. European Journal 





Kivunja, C., & Kuyini, A. B. (2017). Understanding and Applying Research Paradigms in 
Educational Contexts. International Journal of Higher Education, 6(5), 26. 
https://doi.org/10.5430/ijhe.v6n5p26  
Kraljic, P. (1983). Purchasing must become supply management. Harvard Business Review, 
61(1), 21–28. 
Krause, D. R. (1997). Supplier Development: Current Practices and Outcomes. International 
Journal of Purchasing and Materials Management, 33(1), 12–19. 
https://doi.org/10.1111/j.1745-493X.1997.tb00287.x  
Krause, D. R. (1999). The antecedents of buying firms' efforts to improve suppliers. Journal 
of Operations Management, 17(2), 205–224. https://doi.org/10.1016/S0272-
6963(98)00038-2  
Krause, D. R., & Ellram, L. M. (1997a). Critical elements of supplier development The 
buying-firm perspective. European Journal of Purchasing & Supply Management, 3(1), 
21–31. https://doi.org/10.1016/S0969-7012(96)00003-2  
Krause, D. R., & Ellram, L. M. (1997b). Success factors in supplier development. 
International Journal of Physical Distribution & Logistics Management, 27(1), 39–52. 
https://doi.org/10.1108/09600039710162277  
Krause, D. R., Handfield, R. B., & Scannell, T. V. (1998). An empirical investigation of 
supplier development: Reactive and strategic processes. Journal of Operations 
Management, 17(1), 39–58. https://doi.org/10.1016/S0272-6963(98)00030-8  
Krause, D. R., Handfield, R. B., & Tyler, B. B. (2007). The relationships between supplier 
development, commitment, social capital accumulation and performance improvement. 
Journal of Operations Management, 25(2), 528–545. 
https://doi.org/10.1016/j.jom.2006.05.007  
Krause, D. R., Ragatz, G. L., & Hughley, S. (1999). Supplier Development from the Minority 
Supplier's Perspective. The Journal of Supply Chain Management, 35(4), 33–41. 
https://doi.org/10.1111/j.1745-493X.1999.tb00242.x  
Krause, D. R., & Scannell, T. V. (2002). Supplier Development Practices: Product- and 
Service-Based Industry Comparisons. The Journal of Supply Chain Management, 38(2), 
13–21. https://doi.org/10.1111/j.1745-493X.2002.tb00125.x  
Krause, D. R., Scannell, T. V., & Calantone, R. J. (2000). A Structural Analysis of the 
Effectiveness of Buying Firms' Strategies to Improve Supplier Performance. Decision 




Krause, D. R., & Handfield, R. B. (1999). Developing a world-class supply base. Tempe Ariz.: 
Center for Advanced Purchasing Studies. 
Kuhn, T. S. (1962). The structure of scientific revolutions (2nd ed.). S.l.: University of 
Chicago Press. 
Kumar, C. S., & Routroy, S. (2014). Addressing the Root Cause Impediments for Supplier 
Development in Manufacturing Environment. Procedia Engineering, 97, 2136–2146. 
https://doi.org/10.1016/j.proeng.2014.12.457  
Kumar, C. S., & Routroy, S. (2017). Performance analysis of supplier development 
programs. Benchmarking: An International Journal, 24(2), 488–510. 
https://doi.org/10.1108/BIJ-07-2015-0069  
Kumar, C.V.S., & Routroy, S. (2015). Demystifying Manufacturer Satisfaction through Kano 
Model. Materials Today: Proceedings, 2(4-5), 1585–1594. 
https://doi.org/10.1016/j.matpr.2015.07.085  
Kumar, D., & Rahman, Z. (2016). Buyer supplier relationship and supply chain sustainability: 
Empirical study of Indian automobile industry. Journal of Cleaner Production, 131, 836–
848. https://doi.org/10.1016/j.jclepro.2016.04.007  
Kumar, M. (2007). Critical success factors and hurdles to Six Sigma implementation: The 
case of a UK manufacturing SME. International Journal of Six Sigma and Competitive 
Advantage, 3(4), 333. https://doi.org/10.1504/IJSSCA.2007.017176  
Kumar, P., Shankar, R., & Yadav, S. S. (2012). An analysis of supplier development issues 
in global context: An approach of fuzzy based modelling. International Journal of Logistics 
Systems and Management, 11(3), 407. https://doi.org/10.1504/IJLSM.2012.045920  
Kumar, P., Singh, R. K., & Kumar, R. (2017). An integrated framework of interpretive 
structural modeling and graph theory matrix approach to fix the agility index of an 
automobile manufacturing organization. International Journal of System Assurance 
Engineering and Management, 8(S1), 342–352. https://doi.org/10.1007/s13198-015-0350-
x  
Kwon, I. W. G., Joo, S. J., & Hong, S. J. (2010). Examining the roles of suppliers in large 
scale system integration using coordination theory: An exploratory study. International 





Lacity, M. C., Khan, S., Yan, A., & Willcocks, L. P. (2010). A review of the IT outsourcing 
empirical literature and future research directions. Journal of Information Technology, 
25(4), 395–433. https://doi.org/10.1057/jit.2010.21  
Lambert, D. M. (2010). Supply Chain Management – Processes, Partnerships, Performance. 
In R. Schönberger (Ed.), Gabler Research. Dimensionen der Logistik: Funktionen, 
Institutionen und Handlungsebenen (1st ed., pp. 553–572). Wiesbaden: Gabler. 
https://doi.org/10.1007/978-3-8349-6515-8_29  
Lamming, R. (1996). Squaring lean supply with supply chain management. International 
Journal of Operations & Production Management, 16(2), 183–196. 
https://doi.org/10.1108/01443579610109910  
Lascelles, D. M., & Dale, B. G. (1989). The buyer-supplier relationship in total quality 
management. Journal of Purchasing and Materials Management, 25(2), 10–19. 
Lascelles, D. M., & Dale, B. G. (1990). Examining the Barriers to Supplier Development. 
International Journal of Quality & Reliability Management, 7(2), 51. 
https://doi.org/10.1108/EUM0000000001631  
Lau, H., Nakandala, D., Shum, P. K., & Al-Mashari, M. (2018). A business process decision 
model for fresh-food supplier evaluation. Business Process Management Journal, 0. 
https://doi.org/10.1108/BPMJ-01-2016-0015  
Lee, A. H.I. (2009). A fuzzy supplier selection model with the consideration of benefits, 
opportunities, costs and risks. Expert Systems with Applications, 36(2), 2879–2893. 
https://doi.org/10.1016/j.eswa.2008.01.045  
Lee, D. M., & Drake, P. R. (2009). A portfolio model for component purchasing strategy and 
the case study of two South Korean elevator manufacturers. International Journal of 
Production Research, 48(22), 6651–6682. https://doi.org/10.1080/00207540902897780  
Lee, K.-H., & Kim, J.-W. (2011). Integrating Suppliers into Green Product Innovation 
Development: An Empirical Case Study in the Semiconductor Industry. Business Strategy 
and the Environment, 20(8), 527–538. https://doi.org/10.1002/bse.714  
Lee, P. K.C., Yeung, A. C.L., & Edwin Cheng, T. C. (2009). Supplier alliances and 
environmental uncertainty: An empirical study. International Journal of Production 
Economics, 120(1), 190–204. https://doi.org/10.1016/j.ijpe.2008.07.019  
Leenders, M. (1966). Supplier development. Journal of Purchasing and Materials 




Leenders, M., & Blenkhorn, D. (1988). Reverse Marketing/The New Buyer-Seller 
Relationship. The Free Press. 
Levina, & Vaast (2005). The Emergence of Boundary Spanning Competence in Practice: 
Implications for Implementation and Use of Information Systems. MIS quarterly, 29(2), 
335. https://doi.org/10.2307/25148682  
Levina, & Vaast (2008). Innovating or doing as Told? Status Differences and Overlapping 
Boundaries in Offshore Collaboration. MIS quarterly, 32(2), 307. 
https://doi.org/10.2307/25148842  
Levina, N., & Ross, J. (2003). From the Vendor's Perspective: Exploring the Value 
Proposition in IT Outsourcing. MIS quarterly, 27(3), 331–364. Retrieved from 
https://ssrn.com/abstract=1269025  
Lewin, A. Y., & Peeters, C. (2006). Offshoring Work: Business Hype or the Onset of 
Fundamental Transformation? Long Range Planning, 39(3), 221–239. 
https://doi.org/10.1016/j.lrp.2006.07.009  
Li, J., & Wang, J.-q. (2017). An Extended QUALIFLEX Method Under Probability Hesitant 
Fuzzy Environment for Selecting Green Suppliers. International Journal of Fuzzy 
Systems, 19(6), 1866–1879. https://doi.org/10.1007/s40815-017-0310-5  
Li, W., Humphreys, P. K., Yeung, A. C.L., & Cheng, T.C.E. (2012). The impact of supplier 
development on buyer competitive advantage: A path analytic model. International Journal 
of Production Economics, 135(1), 353–366. https://doi.org/10.1016/j.ijpe.2011.06.019  
Li, W., Humphreys, P. K., Yeung, A. C.L., & Edwin Cheng, T. C. (2007). The impact of 
specific supplier development efforts on buyer competitive advantage: An empirical 
model. International Journal of Production Economics, 106(1), 230–247. 
https://doi.org/10.1016/j.ijpe.2006.06.005  
Liang, H., Wang, J.-J., Xue, Y., & Cui, X. (2016). IT outsourcing research from 1992 to 2013: 
A literature review based on main path analysis. Information & Management, 53(2), 227–
251. https://doi.org/10.1016/j.im.2015.10.001  
Liker, J. K., & Choi, T. Y. (2004). Building deep supplier relationship. Harvard Business 
Review, 82(12), 104–113. 
Liker, J. K., & Wu, Y. (2000). Japanese automakers, US suppliers and supply-chain 




Lima-Junior, F. R., & Carpinetti, L. C. R. (2016). Combining SCOR® model and fuzzy 
TOPSIS for supplier evaluation and management. International Journal of Production 
Economics, 174, 128–141. https://doi.org/10.1016/j.ijpe.2016.01.023  
Lincoln, Y. S., & Guba, E. G. (1985). Naturalistic inquiry. Beverly Hills, Calif.: Sage 
Publications. 
Lindgreen, A., & Sánchez-Rodríguez, C. (2009). Effect of strategic purchasing on supplier 
development and performance: A structural model. Journal of Business & Industrial 
Marketing, 24(3/4), 161–172. https://doi.org/10.1108/08858620910939714  
Lintukangas, K. (2011). Supplier relationship management capability in global supply 
management. International Journal of Procurement Management, 4(1), 1. 
https://doi.org/10.1504/IJPM.2011.037382  
Liu, J., Ding, F.-Y., & Lall, V. (2000). Using data envelopment analysis to compare suppliers 
for supplier selection and performance improvement. Supply Chain Management: An 
International Journal, 5(3), 143–150. https://doi.org/10.1108/13598540010338893  
Lo, H.-W., Liou, J. J.H., Wang, H.-S., & Tsai, Y.-S. (2018). An integrated model for solving 
problems in green supplier selection and order allocation. Journal of Cleaner Production, 
190, 339–352. https://doi.org/10.1016/j.jclepro.2018.04.105  
Lo, S. M. (2015). Impact of greening attitude and buyer power on supplier environmental 
management strategy. International Journal of Environmental Science and Technology, 
12(10), 3145–3160. https://doi.org/10.1007/s13762-014-0742-5  
Lolli, F., Gamberini, R., Giberti, C., Gamberi, M., Bortolini, M., & Bruini, E. (2016). A learning 
model for the allocation of training hours in a multistage setting. International Journal of 
Production Research, 54(19), 5697–5707. 
https://doi.org/10.1080/00207543.2015.1129466  
Loppacher, J. S., Cagliano, R., & Spina, G. (2011). Key drivers of buyer-supplier 
relationships in global sourcing strategies. International Journal of Procurement 
Management, 4(2), 156. https://doi.org/10.1504/IJPM.2011.038897  
Lu, R. X.A., Lee, P. K.C., & Cheng, T.C.E. (2012). Socially responsible supplier 
development: Construct development and measurement validation. International Journal 
of Production Economics, 140(1), 160–167. https://doi.org/10.1016/j.ijpe.2012.01.032  
Macduffie, J. P. (1995). Human Resource Bundles and Manufacturing Performance: 
Organizational Logic and Flexible Production Systems in the World Auto Industry. 




Macduffie, J. P., & Helper, S. (1997). Creating Lean Suppliers: Diffusing Lean Production 
through the Supply Chain. California Management Review, 39(4), 118–151. 
https://doi.org/10.2307/41165913  
Mackenzie, N., & Knipe, S. (2006). Research dilemmas: paradigms, methods and 
methodology. Issues in Educational Research, 16, 1–15. 
Maghsoodi, A. I., Kavian, A., Khalilzadeh, M., & Brauers, W. K.M. (2018). CLUS-MCDA: A 
Novel Framework based on Cluster Analysis and Multiple Criteria Decision Theory in a 
Supplier Selection Problem. Computers & Industrial Engineering. Advance online 
publication. https://doi.org/10.1016/j.cie.2018.03.011  
Manello, A., & Calabrese, G. (2018). The influence of reputation on supplier selection: An 
empirical study of the European automotive industry. Journal of Purchasing and Supply 
Management. Advance online publication. https://doi.org/10.1016/j.pursup.2018.03.001  
Mao, J.-Y., Lee, J.-N., & Deng, C.-P. (2008). Vendors’ perspectives on trust and control in 
offshore information systems outsourcing. Information & Management, 45(7), 482–492. 
https://doi.org/10.1016/j.im.2008.07.003  
Marchi, B., Ries, J. M., Zanoni, S., & Glock, C. H. (2016). A joint economic lot size model 
with financial collaboration and uncertain investment opportunity. International Journal of 
Production Economics, 176, 170–182. https://doi.org/10.1016/j.ijpe.2016.02.021  
Mark McKevitt, D., & Davis, P. (2014). Supplier development and public procurement: Allies, 
coaches and bedfellows. International Journal of Public Sector Management, 27(7), 550–
563. https://doi.org/10.1108/IJPSM-03-2014-0041  
Marris, R., & Williamson, O. E. (1988). The Economic Institutions of Capitalism: Firms, 
Markets, Relations, Contracting. The Economic Journal, 98(389), 184. 
https://doi.org/10.2307/2233521  
Mathiyazhagan, K., Sudhakar, S., & Bhalotia, A. (2017). Modeling the criteria for selection of 
suppliers towards green aspect: A case in Indian automobile industry. OPSEARCH, 86(1), 
69. https://doi.org/10.1007/s12597-017-0315-8  
McGinnis, M. A., & Vallopra, R. M. (2001). Managing Supplier Involvement in Process 
Improvement in Manufacturing. The Journal of Supply Chain Management, 37(3), 48–53. 
https://doi.org/10.1111/j.1745-493X.2001.tb00105.x  
McGovern, T., & Hicks, C. (2006). Specifications and supplier development in the UK 
electrical transmission and distribution equipment industry. International Journal of 




McIvor, R., & Humphreys, P. (2004). Early supplier involvement in the design process: 
Lessons from the electronics industry. Omega, 32(3), 179–199. 
https://doi.org/10.1016/j.omega.2003.09.005  
McIvor, R. (2009). How the transaction cost and resource-based theories of the firm inform 
outsourcing evaluation. Journal of Operations Management, 27(1), 45–63. 
https://doi.org/10.1016/j.jom.2008.03.004  
Meisel, F. (2012). Multi-Period Supplier Selection and Supplier Development under Dynamic 
and Uncertain Demand. In R. Bogaschewsky, M. Eßig, R. Lasch, & W. Stölzle (Eds.), 
Supply Management Research (pp. 3–27). Wiesbaden: Gabler Verlag. 
https://doi.org/10.1007/978-3-8349-3928-9_1  
Meisel, F., & Glock, C. H. (2018). Self-induced learning vs. project-based supplier 
development for production ramp-up with two supply options. International Journal of 
Production Economics, 198, 60–69. https://doi.org/10.1016/j.ijpe.2018.01.029  
Melnyk, S. A., Lummus, R. R., Vokurka, R. J., Burns, L. J., & Sandor, J. (2009). Mapping the 
future of supply chain management: A Delphi study. International Journal of Production 
Research, 47(16), 4629–4653. https://doi.org/10.1080/00207540802014700  
Menachof, D. A., Gibson, B. J., Hanna, J. B., & Whiteing, A. E. (2009). An analysis of the 
value of supply chain management periodicals. International Journal of Physical 
Distribution & Logistics Management, 39(2), 145–165. 
https://doi.org/10.1108/09600030910942403  
Miles, M. B., & Huberman, A. M. (1994). Qualitative data analysis: An expanded sourcebook 
(sec. ed.). Thousand Oaks [u.a.]: SAGE. 
Miller, D. (1983). The Correlates of Entrepreneurship in Three Types of Firms. Management 
Science, 29(7), 770–791. https://doi.org/10.1287/mnsc.29.7.770  
Mirani, R. (2006). Client-Vendor Relationships in Offshore Applications Development. 
Information Resources Management Journal, 19(4), 72–86. 
https://doi.org/10.4018/irmj.2006100105  
Mishra, P., & Sharma, R. K. (2014). Benchmarking SCM performance and empirical analysis: 
A case from paint industry. Logistics Research, 7(1), 5137. 
https://doi.org/10.1007/s12159-014-0113-0  
Mizgier, K. J., Pasia, J. M., & Talluri, S. (2017). Multiobjective capital allocation for supplier 
development under risk. International Journal of Production Research, 55(18), 5243–




Modi, S. B., & Mabert, V. A. (2007). Supplier development: Improving supplier performance 
through knowledge transfer. Journal of Operations Management, 25(1), 42–64. 
https://doi.org/10.1016/j.jom.2006.02.001  
Mol, M. J. (2003). Purchasing's strategic relevance. Journal of Purchasing and Supply 
Management, 9(1), 43–50. https://doi.org/10.1016/S0969-7012(02)00033-3  
Monczka, R. M., & Trent, R. J. (1991). Evolving Sourcing Strategies for the 1990s. 
International Journal of Physical Distribution & Logistics Management, 21(5), 4–12. 
https://doi.org/10.1108/EUM0000000000383  
Monczka, R. M., Trent, R. J., & Callahan, T. J. (1993). Supply Base Strategies to Maximize 
Supplier Performance. International Journal of Physical Distribution & Logistics 
Management, 23(4), 42–54. https://doi.org/10.1108/09600039310041509  
Mortensen, M. H., Vagn Freytag, P. V., & Arlbjørn, J. S. (2008). Attractiveness in supply 
chains: A process and matureness perspective. International Journal of Physical 
Distribution & Logistics Management, 38(10), 799–815. 
https://doi.org/10.1108/09600030810926501  
Mukherjee, K. (2014). Supplier selection criteria and methods: Past, present and future. 
International Journal of Operational Research, 27(1/2), 356–373. Retrieved from 
https://EconPapers.repec.org/RePEc:ids:ijores:v:27:y:2016:i:1/2:p:356-373  
Mukherjee, S., & Mukherjee, K. (2015). Selection decisions of offshore ITO service providers 
for strategic alliances - an AHP-based approach. International Journal of Business 
Information Systems, 20(2), 238. https://doi.org/10.1504/IJBIS.2015.071541  
Nagati, H., & Rebolledo, C. (2013). Supplier development efforts: The suppliers' point of 
view. Industrial Marketing Management, 42(2), 180–188. 
https://doi.org/10.1016/j.indmarman.2012.12.006  
Narasimhan, R., & Kim, S. W. (2002). Effect of supply chain integration on the relationship 
between diversification and performance: Evidence from Japanese and Korean firms. 
Journal of Operations Management, 20(3), 303–323. https://doi.org/10.1016/S0272-
6963(02)00008-6  
Narasimhan, R., Mahapatra, S., & Arlbjørn, J. S. (2008). Impact of relational norms, supplier 
development and trust on supplier performance. Operations Management Research, 1(1), 




Narasimhan, R., Talluri, S., & Mahapatra, S. (2008). Effective response to RFQs and supplier 
development: A supplier's perspective. International Journal of Production Economics, 
115(2), 461–470. https://doi.org/10.1016/j.ijpe.2008.07.001  
Narasimhan, R., Talluri, S., & Mendez, D. (2001). Supplier Evaluation and Rationalization via 
Data Envelopment Analysis: An Empirical Examination. The Journal of Supply Chain 
Management, 37(3), 28–37. https://doi.org/10.1111/j.1745-493X.2001.tb00103.x  
New, S., & Burnes, B. (1998). Developing effective customer-supplier relationships: More 
than one way to skin a cat. International Journal of Quality & Reliability Management, 
15(4), 377–388. https://doi.org/10.1108/02656719810196342  
Newman, R. G., & Rhee, K. A. (1990). A Case Study of NUMMI and Its Suppliers. Journal of 
Purchasing and Materials Management, 26(4), 15–20. https://doi.org/10.1111/j.1745-
493X.1990.tb00516.x  
Niazi, M., Mahmood, S., Alshayeb, M., Qureshi, A., Faisal, K., & Cerpa, N. (2016). Toward 
successful project management in global software development. International Journal of 
Project Management, 34(8), 1553–1567. https://doi.org/10.1016/j.ijproman.2016.08.008  
Niazi, M., Mahmood, S., Alshayeb, M., Riaz, M. R., Faisal, K., Cerpa, N., . . . Richardson, I. 
(2016). Challenges of project management in global software development: A client-
vendor analysis. Information and Software Technology, 80, 1–19. 
https://doi.org/10.1016/j.infsof.2016.08.002  
Nonaka, I. (1994). A Dynamic Theory of Organizational Knowledge Creation. Organization 
Science, 5(1). https://doi.org/10.1287/orsc.5.1.14  
Noshad, K., & Awasthi, A. (2015). Supplier quality development: A review of literature and 
industry practices. International Journal of Production Research, 53(2), 466–487. 
https://doi.org/10.1080/00207543.2014.954679  
Noshad, K., & Awasthi, A. (2018). Investigating critical criteria for supplier quality 
development. International Journal of Management Science and Engineering 
Management, 16(2), 1–10. https://doi.org/10.1080/17509653.2017.1387821  
O'Charoen, V., & Bispham, J. H. (2015). Managing supplier transitions: Development and 
performance through work transfer. In 2015 Portland International Conference on 
Management of Engineering and Technology (PICMET) (pp. 1918–1928). IEEE / Institute 





Oh, J., & Rhee, S.-K. (2008). The influence of supplier capabilities and technology 
uncertainty on manufacturer-supplier collaboration. International Journal of Operations & 
Production Management, 28(6), 490–517. https://doi.org/10.1108/01443570810875331  
Omurca, S. I. (2013). An intelligent supplier evaluation, selection and development system. 
Applied Soft Computing, 13(1), 690–697. https://doi.org/10.1016/j.asoc.2012.08.008  
Önüt, S., Kara, S. S., & Işik, E. (2009). Long term supplier selection using a combined fuzzy 
MCDM approach: A case study for a telecommunication company. Expert Systems with 
Applications, 36(2), 3887–3895. https://doi.org/10.1016/j.eswa.2008.02.045  
Ordoobadi, S. M. (2009). Development of a supplier selection model using fuzzy logic. 
Supply Chain Management: An International Journal, 14(4), 314–327. 
https://doi.org/10.1108/13598540910970144  
Oshri, I. (2015). The Handbook of Global Outsourcing and Offshoring 3rd edition (3rd ed.). 
London: Palgrave Macmillan UK. Retrieved from 
http://gbv.eblib.com/patron/FullRecord.aspx?p=4720698  
Oshri, I., Kotlarsky, J., & Willcocks, L. (2010). The handbook of global outsourcing and 
offshoring. Basingstoke: Palgrave Macmillan. 
Osiro, L., Lima-Junior, F. R., & Carpinetti, L. C. R. (2014). A fuzzy logic approach to supplier 
evaluation for development. International Journal of Production Economics, 153, 95–112. 
https://doi.org/10.1016/j.ijpe.2014.02.009  
Oxford Dictionary. motivation noun - Definition, pictures, pronunciation and usage notes | 
Oxford Advanced Learner's Dictionary at OxfordLearnersDictionaries.com. Retrieved from 
https://www.oxfordlearnersdictionaries.com/definition/english/motivation?q=motivation  
Park, J., Shin, K., Chang, T.-W., & Park, J. (2010). An integrative framework for supplier 
relationship management. Industrial Management & Data Systems, 110(4), 495–515. 
https://doi.org/10.1108/02635571011038990  
Park, K., Okudan Kremer, G. E., & Ma, J. (2018). A regional information-based multi-attribute 
and multi-objective decision-making approach for sustainable supplier selection and order 
allocation. Journal of Cleaner Production. Advance online publication. 
https://doi.org/10.1016/j.jclepro.2018.03.035  
Park, S., Hartley, J. L., & Wilson, D. (2001). Quality management practices and their 
relationship to buyer’s supplier ratings: A study in the Korean automotive industry. Journal 





Penrose, E. (1959). The Theory of the Growth of the Firm. New York: Wiley. 
Petersen, K. J., Handfield, R. B., & Ragatz, G. L. (2005). Supplier integration into new 
product development: Coordinating product, process and supply chain design. Journal of 
Operations Management, 23(3-4), 371–388. https://doi.org/10.1016/j.jom.2004.07.009  
Petison, P., & Johri, L. M. (2008). Dynamics of the manufacturer-supplier relationships in 
emerging markets. Asia Pacific Journal of Marketing and Logistics, 20(1), 76–96. 
https://doi.org/10.1108/13555850810844887  
Pfeffer, J., & Salancik, G. R. (2003). External Control of Organizations: A Resource 
Dependence Perspective. Palo Alto: Stanford University Press. 
Pradhan, S. K., & Routroy, S. (2018). Improving supply chain performance by Supplier 
Development program through enhanced visibility. Materials Today: Proceedings, 5(2), 
3629–3638. https://doi.org/10.1016/j.matpr.2017.11.613  
Prahinski, C., & Benton, W.C. (2004). Supplier evaluations: Communication strategies to 
improve supplier performance. Journal of Operations Management, 22(1), 39–62. 
https://doi.org/10.1016/j.jom.2003.12.005  
Praxmarer-Carus, S., Sucky, E., & Durst, S. M. (2013). The relationship between the 
perceived shares of costs and earnings in supplier development programs and supplier 
satisfaction. Industrial Marketing Management, 42(2), 202–210. 
https://doi.org/10.1016/j.indmarman.2012.12.008  
Proch, M., Worthmann, K., & Schlüchtermann, J. (2017). A negotiation-based algorithm to 
coordinate supplier development in decentralized supply chains. European Journal of 
Operational Research, 256(2), 412–429. https://doi.org/10.1016/j.ejor.2016.06.029  
Pulles, N. J., Veldman, J., & Schiele, H. (2014). Identifying innovative suppliers in business 
networks: An empirical study. Industrial Marketing Management, 43(3), 409–418. 
https://doi.org/10.1016/j.indmarman.2013.12.009  
Pun, H. (2014). Supplier selection of a critical component when the production process can 
be improved. International Journal of Production Economics, 154, 127–135. 
https://doi.org/10.1016/j.ijpe.2014.04.020  
Qi, A., Ahn, H.-S., & Sinha, A. (2015). Investing in a Shared Supplier in a Competitive 
Market: Stochastic Capacity Case. Production and Operations Management, 24(10), 




Quayle, M. (2000). Supplier Development for UK Small and Medium-sized Enterprises. 
Journal of Applied Management Studies, 9(1), 117–133. 
https://doi.org/10.1080/713674361  
Quayle, M. (2002). Supplier development and supply chain management in small and 
medium size enterprises. International Journal of Technology Management, 23(1/2/3), 
172. https://doi.org/10.1504/IJTM.2002.003004  
Rauch, A., Wiklund, J., Lumpkin, G. T., & Frese, M. (2009). Entrepreneurial Orientation and 
Business Performance: An Assessment of Past Research and Suggestions for the Future. 
Entrepreneurship Theory and Practice, 33(3), 761–787. https://doi.org/10.1111/j.1540-
6520.2009.00308.x  
Reed, F. M., & Walsh, K. (2002). Enhancing technological capability through supplier 
development: A study of the UK aerospace industry. IEEE Transactions on Engineering 
Management, 49(3), 231–242. https://doi.org/10.1109/TEM.2002.803379  
Retegi Albisua, J., & Igartua López, J. I. (2018). Company maturity models: Application to 
supplier development program in oil&gas sector. Journal of Industrial Engineering and 
Management, 11(2), 187. https://doi.org/10.3926/jiem.2500  
Rezaei, J., & Fallah Lajimi, H. (2018). Segmenting supplies and suppliers: Bringing together 
the purchasing portfolio matrix and the supplier potential matrix. International Journal of 
Logistics Research and Applications, 26(5), 1–18. 
https://doi.org/10.1080/13675567.2018.1535649  
Rezaei, J., Kadziński, M., Vana, C., & Tavasszy, L. (2017). Embedding carbon impact 
assessment in multi-criteria supplier segmentation using ELECTRE TRI-rC. Annals of 
Operations Research, 204(3), 565. https://doi.org/10.1007/s10479-017-2454-y  
Rezaei, J., & Ortt, R. (2012). A multi-variable approach to supplier segmentation. 
International Journal of Production Research, 50(16), 4593–4611. 
https://doi.org/10.1080/00207543.2011.615352  
Rezaei, J., Wang, J., & Tavasszy, L. (2015). Linking supplier development to supplier 
segmentation using Best Worst Method. Expert Systems with Applications, 42(23), 9152–
9164. https://doi.org/10.1016/j.eswa.2015.07.073  
Rhodes, E., Warren, J. P., & Carter, R. (2006). Supply chains and total product systems: A 
reader /  editors, Ed Rhodes, James P. Warren and Ruth Carter. Oxford: Blackwell 




Richardson, J., & Roumasset, J. (1995). Sole sourcing, competitive sourcing, parallel 
sourcing: Mechanisms for supplier performance. Managerial and Decision Economics, 
16(1), 71–84. https://doi.org/10.1002/mde.4090160109  
Robert Walters (2018). Salary Survey 2018: Greater China & South East Asia. Retrieved 
from https://www.robertwalters.com/content/dam/robert-walters/global/files/salary-
survey/salary-survey-2018-southeast-asia-greater-china.pdf  
Rodríguez, J. A., Giménez, C., & Arenas, D. (2016). Cooperative initiatives with NGOs in 
socially sustainable supply chains: How is inter-organizational fit achieved? Journal of 
Cleaner Production, 137, 516–526. https://doi.org/10.1016/j.jclepro.2016.07.115  
Rosenzweig, E. D., Roth, A. V., & Dean, J. W. (2003). The influence of an integration 
strategy on competitive capabilities and business performance: An exploratory study of 
consumer products manufacturers. Journal of Operations Management, 21(4), 437–456. 
https://doi.org/10.1016/S0272-6963(03)00037-8  
Routroy, S., & Kumar Pradhan, S. (2014). Benchmarking model of supplier development for 
an Indian gear manufacturing company. Benchmarking: An International Journal, 21(2), 
253–275. https://doi.org/10.1108/BIJ-02-2012-0007  
Routroy, S., & Pradhan, S. K. (2014). Analyzing the performance of supplier development: A 
case study. International Journal of Productivity and Performance Management, 63(2), 
209–233. https://doi.org/10.1108/IJPPM-09-2012-0106  
Routroy, S., & Sunil Kumar, C. V. (2014). Analyzing supplier development program enablers 
using fuzzy DEMATEL. Measuring Business Excellence, 18(4), 1–26. 
https://doi.org/10.1108/MBE-08-2013-0046  
Ruhrmann, S., Hochdörffer, J., & Lanza, G. (2014). A methodological approach to evaluate 
supplier development based on real options. Production Engineering, 8(3), 373–382. 
https://doi.org/10.1007/s11740-014-0529-z  
Sabherwal, R. (1999). The role of trust in outsourced IS development projects. 
Communications of the ACM, 42(2), 80–86. https://doi.org/10.1145/293411.293485  
Saeedpoor, M., & Vafadarnikjoo, A. (2016). Erratum to: "Evaluating green supplier 
development programs at a telecommunications systems provider" [Int. J. Prod. Econ. 140 





Sako, M. (2004). Supplier development at Honda, Nissan and Toyota: Comparative case 
studies of organizational capability enhancement. Industrial and Corporate Change, 13(2), 
281–308. https://doi.org/10.1093/icc/dth012  
Sancha, C., Gimenez, C., Sierra, V., & Kazeminia, A. (2015). Does implementing social 
supplier development practices pay off? Supply Chain Management: An International 
Journal, 20(4), 389–403. https://doi.org/10.1108/SCM-07-2014-0239  
Sancha, C., Longoni, A., & Giménez, C. (2015). Sustainable supplier development practices: 
Drivers and enablers in a global context. Journal of Purchasing and Supply Management, 
21(2), 95–102. https://doi.org/10.1016/j.pursup.2014.12.004  
Sánchez-Rodríguez, C., Hemsworth, D., & Martínez-Lorente, Á. R. (2005). The effect of 
supplier development initiatives on purchasing performance: A structural model. Supply 
Chain Management: An International Journal, 10(4), 289–301. 
https://doi.org/10.1108/13598540510612767  
Sánchez-Rodríguez, C., & Martínez-Lorente, Á. R. (2004). Quality management practices in 
the purchasing function. International Journal of Operations & Production Management, 
24(7), 666–687. https://doi.org/10.1108/01443570410541984  
Saranga, H., Schotter, A. P.J., & Mudambi, R. (2018). The double helix effect: Catch-up and 
local-foreign co-evolution in the Indian and Chinese automotive industries. International 
Business Review. Advance online publication. 
https://doi.org/10.1016/j.ibusrev.2018.03.010  
Sasikumar, P., & Kannan, G. (2009). Issues in reverse supply chain, part III: Classification 
and simple analysis. International Journal of Sustainable Engineering, 2(1), 2–27. 
https://doi.org/10.1080/19397030802673374  
Saunders, M., Lewis, P., & Thornhill, A. (2012). Research methods for business students 
(6th ed.). Harlow, England, New York: Pearson. 
Savolainen, P., Ahonen, J. J., & Richardson, I. (2012). Software development project 
success and failure from the supplier's perspective: A systematic literature review. 
International Journal of Project Management, 30(4), 458–469. 
https://doi.org/10.1016/j.ijproman.2011.07.002  
Seetharaman, A., Khatibi, A. A., & Swee Ting, W. (2004). Vendor development and control: 
Its linkage with demand chain. International Journal of Physical Distribution & Logistics 




Sha, D. Y., & Che, Z. H. (2006). Supply chain network design: Partner selection and 
production/distribution planning using a systematic model. Journal of the Operational 
Research Society, 57(1), 52–62. https://doi.org/10.1057/palgrave.jors.2601949  
Shad, Z., Roghanian, E., & Mojibian, F. (2014). Integration of QFD, AHP, and LPP methods 
in supplier development problems under uncertainty. Journal of Industrial Engineering 
International, 10(1), 3992. https://doi.org/10.1007/s40092-014-0051-0  
Sharma, M. J., & Yu, S. J. (2013). Selecting critical suppliers for supplier development to 
improve supply management. OPSEARCH, 50(1), 42–59. https://doi.org/10.1007/s12597-
012-0097-y  
Shelton, L. M., & Minniti, M. (2018). Enhancing product market access: Minority 
entrepreneurship, status leveraging, and preferential procurement programs. Small 
Business Economics, 50(3), 481–498. https://doi.org/10.1007/s11187-017-9881-7  
Shokri, A., Nabhani, F., & Hodgson, S. (2010). Supplier development practice: Arising the 
problems of upstream delivery for a food distribution SME in the UK. Robotics and 
Computer-Integrated Manufacturing, 26(6), 639–646. 
https://doi.org/10.1016/j.rcim.2010.06.028  
Sillanpää, I., Shahzad, K., & Sillanpää, E. (2015). Supplier development and buyer-supplier 
relationship strategies - a literature review. International Journal of Procurement 
Management, 8(1/2), 227. https://doi.org/10.1504/IJPM.2015.066283  
Simatupang, T. M., & Sridharan, R. (2004). A benchmarking scheme for supply chain 
collaboration. Benchmarking: An International Journal, 11(1), 9–30. 
https://doi.org/10.1108/14635770410520285  
Smite, D., & Wohlin, C. (2011). Strategies Facilitating Software Product Transfers. IEEE 
Software, 28(5), 60–66. https://doi.org/10.1109/MS.2010.112  
Spekman, R. E. (1988). Strategic supplier selection: Understanding long-term buyer 
relationships. Business Horizons, 31(4), 75–81. https://doi.org/10.1016/0007-
6813(88)90072-9  
Statista (2018). Software industry: revenue in Germany 2018 | Statistic. Retrieved from 
https://www.statista.com/statistics/460467/software-industry-revenue-germany/  
Stuart, F. I., & McCutcheon, D. (1995). Problem Sources in Establishing Strategic Supplier 





Sucky, E., & Durst, S. M. (2013). Supplier development: Current status of empirical research. 
International Journal of Procurement Management, 6(1), 92. 
https://doi.org/10.1504/IJPM.2013.050612  
Sunil Kumar, C. V., & Routroy, S. (2017a). Modeling Supplier Development barriers in Indian 
manufacturing industry. Asia Pacific Management Review. Advance online publication. 
https://doi.org/10.1016/j.apmrv.2017.11.002  
Sunil Kumar, C.V., & Routroy, S. (2017b). Analyzing a manufacturer’s returns from supplier 
development programs. Materials Today: Proceedings, 4(2), 2255–2262. 
https://doi.org/10.1016/j.matpr.2017.02.073  
Svensson, G. (2004). Supplier segmentation in the automotive industry. International Journal 
of Physical Distribution & Logistics Management, 34(1), 12–38. 
https://doi.org/10.1108/09600030410515664  
Talluri, S., & Narasimhan, R. (2004). A methodology for strategic sourcing. European Journal 
of Operational Research, 154(1), 236–250. https://doi.org/10.1016/S0377-2217(02)00649-
5  
Talluri, S., Narasimhan, R., & Chung, W. (2010). Manufacturer cooperation in supplier 
development under risk. European Journal of Operational Research, 207(1), 165–173. 
https://doi.org/10.1016/j.ejor.2010.03.041  
Tang, C. S. (1999). Supplier Relationship Map. International Journal of Logistics Research 
and Applications, 2(1), 39–56. https://doi.org/10.1080/13675569908901571  
Terpend, R., Tyler, B. B., Krause, D. R., & Handfield, R. B. (2008). BUYER–SUPPLIER 
RELATIONSHIPS: DERIVED VALUE OVER TWO DECADES. The Journal of Supply 
Chain Management, 44(2), 28–55. https://doi.org/10.1111/j.1745-493X.2008.00053.x  
Tezuka, H. (1997). Success as the source of failure? Competition and cooperation in the 
Japanese economy. Sloan Management Review, 38(2), 83–93. 
Thompson, J. D. (1967). Organization in Action: Social Science Bases of Administrative. 
New York: McGraw-Hill. 
Toni, A. de (1999). Buyer-supplier operational practices, sourcing policies and plant 
performances: Results of an empirical research. International Journal of Production 
Research, 37(3), 597–619. https://doi.org/10.1080/002075499191698  
Toni, A. de, & Nassimbeni, G. (2000). Just-in-time purchasing: An empirical study of 





Torres-Ruiz, A., & Ravindran, A. R. (2018). Multiple criteria framework for the sustainability 
risk assessment of a supplier portfolio. Journal of Cleaner Production, 172, 4478–4493. 
https://doi.org/10.1016/j.jclepro.2017.10.304  
Tracey, M. (2004). A Holistic Approach to New Product Development: New Insights. The 
Journal of Supply Chain Management, 40(4), 37–55. https://doi.org/10.1111/j.1745-
493X.2004.tb00177.x  
Trapp, A. C., & Sarkis, J. (2016). Identifying Robust portfolios of suppliers: A sustainability 
selection and development perspective. Journal of Cleaner Production, 112, 2088–2100. 
https://doi.org/10.1016/j.jclepro.2014.09.062  
Trent, R. J., & Monczka, R. M. (1999). Achieving world-class supplier quality. Total Quality 
Management, 10(6), 927–938. https://doi.org/10.1080/0954412997334  
Tsang, E. W.K. (2000). Transaction Cost and Resource-Based Explanations of Joint 
Ventures: A Comparison and Synthesis. Organization Studies, 21(1), 215–242. 
https://doi.org/10.1177/0170840600211004  
Tsay, A. A., Nahmias, S., & Agrawal, N. (2003 (1999)). Modeling Supply Chain Contracts: A 
Review. In S. Tayur, R. Ganeshan, & M. Magazine (Eds.), International Series in 
Operations Research & Management Science: Vol. 17. Quantitative models for supply 
chain management. Vol. II (Vol. 17, pp. 299–336). New York, NY: Springer-Verlag New 
York Inc. https://doi.org/10.1007/978-1-4615-4949-9_10  
Tse, Y. K., Zhang, M., Tan, K. H., Pawar, K., & Fernandes, K. (2018). Managing quality risk 
in supply chain to drive firm's performance: The roles of control mechanisms. Journal of 
Business Research. Advance online publication. 
https://doi.org/10.1016/j.jbusres.2018.01.029  
Turnbull, P., Oliver, N., & Wilkinson, B. (1992). Buyer-supplier relations in the UK - 
automotive industry: Strategic implications of the Japanese manufacturing model. 
Strategic Management Journal, 13(2), 159–168. https://doi.org/10.1002/smj.4250130207  
Van Weele, A. J. (2010). Purchasing & supply chain management: Analysis, strategy, 
planning and practice /  Arjan J. van Weele (5th ed.). Andover: Cengage Learning. 
VINASA (2014). Vietnam's 30 leading IT companies 2014. Retrieved from 
http://vinasa.org.vn/Portals/0/Document/Top30%20Web.pdf  
Virkus, S. (2014). Tacit and Explicit Knowledge | Key Concepts in Information and 






Wagner, S. M. (2005). The relationship between a firm’s efforts to develop deficient suppliers 
and competitive advantage: Paper presented at the 14th Annual IPSERA Conference, 
Archamps, France. 
Wagner, S. M. (2006a). A firm's responses to deficient suppliers and competitive advantage. 
Journal of Business Research, 59(6), 686–695. 
https://doi.org/10.1016/j.jbusres.2006.01.006  
Wagner, S. M. (2006b). Supplier development practices: An exploratory study. European 
Journal of Marketing, 40(5/6), 554–571. https://doi.org/10.1108/03090560610657831  
Wagner, S. M. (2010). Indirect and Direct Supplier Development: Performance Implications 
of Individual and Combined Effects. IEEE Transactions on Engineering Management, 
57(4), 536–546. https://doi.org/10.1109/TEM.2009.2013839  
Wagner, S. M. (2011). Supplier development and the relationship life-cycle. International 
Journal of Production Economics, 129(2), 277–283. 
https://doi.org/10.1016/j.ijpe.2010.10.020  
Wagner, S. M., & Krause, D. R. (2009). Supplier development: Communication approaches, 
activities and goals. International Journal of Production Research, 47(12), 3161–3177. 
https://doi.org/10.1080/00207540701740074  
Wang, F.-K., Du, T., & Li, E. (2004). Applying Six-Sigma to Supplier Development. Total 
Quality Management & Business Excellence, 15(9-10), 1217–1229. 
https://doi.org/10.1080/1478336042000255596  
Wang, Y., Xiao, Y., & Yang, N. (2014). Improving reliability of a shared supplier with 
competition and spillovers. European Journal of Operational Research, 236(2), 499–510. 
https://doi.org/10.1016/j.ejor.2014.01.015  
Ward, P. T., McCreery, J. K., Ritzman, L. P., & Sharma, D. (1998). Competitive Priorities in 
Operations Management. Decision Sciences, 29(4), 1035–1046. 
https://doi.org/10.1111/j.1540-5915.1998.tb00886.x  
Watts, C. A., & Hahn, C. K. (1993). Supplier Development Programs: An Empirical Analysis. 





Watts, C. A., Kim, K. Y., & Hahn, C. K. (1992). Linking Purchasing to Corporate Competitive 
Strategy. International Journal of Purchasing and Materials Management, 28(4), 2–8. 
https://doi.org/10.1111/j.1745-493X.1992.tb00575.x  
Weber, C. A., Current, J. R., & Benton, W. C. (1991). Vendor selection criteria and methods. 
European Journal of Operational Research, 50(1), 2–18. https://doi.org/10.1016/0377-
2217(91)90033-R  
Webster, F. E. (1992). The Changing Role of Marketing in the Corporation. Journal of 
Marketing, 56(4), 1. https://doi.org/10.2307/1251983  
Wen-Li, L., Humphreys, P., Chan, L.Y., & Kumaraswamy, M. (2003). Predicting purchasing 
performance: The role of supplier development programs. Journal of Materials Processing 
Technology, 138(1-3), 243–249. https://doi.org/10.1016/S0924-0136(03)00079-7  
Wetzstein, A., Hartmann, E., Benton jr., W. C., & Hohenstein, N.-O. (2016). A systematic 
assessment of supplier selection literature – State-of-the-art and future scope. 
International Journal of Production Economics, 182, 304–323. 
https://doi.org/10.1016/j.ijpe.2016.06.022  
Wilding, R., Gimenez, C., & Tachizawa, E. M. (2012). Extending sustainability to suppliers: A 
systematic literature review. Supply Chain Management: An International Journal, 17(5), 
531–543. https://doi.org/10.1108/13598541211258591  
Wilding, R., Seuring, S., & Gold, S. (2012). Conducting content-analysis based literature 
reviews in supply chain management. Supply Chain Management: An International 
Journal, 17(5), 544–555. https://doi.org/10.1108/13598541211258609  
Willcocks, L., Lacity, M., & Fitzgerald, G. (1995). Information technology outsourcing in 
Europe and the USA: Assessment issues. International Journal of Information 
Management, 15(5), 333–351. https://doi.org/10.1016/0268-4012(95)00035-6  
Willcocks, L., Fitzgerald, G., & Feeny, D. (1995). Outsourcing IT: The strategic implications. 
Long Range Planning, 28(5), 59–70. https://doi.org/10.1016/0024-6301(95)00038-K  
Willcocks, L. P., & Lacity, M. C. (2006). Global Sourcing of Business and IT Services. 
London: Palgrave Macmillan UK. 
Williams, C. (2011). Client-vendor knowledge transfer in IS offshore outsourcing: Insights 





Williams, S. (2007). A supplier development programme: The SME experience. Journal of 
Small Business and Enterprise Development, 14(1), 93–104. 
https://doi.org/10.1108/14626000710727917  
Williamson, O. E. (1981). The Economics of Organization: The Transaction Cost Approach. 
American Journal of Sociology, 87(3), 548–577. 
Williamson, O. E. (1987). Transaction cost economics. Journal of Economic Behavior & 
Organization, 8(4), 617–625. https://doi.org/10.1016/0167-2681(87)90038-2  
Williamson, O. E. (2010). Transaction Cost Economics: The Natural Progression☆. Journal 
of Retailing, 86(3), 215–226. https://doi.org/10.1016/j.jretai.2010.07.005  
Wilson, J. (2010). Essentials of business research: A guide to doing your research project /  
Jonathan Wilson. London: SAGE. 
Womack, J. P., Jones, D. T., & Roos, D. (2007). The machine that changed the world. New 
York [etc.]: Free Press. 
Worthmann, K., Braun, P., Proch, M., Schlüchtermann, J., & Pannek, J. (2016). On 
Contractual Periods in Supplier Development. IFAC-PapersOnLine, 49(2), 60–65. 
https://doi.org/10.1016/j.ifacol.2016.03.011  
Wouters, M., van Jarwaarde, E., & Groen, B. (2007). Supplier development and cost 
management in Southeast Asia—Results from a field study. Journal of Purchasing and 
Supply Management, 13(4), 228–244. https://doi.org/10.1016/j.pursup.2007.07.002  
Wu, C., & Barnes, D. (2011). A literature review of decision-making models and approaches 
for partner selection in agile supply chains. Journal of Purchasing and Supply 
Management, 17(4), 256–274. https://doi.org/10.1016/j.pursup.2011.09.002  
Wu, Y. C. (2003). Lean manufacturing: A perspective of lean suppliers. International Journal 
of Operations & Production Management, 23(11), 1349–1376. 
https://doi.org/10.1108/01443570310501880  
Xu, C., & Xiang-yang, L. (2007). Multiphase Supplier Selection Model Based on Supplier 
Development Orientation. In H. Lan (Ed.), International Conference on Management 
Science and Engineering, 2007: ICMSE 2007 ; 20 - 22 Aug. 2007, Harbin, P.R. China 
(pp. 826–831). Piscataway, NJ, Piscataway, NJ: IEEE Service Center. 
https://doi.org/10.1109/ICMSE.2007.4421948  
Xu, Z., & Liao, H. (2014). Intuitionistic Fuzzy Analytic Hierarchy Process. IEEE Transactions 




Yadlapalli, A., Rahman, S., & Gunasekaran, A. (2018). Socially responsible governance 
mechanisms for manufacturing firms in apparel supply chains. International Journal of 
Production Economics, 196, 135–149. https://doi.org/10.1016/j.ijpe.2017.11.016  
Yawar, S. A., & Seuring, S. (2017). Management of social issues in supply chains:: A 
literature review exploring social issues, actions and performance outcomes. J. Bus. 
Ethics, 141, 621–643. https://doi.org/10.1007/s10551-015-2719-9  
Yawar, S. A., & Kauppi, K. (2018). Understanding the adoption of socially responsible 
supplier development practices using institutional theory: Dairy supply chains in India. 
Journal of Purchasing and Supply Management. Advance online publication. 
https://doi.org/10.1016/j.pursup.2018.02.001  
Yawar, S. A., & Seuring, S. (2018). The role of supplier development in managing social and 
societal issues in supply chains. Journal of Cleaner Production, 182, 227–237. 
https://doi.org/10.1016/j.jclepro.2018.01.234  
Yin, R. K. (2003). Case study research: Design and methods /  Robert K. Yin (3rd ed.). 
Applied social research methods series: v. 5. Thousand Oaks, Calif., London: SAGE. 
Yin, R. K. (2011). Qualitative research from start to finish. New York: Guilford Press. 
Yin, R. K. (2016). Qualitative research from start to finish (2. ed.). New York, NY [u.a.]: 
Guilford Press. 
Yoo, S. H., Shin, H., & Park, M.-S. (2015). New product development and the effect of 
supplier involvement. Omega, 51, 107–120. https://doi.org/10.1016/j.omega.2014.09.005  
Young, S. B. (2015). Responsible sourcing of metals: Certification approaches for conflict 
minerals and conflict-free metals. The International Journal of Life Cycle Assessment, 
42(1), 501. https://doi.org/10.1007/s11367-015-0932-5  
Zahraee, S. M., Mamizadeh, F., & Vafaei, S. A. (2018). Greening Assessment of Suppliers in 
Automotive Supply Chain: An Empirical Survey of the Automotive Industry in Iran. Global 
Journal of Flexible Systems Management. Advance online publication. 
https://doi.org/10.1007/s40171-018-0189-5  
ZENG, W., ZHANG, J., WANG, H., & ZHOU, H. (2018). Supplier development and its 
incentives in infrastructure mega-projects: A case study on Hong Kong–Zhuhai–Macao 
Bridge project. Frontiers of Engineering Management. Advance online publication. 
https://doi.org/10.15302/J-FEM-2018077  
Zhu, K., Zhang, R. Q., & Tsung, F. (2007). Pushing Quality Improvement Along Supply 




Zimmer, K., Fröhling, M., & Schultmann, F. (2016). Sustainable supplier management – a 
review of models supporting sustainable supplier selection, monitoring and development. 








Appendix 1: List of papers in the literature review 
No. Year Author In review of 7 Country/ area Industry Research method Perspective Notes 
1 2018 Lo, Liou, Wang, and Tsai (2018) (6) N/A N/A Conceptual paper N/A 
Model supporting green supplier 
selection by order allocation 
2 2018 Zahraee et al. (2018) (6) Iran Automotive Quantitative (150 sample of suppliers) Supplier Green assessment of suppliers 
3 2018 Fatrias, Kamil, and Meilani (2018) (6) N/A N/A Conceptual N/A 
Model supporting supplier 
evaluation 
4 2018 Lau, Nakandala, Shum, and Al-Mashari (2018) (6) N/A N/A Conceptual N/A 




Khalilzadeh, and Brauers 
(2018) 
(6) N/A N/A Conceptual N/A Model supporting supplier selection 
6 2018 Manello and Calabrese (2018) (6) Europe Automotive Qualitative (case study) Client Reputation on supplier selection 
7 2018 Park, Okudan Kremer, and Ma (2018) (6) N/A N/A Conceptual N/A Sustainable supplier selection 
8 2018 Pradhan and Routroy (2018) (6) N/A N/A Conceptual N/A 
Improving SC performance by SD 
through enhanced visibility 
9 2018 Chavhan, Mahajan, and Joshi (2012) (6) India Automotive Conceptual paper Client Success factors of SD 
10 2018 Saranga, Schotter, and Mudambi (2018) (6) China, India Automotive Qualitative (case study) Client 
Partnership with MNCs to upgrade 
supplier capabilities 
11 2018 ZENG, ZHANG, WANG, and ZHOU (2018) (6) China Instruction Case study Client 
Mega infrastructure project, SD 
incentive, motivation  
12 2018 Retegi Albisua and Igartua López (2018) (6) Europe Oil & Gas Qualitative (case study) Client 
Knowledge transfer through SD and 
CoMM method 
                                               
7 (6) from author’s self-search, (5) from review of Glock et al. (2017), (4) from review of Sillanpää et al. (2015), (3) from review of Dalvi and Kant (2015), (2) from review of Sucky and 




13 2018 Noshad and Awasthi (2018) (6) N/A N/A N/A N/A Supplier selection criteria 
14 2018 Dalvi and Kant (2018) (6) N/A N/A 214 out of N/A Client Effects of SD, SD practices 
15 2018 Calignano and Vaaland (2018) (6) Tanzania Cross industries 109 out of 120 (91%) Client Supplier motivation 
16 2018 Meisel and Glock (2018) (6) N/A N/A Conceptual paper N/A Decision support model 
17 2018 Yawar and Seuring (2018) (6) N/A N/A 
Qualitative (multiple case 
study) Client SME supplier 
18 2018 Joshi, Shitole, Chavan, and Joshi (2018) (6) India Cross industries 521 out of 628 (82.9%) Client SD and client-supplier relationship 
19 2018 Tse, Zhang, Tan, Pawar, and Fernandes (2018) (6) China Cross industries 209 out of 4505 (6.4%) Client 
Compare effects of SD and defect 
product recalls 
20 2018 Yadlapalli, Rahman, and Gunasekaran (2018) (6) Bangladesh Apparel 267 out of 500 (53%) Client 
Implementation of social 
responsibilities 
21 2018 Yawar and Kauppi (2018) (6) India Cross industries Qualitative (multiple case study) Client Social responsibilities SD 
22 2018 Torres-Ruiz and Ravindran (2018) (6) N/A N/A Conceptual paper N/A Supplier selection 
23 2018 Hammerschmidt, Wetzel, and Arnold (2018) (6) Germany Machinery 170 out of 215 (79%) Client 
Impact of preferred supplier status 
on supplier selection, motivation to 
join SD 
24 2018 Shelton and Minniti (2018) (6) USA Cross industries Qualitative (case study) N/A Minority entrepreneurship 
25 2017 Glock et al. (2017) (6) N/A N/A Literature review N/A Decision support models for SD 
26 2017 Sunil Kumar and Routroy (2017b) (6) India Cross industries Qualitative (case study) Client Returns of SD, Kano model 
27 2017 Sunil Kumar and Routroy (2017a) (6) India Cross industries 284 out of 1560 (18.2%) Dyadic SD barriers 
28 2017 Jokela and Söderman (2017) (6) Finland Cross industries 
Qualitative (in-depth 
interview) Client 
Buyer commitment and fairness 
with client-supplier relationship  
29 2017 Calignano and Vaaland (2017) (6) Tanzania Cross industries 110 out of 120 (92%) Client 
Experience, expectation and 
motivation of SD 






Sudhakar, and Bhalotia 
(2017) 
(6) India Automotive Conceptual paper + case study Client Supplier selection in green SD 
32 2017 Kumar, Singh, and Kumar (2017) (6) N/A Automotive Conceptual paper Client Agility index 
33 2017 Rezaei, Kadziński, Vana, and Tavasszy (2017) (6) N/A N/A Conceptual paper N/A Supplier segmentation 
34 2017 Li and Wang (2017) (6) N/A N/A Conceptual paper N/A Green supplier selection 
35 2017 Badri Ahmadi, Hashemi Petrudi, and Wang (2017) (6) Asia Telecom 
Conceptual paper, case 
study Client Supplier selection 
36 2017 
Bakeshlou, Khamseh, 
Asl, Sadeghi, and 
Abbaszadeh (2017) 
(6) N/A N/A Conceptual paper N/A Green SD selection 
37 2017 Cui, Bai, and Cui (2017) (6) N/A N/A Conceptual paper N/A Supplier selection, balancing btw. SD and supplier switching 
38 2017 Kumar and Routroy (2017) (6) N/A N/A Conceptual paper N/A Performance analysis of SDP 
39 2017 Joshi et al. (2017) (6) India Cross industries 521 out of N/A Supplier Client-supplier relationship and SD 
40 2017 Aissaoui, Haouari, and Hassini (2007) (5) N/A N/A Literature review N/A Supplier selection 
41 2017 Cui, Deng, Liu, Zhang, and Xu (2017) (5) N/A N/A Conceptual paper N/A SCM and inventory accuracy 
42 2017 Dalvi and Kant (2017) (5) India Manufacturing Qualitative Client Barriers of SD, Delphi, AHP 
43 2017 Mizgier, Pasia, and Talluri (2017) (5) N/A N/A Conceptual paper N/A SD decision 
44 2017 Proch, Worthmann, and Schlüchtermann (2017) (5) N/A N/A Conceptual paper N/A 
Negotiation-based algorithm to 
coordinate SD 
45 2017 Yawar and Seuring (2017) (5) N/A N/A Literature review N/A SCM 




and Pannek (2016) 
(6) N/A N/A Conceptual paper N/A SD on contractual periods 




49 2016 Rodríguez, Giménez, and Arenas (2016) (6) Latin America N/A 
Qualitative (multiple case 
study) Client 
NGO partnership for sustainable 
supply chain 
50 2016 Aßländer, Roloff, and Nayır (2016) (6) Turkey Textile Qualitative (case study) Client 
Social standard, motivation of 
Supplier 
51 2016 Chen, Hsieh, and Wee (2016) (6) Global Automotive Qualitative (case study) Client Global supplier selection model 
52 2016 Ashby (2016) (6) UK Clothing Qualitative (case study) Client Reshoring 
53 2016 Chen, Ellis, and Suresh (2016) (6) N/A N/A Conceptual paper N/A Expectancy theory and SD 
54 2016 Busse et al. (2016) (6) Europe, China Cross industries Qualitative (multiple case study) Dyadic Barriers of SD in global SC 
55 2016 Awasthi and Kannan (2016) (5) N/A N/A Conceptual paper N/A Green SD 
56 2016 Agrawal, Kim, Kwon, and Muthulingam (2016) (5) N/A N/A Conceptual paper N/A Investment in shared suppliers 
57 2016 Ağan, Kuzey, Acar, and Açıkgöz (2016) (5) Turkey Cross industries 314 out of 718 (43.7%) Client CSR, green SD 
58 2016 Bai and Sarkis (2016) (5) N/A N/A Conceptual paper N/A Game theory and SD 
59 2016 Bai, Dhavale, and Sarkis (2016) (5) N/A N/A Conceptual paper N/A Green SD 
60 2016 Clemons and Slotnick (2016) (5) N/A N/A Conceptual paper N/A 
Simulation, supplier selection, 
knowledge transfer 
61 2016 Friedl and Wagner (2016) (5) N/A N/A Conceptual paper N/A SD in triadic setting 
62 2016 Glock (2016) (5) N/A N/A Conceptual paper N/A Decision support 
63 2016 Karsak and Dursun (2016) (5) N/A N/A Literature review N/A Supplier selection 
64 2016 Lima-Junior and Carpinetti (2016) (5) N/A N/A Conceptual paper N/A Supplier selection/evaluation 
65 2016 Lolli et al. (2016) (5) N/A N/A Conceptual paper N/A SD training 
66 2016 Marchi, Ries, Zanoni, and Glock (2016) (5) N/A N/A Conceptual paper N/A 
Economic lot size model and 
uncertain investment 






Benton jr., and 
Hohenstein (2016) 
(5) N/A N/A Literature review N/A Supplier selection 
69 2016 Zimmer, Fröhling, and Schultmann (2016) (5) N/A N/A Literature review N/A Supplier selection 
70 2015 Sancha, Longoni, and Giménez (2015) (6) Worldwide Cross industries 872 out of 931 (93.6%9 Client 
SD practice in global context 
(enables and drivers) 
71 2015 Kumar and Routroy (2015) (6) N/A N/A Conceptual paper N/A Kano model in SD 
72 2015 Behera, Nayak, and Das (2015) (6) India Banking 125 out of 500 (25%) Client IT adoption and IT performance 
73 2015 Young (2015) (6) Congo Metal Conceptual paper N/A Responsible sourcing 
74 2015 
Hamdi, Ghorbel, 
Masmoudi, and Dupont 
(2015) 
(6) N/A N/A Literature review N/A Optimization of a supply portfolio 
75 2015 Lo (2015) (6) Taiwan High-tech Qualitative (case study) Client Green SD attitude 
76 2015 O'Charoen and Bispham (2015) (6) USA Aerospace Case study Client 
SD practice, word transfer in 
managing supplier transition 
77 2015 Sancha, Gimenez, Sierra, and Kazeminia (2015) (6) Spain Cross industries 120 out of 580 (20.7%) Client Social SD practices 
78 2015 Akman (2015) (5) Turkey Automotive 198 out N/A Client Supplier evaluation, Green SD 
79 2015 Bhattacharyya and Guiffrida (2015) (5) N/A N/A Conceptual paper N/A Delivery of supplier 
80 2015 Chen, Yang, and Chen (2015) (5) N/A N/A Conceptual paper N/A 
Process improvement capability – a 
modeling method of mathematical 
programming 
81 2015 Chen, Liang, and Yang (2015) (5) N/A N/A Conceptual paper N/A Quality investment in outsourcing 
82 2015 Dou, Zhu, and Sarkis (2015) (5) N/A N/A Conceptual paper N/A Environmental SD 









85 2015 Noshad and Awasthi (2015) (5) N/A N/A Literature review N/A Supplier quality management 
86 2015 Qi, Ahn, and Sinha (2015) (5) N/A N/A Conceptual paper N/A 
Shared supplier in a competitive 
market 
87 2015 Rezaei et al. (2015) (5) N/A N/A Conceptual paper N/A Supplier evaluation and segmentation 
88 2015 Sillanpää et al. (2015) (5) N/A N/A Literature review N/A SD decision model 
89 2014 Dou, Zhu, and Sarkis (2014) (3), (4), (5) N/A N/A Conceptual N/A Green SD 
90 2014 Routroy and Pradhan (2014) (4), (5) India Cross industries Qualitative (case study) Client Performance of SD 
91 2014 Khan and Nicholson (2014) (6) Pakistan Automotive 
Qualitative (in-depth 
interview) Dyadic SD in cross-border context 
92 2014 Kumar and Routroy (2014) (6) India Automotive 
Conceptual paper, case 
study N/A Root cause impediments for SD 
93 2014 Pulles, Veldman, and Schiele (2014) (6) 
Germany, 
Austria Cross industries 121 out of 440 (27.5%) Client 
Innovative supplier in business 
networks 
94 2014 Shad, Roghanian, and Mojibian (2014) (6) N/A N/A Conceptual paper N/A SD problems under uncertainty 
95 2014 Mishra and Sharma (2014) (6)   Qualitative (case study) Client SCM practice 
96 2014 Xu and Liao (2014) (6) N/A N/A Conceptual paper N/A AHP supplier selection 
97 2014 Junge (2014) (6) Norway Fish feeding Qualitative (case study) Client Creating value through SD, Impacts of SD 
98 2014 Routroy and Sunil Kumar (2014) (6) N/A N/A Conceptual paper N/A SD enabler 
99 2014 Mark McKevitt and Davis (2014) (6) Ireland Cross industries 338 out of N/A Client SD in public procurement 
100 2014 
Brandenburg, Govindan, 
Sarkis, and Seuring 
(2014) 
(5) N/A N/A Literature review N/A Sustainable Supplier management 
101 2014 Glock, Grosse, and Ries (2014) (5) N/A N/A Literature review N/A Lot sizing problem 




103 2014 Pun (2014) (5) N/A N/A Conceptual paper N/A Supplier selection criteria 
104 2014 Routroy and Kumar Pradhan (2014) (5) N/A N/A Conceptual paper N/A India gear supplier 
105 2014 Wang, Xiao, and Yang (2014) (5) N/A N/A Conceptual paper N/A Supplier reliability 
106 2014 Ruhrmann, Hochdörffer, and Lanza (2014) (4) N/A N/A Conceptual paper N/A Supplier evaluation 
107 2013 Blome, Hollos, and Paulraj (2013) (3), (5) Europe Cross industries 114 out of 476 (24%) Client Green SD 
108 2013 Igarashi, Boer, and Fet (2013) (3), (5) N/A N/A Literature review N/A Green SD 
109 2013 Sucky and Durst (2013) (3), (5) N/A N/A Literature review N/A Supplier selection 
110 2013 Cankurtaran, Langerak, and Griffin (2013) (5) N/A N/A Literature review N/A New product development 
111 2013 Chai, Liu, and Ngai (2013) (5) N/A N/A Literature review N/A Supplier selection 
112 2013 Hu, Gurnani, and Wang (2013) (5) N/A N/A Conceptual paper N/A Supplier diversification 
113 2013 Nagati and Rebolledo (2013) (5) Canada Cross industries 201 out of 924 (22.3%) Supplier SD efforts 
114 2013 Omurca (2013) (5) N/A N/A Conceptual paper N/A Supplier selection 
115 2013 Sharma and Yu (2013) (5) N/A N/A Conceptual paper N/A Supplier selection 
116 2013 Sucky and Durst (2013) (5) N/A N/A Literature review N/A SD practices and impacts 
117 2013 Asare, Brashear, Yang, and Kang (2013) (4) China Cross industries 338 out of 971 (35%) Client Client-supplier relationship 
118 2013 Praxmarer-Carus et al. (2013) (4) Germany Cross industries 38 pairs  Dyadic 
Cost and benefit shared between 
client and supplier 
119 2013 Arráiz et al. (2013) (3) Chile Cross industries Longitudinal research (2003-2008)  
Large client. SME suppliers, SDP 
by government 
120 2012 Friedl and Wagner (2012) (4), (5) N/A N/A Conceptual paper N/A SD or switching 




122 2012 Li, Humphreys, Yeung, and Cheng (2012) (2), (4) Hong Kong Electronics 142 of 450 (31.5%) Client Large firms 
123 2012 Glock (2012) (5) N/A N/A Literature review N/A Joint economic 
124 2012 Wilding, Gimenez, and Tachizawa (2012) (5) N/A N/A Literature review N/A Sustainable SD 
125 2012 Hochrein and Glock (2012) (5) N/A N/A Literature review N/A Purchasing and SM 
126 2012 Kumar, Shankar, and Yadav (2012) (5) N/A N/A Conceptual paper N/A SD global context 
127 2012 Lu et al. (2012) (5) China Cross industries 160 out of 750 (21.3%) Dyadic CSR and SD 
128 2012 Meisel (2012) (5) N/A N/A Conceptual paper N/A Supplier selection 
129 2012 Wilding, Seuring, and Gold (2012) (5) N/A N/A Literature review N/A SCM 
130 2012 Arroyo-López et al. (2012) (3) Mexico Automotive 47 out of N/A Supplier Impacts of SD, absorptive capacity 
131 2011 Wagner (2011) (1), (2), (4), (5) Europe Cross industries 60 out of 251 (24%) Client SD and the relationship life-cycle 
132 2011 
Humphreys, Cadden, 
Wen-Li, and McHugh 
(2011) 
(2), (3), (4) China Electronics 
142 out of 450 (31.5%) 
Client SD impacts 
133 2011 Bai and Sarkis (2011) (4), (5) N/A N/A Conceptual paper N/A Evaluating SD with grey based rough set methodology 
134 2011 Glock and Hochrein (2011) (5) N/A N/A Literature review N/A Purchasing 
135 2011 Wu and Barnes (2011) (5) N/A N/A Literature review N/A Supplier selection 
136 2011 Arumugam, Derakhshan, and Boon (2011) (3) N/A N/A Conceptual N/A 
SD practice in manufacturing 
organization 
137 2011 Lee and Kim (2011) (3) Korea Semi-conductor Case study Client Green SD 
138 2011 Loppacher et al. (2011) (3) N/A N/A Conceptual Client 
Key drivers of buyer-supplier 
relationship in global sourcing 
strategies 




140 2010 Bai and Sarkis (2010) (3), (5) N/A N/A Conceptual N/A Green SD, proposing decision rules  
141 2010 Ho, Xu, and Dey (2010) (3), (5) N/A N/A Literature review N/A Supplier evaluation and selection 
142 2010 Wagner (2010) (2), (5) Europe Cross industries 
60 out of 251 (24%) 
Client Impacts of direct and indirect SD efforts 
143 2010 Talluri, Narasimhan, and Chung (2010) (3), (4) N/A N/A Conceptual N/A Risk of SD with multi-suppliers 
144 2010 Ghijsen et al. (2010) (2), (3) Germany Automotive 
47 out of 190 (23%) 
Supplier Supplier satisfaction and commitment in SD 
145 2010 Park, Shin, Chang, and Park (2010) (5) N/A N/A Conceptual paper N/A Supplier relationship 
146 2010 Shokri et al. (2010) (4) UK Food Qualitative (case study) Client SME supplier 
147 2010 Kwon et al. (2010) (3)  Aerospace Case study Client 
Role of suppliers in large scale 
system integration – coordination 
theory 
148 2009 Wagner and Krause (2009) (1), (2), (3), (5) Europe Cross industries 
65 out of 251 (26%) 





(1), (4) India Cross industries 76 out of 200 (38%) Client Lit on SD definition 
150 2009 Chao, Iravani, and Savaskan (2009) (5) N/A N/A Conceptual paper N/A Cost sharing contracts in SD 
151 2009 Jain, Wadhwa, and Deshmukh (2009) (5) N/A N/A Literature review N/A Supplier selection 
152 2009 
Melnyk, Lummus, 
Vokurka, Burns, and 
Sandor (2009) 
(5) USA N/A Qualitative (Delphi) N/A SCM, Delphi 
153 2009 
Menachof, Gibson, 
Hanna, and Whiteing 
(2009) 
(5) N/A N/A Literature review N/A Value of SCM 
154 2009 Sasikumar and Kannan (2009) (5) N/A N/A Literature review N/A Issues in reverse supply chains 
155 2009 Lindgreen and Sánchez-Rodríguez (2009) (1), (2) Spain Cross industries 
306 out of 1,200 (26%) 
Client Effect of strategic purchasing on SD and performance 




157 2009 Lee (2009) (3) Taiwan Manufacturing Qualitative (case study) Client Supplier selection 
158 2009 Lintukangas (2011) (3) Finland Cross industries 100 out of 570 (17.5%) Client Supplier relationship management in firm’s  global integration 
159 2009 Önüt, Kara, and Işik (2009) (3) Turkey Telecommunication Qualitative (case study) Client Supplier selection 
160 2009 Ordoobadi (2009) (3) N/A N/A Conceptual Client Supplier selection 
161 2009 Lee, Yeung, and Edwin Cheng (2009) (2) Hong Kong Electronics 
175 out of 758 (23%) 
Client Supplier alliances 
162 2008 Narasimhan, Talluri, and Mahapatra (2008) (5) N/A N/A Conceptual paper Supplier RFQ and SD 
163 2008 Batson (2008) (4) USA Automotive Survey-based Client SD practice 
164 2008 Narasimhan, Mahapatra, and Arlbjørn (2008) (4) USA, Denmark Cross industries 88 out of N/A Client 
Impact of relational norms, SD and 
trust on supplier performance 
165 2008 Petison and Johri (2008) (4) Thailand Automotive Qualitative (multiple case study) Dyadic Client-supplier relationship 
166 2008 Terpend, Tyler, Krause, and Handfield (2008) (3) N/A N/A Literature review N/A Value of relationship 
167 2008 Blonska et al. (2008) (2) N/A Cross industries 
185 out of 254 (73%) 
Supplier Impact of SD on preferential byer status 
168 2008 Carr, Kaynak, Hartley, and Ross (2008) (2) USA Cross industries 
166 out of 1,000 (17%) 
Client Impact of SD on supplier performance 
169 2008 Oh and Rhee (2008) (2) South Korea Automotive 
94 out of 231 (41%) 
Supplier 
Impact of supplier capability and 
technology uncertainty on 
manufacturing-supplier 
collaboration 
170 2008 Cox Edmondson et al. (2008) (1) N/A N/A Conceptual N/A Large client – SME supplier 
171 2008 Giannakis (2008) (1) UK Cross industries Qualitative (multiple case study) Client Knowledge transfer through SD 
172 2007 Modi and Mabert (2007) (1), (2), (3), (4), (5) USA Cross industries 114 out of 1900 (6%) Client 
Knowledge transfer in SD and 
supplier performance 
173 2007 Krause et al. (2007) (1), (2), (3), (4) USA Cross industries 374 out of 1500 (25%) Client 
Impact of SD, relationship, 





174 2007 Araz and Ozkarahan (2007) (4), (5) N/A N/A Conceptual paper N/A Supplier evaluation 
175 2007 Li et al. (2007) (2), (4) Hong Kong Electronics 142 out of 450 (32%) Client Impact of SD 
176 2007 Zhu, Zhang, and Tsung (2007) (5) N/A N/A Literature review N/A SCM 
177 2007 Arshinder, Kanda, and Deshmukh (2007) (4) India Automotive Qualitative (case study) Client SC coordination issues 
178 2007 Chan and Kumar (2007) (4) N/A N/A Conceptual paper N/A AHP approach in global SD and risk factors 
179 2007 Gunasekaran and Kobu (2007) (4) N/A N/A Literature review N/A 
Performance measurement in 
logistics and SCM 
180 2007 Jap and Anderson (2007) (4) Worldwide Cross industries 1660 out of 4033 (41%) Client Life cycle theory and inter-organizational relationships 
181 2007 Carr and Kaynak (2007) (1), (2) USA Cross industries 
223 out of 1,000 (22%) 
Client Communication method in SD and performance 
182 2007 Xu and Xiang-yang (2007) (3) N/A N/A Conceptual N/A Multiphase supplier selection model 
183 2007 Womack, Jones, and Roos (2007) (3) N/A N/A Book N/A The machine that change the world 
184 2007 Williams (2007) (1) UK Office seating manufacturer Qualitative (case study) Client SME client and supplier 
185 2007 Wouters, van Jarwaarde, and Groen (2007) (1) Southeast Asia Cross industries 
Qualitative (multiple case 
study) Client SD and cost management 




Cross industries 60 out of 251 (24%) Client SD and competitive advantages 




Cross industries 173 out of 691 (25%) Client SD practice in cross industries 
188 2006 McGovern and Hicks (2006) (1), (4) UK Electronic Qualitative (case study) Client Specification and SD 
189 2006 Goffin, Lemke, and Szwejczewski (2006) (4) UK Cross industries 
Qualitative (multiple 
case) Client Client-supplier relationship 




191 2006 Rhodes, Warren, and Carter (2006) (1) N/A N/A Book N/A SC and total product systems 





(1), (2) Spain Cross industries 306 out of 1200 (26%) Client Impact of SD on purchasing performance 
194 2005 Petersen, Handfield, and Ragatz (2005) (3) Worldwide Cross industries 134 out of 225 (59.5%) Client 
Supplier involvement in product 
development 




Cross industries 60 out of 251 (24%) Client SD and competitive advantages 
196 2004 Humphreys et al. (2004) (1), (2), (3), (4), (5) Hong Kong Electronics 142 out of 450 (32%) Client Impact of SD 
197 2004 Prahinski and Benton (2004) (1), (3), (4), (5) North America Automotive 139 out of 571 (24.3%) Supplier 
Communication strategy, supplier 
evaluation 
198 2004 Talluri and Narasimhan (2004) (4), (5) N/A N/A Conceptual paper N/A Strategic sourcing 
199 2004 Sako (2004) (1), (3), (4) Japan Automotive Qualitative (multiple case studies) Client SD practices at Automotive industry 
200 2004 Liker and Choi (2004) (3), (4) N/A N/A Conceptual Client Building deep supplier relationship 
201 2004 Wang, Du, and Li (2004) (1), (4) N/A N/A Conceptual N/A SD in Six sigma context 
202 2004 Dunn and Young (2004) (4) USA Food  Qualitative (multiple case study) Client SD assistance within SD initiatives 
203 2004 Seetharaman, Khatibi, and Swee Ting (2004) (4) N/A N/A Conceptual paper N/A SD linkage with demand chain 
204 2004 Simatupang and Sridharan (2004) (4) N/A N/A Conceptual paper N/A Benchmarking 
205 2004 Droge, Jayaram, and Vickery (2004) (3) North America Automotive 55 out of 150 (36%) Supplier Time-based performance 
206 2004 Dyer and Hatch (2004) (3) Japan Automotive Qualitative (case study) Client Supplier networks to learn faster 
207 2004 Sánchez-Rodríguez and Martínez-Lorente (2004) (3) Spain Cross industries 306 out of 1200 (25%) Client 





208 2004 Tracey (2004) (3) N/A Cross industries 249 out 2000 (12.5%) Client Supplier involvement in product development 
209 2004 Helper and Kiehl (2004) (2) USA Cross industries 27 out of N/A, plus case studies Supplier 




Chan, and Kumaraswamy 
(2003) 
(1), (2), (3), (4) Hong Kong Electronics 142 out of 450% (32%) Client Role of SD in predicting purchasing performance 
211 2003 Mol (2003) (5) N/A N/A Literature review N/A Purchasing strategy 
212 2003 Tsay, Nahmias, and Agrawal (2003 (1999)) (5) N/A N/A Literature review N/A Modeling SC contracts 
213 2003 Abdullah and Maharjan (2003) (4) Malaysia Automotive 29 out of 74 (39.2%)  Supplier SME suppliers 
214 2003 Wu (2003) (4) USA, Japan Automotive 103 out of N/A Supplier Lean suppliers 
215 2003 Pfeffer and Salancik (2003) (3) N/A N/A Book N/A External control of organizations 
216 2003 Rosenzweig, Roth, and Dean (2003) (3) USA Customer products Qualitative (case study) Client 
Integration strategy and firm’s 
competitive advantage 
217 2002 Krause and Scannell (2002) (1), (2), (3) USA Cross industries 512 out of 1504 (34%) Client SD practice 
218 2002 Reed and Walsh (2002) (1), (4) UK Aerospace Qualitative (case study) Client Enhancing technological capability through SD 
219 2002 Ellram and Liu (2002) (3) N/A Cross industries 264 out of 924 (26.8%) Client Impact of SD 
220 2002 Ellram, Zsidisin, Siferd, and Stanly (2002) (3) N/A Cross industries 264 out of 924 (26.8%) Client Impact of SD 
221 2002 Frohlich and Westbrook (2002) (3) UK Cross industries 187 out of 890 (20%) Client Web-based integration 
222 2002 Kannan and Tan (2002) (3) USA Cross industries 411 out of 4.500 (9.1%) Client Supplier selection and business performance 
223 2002 Narasimhan and Kim (2002) (3) Korea, Japan Cross industries 623 out of N/A Client 
Impact of SD integration on 
diversification and performance 








225 2001 Boer, Labro, and Morlacchi (2001) (5) N/A N/A Literature review N/A Supplier selection 
226 2001 Forker and Mendez (2001) (5) N/A N/A Conceptual paper N/A Benchmarking best peer suppliers 
227 2001 Narasimhan, Talluri, and Mendez (2001) (4) N/A N/A Conceptual paper N/A Supplier evaluation 
228 2001 Humphreys, Shiu, and Chan (2001) (3) Hong Kong Electronic 72 out of 300 (24%) Client Client-supplier relationship 
229 2001 McGinnis and Vallopra (2001) (3) USA Cross industries 169 out of 1074 (15.7%) Client 
Supplier involvement in process 
improvement 
230 2001 Park, Hartley, and Wilson (2001) (3) Korea Automotive Qualitative (case study) Client 
Quality management practice and 
buyer-supplier relationship 
231 2001 Cox (2001) (1) N/A N/A Conceptual N/A Framework for procurement and supply competence 
232 2000 Forker and Stannack (2000) (1), 2) USA Cross industries 384 out of 769 (50%) Dyadic 
Cooperation vs. competition among 
clients and suppliers 
233 2000 Handfield et al. (2000) (1), (2), (3), (4) USA Cross industries 84 out of 200 (42%) Client Success factors of SD 
234 2000 Krause et al. (2000) (1), (2), (3), (4) USA Cross industries 322 out of 1504 (21%) Client Impact of SD on supplier performance 
235 2000 Kim (2000) (5) N/A N/A Conceptual paper N/A SCM 
236 2000 Liu, Ding, and Lall (2000) (5) N/A N/A Conceptual paper N/A Supplier selection 
237 2000 Toni and Nassimbeni (2000) (4) Italy Cross industries 52 out of N/A Client Just-in-time in SD 
238 2000 Dyer and Nobeoka (2000) (3) Japan Automotive Qualitative (case study) Client Knowledge sharing, Supplier motivation 
239 2000 Liker and Wu (2000) (3) Japan Automotive Qualitative (case study) Client USA suppliers 
240 2000 Toni and Nassimbeni (2000) (2) Italy Electronics 52 out of 87 (60%) Client 
JIT purchasing in SD and 
performance 
241 2000 Quayle (2000) (1) UK Automotive Conceptual N/A SD in SME context in UK 




243 2000 Forker and Hershauer (2000) (1) USA Electronic Quantitative Client 
Determinants of satisfaction and 
quality performance in SD 
244 2000 Forker and Stannack (2000) (1) USA 
Electronic and 
Aerospace 264 out of 421 (69%) Dyadic 
Cooperation vs. competition among 
clients and suppliers 
245 1999 Krause (1999) (1), (2), (3), (4), (5) USA Cross industries 527 out of 1504 (35%) Client 
Antecedents of client efforts to 
improve suppliers 
246 1999 Joshi and Stump (1999) (3), (4) USA Manufacturing 187 out of 611 (30%) Dyadic 
Contingent effect of specific asset 
investments on client-supplier 
relationship 
247 1999 Carr and Pearson (1999) (1), (3) USA Cross-industries 186 out of 739 (25%) Client Client-supplier relationship and performance outcomes 
248 1999 Tang (1999) (4) N/A N/A Conceptual paper N/A Supplier relationship map 
249 1999 Toni (1999) (4) Italy Electronics 52 out of 87 (60%) Client Client-supplier operational practices and performance 
250 1999 Forker et al. (1999) (1), (2) USA Electronics 181 out of 421 (43%) Dyadic Impact of SD 
251 1999 Krause and Handfield (1999) (3) N/A N/A Book N/A 
Developing a world-class supply 
base 
252 1999 Krause et al. (1999) (2) USA Cross industries N/A (47%) Supplier SD from minority supplier perspective 
253 1999 Trent and Monczka (1999) (1) USA Cross industries 60 Client 
Achieving world-class supplier 
quality 
254 1998 Krause et al. (1998) (1), (2), (3), (4), (5) USA Cross industries 84 out of 210 (40%) Client Reactive vs. proactive SD process 
255 1998 
Ward, McCreery, 
Ritzman, and Sharma 
(1998) 
(4) USA Cross industries 114 out of 400 (28.2%) Client Competitive priorities in operation management 




Effective client-supplier relationship 
practices 
257 1997 Krause (1997) (1), (2), (3), (5) USA Cross industries 527 out of 1504 (35%) Client SD practices and outcomes 




259 1997 Krause and Ellram (1997a) (1), (2), (3), (4) USA Cross industries 93 out of 350 (27%) Client Critical elements of SD 
260 1997 Chi, Liu, and Chen (1997) (5) N/A N/A Conceptual paper N/A Optimal stopping rule for a project with uncertain completion time 
261 1997 Kraljic (1983) (4) N/A N/A Conceptual paper N/A Purchasing becomes supply management 
262 1997 Macduffie and Helper (1997) (4) N/A N/A Conceptual paper N/A Lean production through the SD 
263 1997 Hartley et al. (1997) (3) USA Cross industries 79 out of 160 (49%) Client Client-supplier interface for product development 
264 1997 Human and Provan (1997) (3) USA Wood Qualitative (case study) N/A SME network 
265 1997 Tezuka (1997) (3) N/A N/A Conceptual paper N/A Cooperation vs. competition among clients and suppliers 
266 1996 Hartley and Choi (1996) (1), (3), (4), (5) N/A N/A Conceptual N/A Customer as catalyst 
267 1996 Dyer (1996) (3), (4) Japan, USA Automotive 192 out of 250 (76%) Client Specialized supplier network as source of competitive 
268 1996 Chakraborty and Philip (1996) (1), (3) N/A N/A Conceptual N/A Supplier development strategies 
269 1996 Giunipero and Brand (1996) (4) USA Cross industries 
Qualitative (multiple case 
study) Client Purchasing role in SCM 
270 1996 Lamming (1996) (4) N/A N/A Conceptual paper N/A Lean supply with SCM 
271 1996 Hunter, Beaumont, and Sinclair (1996) (3) UK Manufacturing Qualitative (case study) Client 
Partnership route to supplier 
management 
272 1995 Ellram (1995) (3) USA Cross industries Quantitative (98 pairs of clients and suppliers) Dyadic 
Pitfalls and success factors 
partnership 
273 1995 Macduffie (1995) (3) Worldwide Automotive 62 out of N/A Client Flexible product system in automotive industry 
274 1995 Richardson and Roumasset (1995) (3) N/A N/A Conceptual N/A Sourcing model 
275 1995 Stuart and McCutcheon (1995) (3) N/A Cross industries Quantitative Client 
Problem sources in establishing 
strategic supplier alliances 




277 1993 Watts and Hahn (1993) (1), (2), (3), (5) USA Cross industries 81 out of 500 (16%) Client SD practices 
278 1993 Monczka et al. (1993) (1), (2), (3), (4) USA Cross industries 200 out of N/A Client Supply base strategies to maximize supplier performance 
279 1993 Cooper and Gardner (1993) (3) N/A N/A Conceptual N/A 
Good B2B relationship: partnering 
and strategic alliance 
280 1992 Turnbull, Oliver, and Wilkinson (1992) (3) UK Automotive Qualitative (case study) Client Adopted Japanese model to UK 
281 1992 Webster (1992) (3) N/A N/A Conceptual paper N/A Changing role of marketing in the corporation 
282 1992 Watts, Kim, and Hahn (1992) (1) N/A N/A Conceptual N/A 
Purchasing and corporate 
competitive 
283 1991 Weber et al. (1991) (5) N/A N/A Literature review N/A Supplier selection criteria 
284 1991 Monczka and Trent (1991) (4) N/A N/A Conceptual paper N/A 
Evolving sourcing strategies for 
1990s 
285 1991 Galt and Dale (1991) (3) UK Cross industries Qualitative (case study) Client SD practices 
286 1990 Hahn et al. (1990) (1), (3), (5) N/A N/A Conceptual N/A SD programs/ process 
287 1990 Giunipero (1990) (1), (3) N/A N/A Conceptual N/A Motivating and monitoring JIT supplier performance 
288 1990 Heide and John (1990) (1), (3) N/A Cross industries 155 out of 579 (30%) Client Industrial purchasing 
289 1990 Newman and Rhee (1990) (3) Japan Automotive Qualitative (case study) Client SD practices 
290 1990 Lascelles and Dale (1990) (2) UK Automotive 300 out of N/A Supplier Barriers to SD 
291 1989 Lascelles and Dale (1989) (1), (2), (3) UK Automotive 300 out of N/A Supplier 
Buyer-supplier relationship in total 
quality management 
292 1989 Clark (1989) (3) Japan Automotive Quantitative Client Supplier involvement in product development 
293 1988 Spekman (1988) (3)  N/A N/A Conceptual N/A Supplier selection 
294 1988 Marris and Williamson (1988) (3) N/A N/A Book N/A 





295 1981 Williamson (1981) (3) N/A N/A Conceptual paper N/A Transaction Cost Theory 
296 1967 Thompson (1967) (3) N/A N/A Book N/A Organization in Action: Social Science Bases of Administrative 
297 1966 Leenders (1966) (3), (5) N/A N/A Conceptual paper N/A Definition of SD 
 
Appendix 2: Detailed search results for research on supplier development 
 
Figure 45: Search results with Science Direct 









Figure 46: Search results with Link.Springer 










Figure 47: Search results with Emerald 














Figure 48: Search results with IEEE Insight 










Appendix 3: Full qualitative data analysis results 
Source Perspective Transcripts Codes Subcategories Categories Themes 
Client Client 
“With our key suppliers, we also support them with finance. For 













“We had a group of staffs including senior developer, QA team 
leader and PhP specialist to support the vendor in new project.” 











“It is to improve the relationship with suppliers, and also to train 
the supplier’s developers as a type of on-the-job training in our 
company.” (Client sourcing coordinator). 










“Of course, we usually visited our suppliers. Our CEO comes to 
Vietnam, Czech Republic very often to visit our partners there. ” 











“We also invited top managers and key developers of suppliers 
who have worked in projects with us to visit our company.” 











“MDM is the platform that we have used for many years. It is not 
difficult but quite unfamiliar with the vendor. Thus, we created a 
pilot project in which the developers of the vendor will implement 
what we are also implementing. That can help the vendor be 
able to work on the MDM platform and we can also evaluate 













“Actually, we wanted to develop the supplier D in order for them 
to work with us. However, we did not really want to invest too 
much in the pilot project and the supplier has to work and invest 
for themselves. They did not really succeed in the pilot project, 
but I think the reason is, to a certain extent, because we did not 
support them enough. Fortunately, the supplier was still willing 
to learn and work for us. So we gave them a second chance to 










“Of course, we did have a pilot project for the supplier E. 
However, it was also an in-house software development which 
we wanted to transfer the software from iOS to Windows 
version. It was a bit different from the pilot project with supplier 
D, this project we asked for a fixed price package of the supplier 
E. Then we put very little effort to control or help this supplier. 
They had to solve the problem themselves. We only met them 
once a week for updating and gave them our feedback”.(The 










“Of course, we did have a pilot project for the supplier E. 
However, it was also an in-house software development which 
we wanted to transfer the software from iOS to Windows 
version. It was a bit different from the pilot project with supplier 
D, this project we asked for a fixed price package of the supplier 
E. Then we put very little effort to control or help this supplier. 
They had to solve the problem themselves. We only met them 
once a week for updating and gave them our feedback”. (The 
client project manager). 
Pilot project, 










“We would like to send one or two senior developers to the 
vendor in Vietnam. It is necessary for the vendor because 
sometimes the developers there cannot fully understand what 
our developer explains. That is also a good opportunity for the 
developer to get to know their colleagues in Vietnam and enjoy 













“Some developers from Czech Republic came to us to work for 
a couple of weeks, and we also plan to send one or two staff to 










Furthermore, we also helped them with our technical supports 
such as video calls, online chat with our senior developer about 
the problems that they have. We expected that this vendor will 
be able to work smoothly for our PhP Conrad projects soon”. 











“When working with vendors in India, before starting projects, 
we always have video call to introduce and give Q&A sessions 












“We also make some videos to support them as they can watch 













“For the vendor D, we have at least two pilot projects, and some 
supporting videos which to transfer our knowledge, process to 
them. We expected that this vendor will be able to work 













“Our experience showed that instead of on-site training or 
traditional Q&A sessions with suppliers when they need 
supports, we can create some videos that explain clearly step-
by-step what they should do. By this way, they can watch the 
videos as many times as they need. That also avoids the 











“We usually talk with our vendor about our vision, objectives and 
development strategy, which they are part of. That can help our 
vendors understand the way we are working and how important 
they are to us.” (Client project manager). 
Communication 









Client Client “Of course it is open to tell the suppliers that we are working with 












solutions. Thus, I think they have to improve their quality to stay 
long with us.” (Client sourcing coordinator). 
Client Client 
“In agile development projects, we have to work closely with the 
supplier. We meet weekly or even twice a week to discuss with 
the developer on the specific tasks and outcomes we need. Of 
course the meetings are very short, about 15 – 20 minutes for 
updating and clarifying the requirements. That helps us to 
control the progress of project and change something on time if 










“During projects with vendors we have to meet them via video 
calls frequently to give them feedback (source code evaluation, 
working process...). That can help us to follow what vendors 










“In the GTD project, we have received a very good mock-up 
version of the app from the supplier G regarding the design and 
the planned attributes. We were really impressed by their offer, 
although it was as mostly double price as the offer from other 
suppliers. We decided to give this project to the supplier G. 
However, we only started the first phase including three sprints 
to see if their performance is really excellent as the proposal. If 
they perform well, we could continue the second phase and 












“Although we did not control or support them much, but we 
required this supplier higher quality, and also inform them 
regarding some alternative that we have in case their 















“Although we did not control or support them much, but we 
required this supplier higher quality, and also inform them 
regarding some alternative that we have in case their 

















Client Client “If they can pass the pilot project, we will give real projects.” (Client CEO). 
Incentive of 





Supplier A Supplier 
“Our client in Norway did invest in our company. Since we have 
supplied them with a dedicated team of developers, they had to 
invest in that team and the infrastructure as well.” (Project 











Supplier A Supplier 
“With our big client in Europe, they usually come to us for a few 
days or even few weeks to train our developer.” (Project 
manager of supplier A). 









Supplier A Supplier 
“Last year some of our developers visited our client firm in 
Australia. That is very often because we have worked with them 
for a long time.” (Project manager of supplier A). 









Supplier A Supplier 
“In meeting with our clients, we also discuss with them how to 
improve the quality, and the development strategy of both party 
in the cooperation.” (Project manager of supplier A). 
Communication 









Supplier B Supplier 
“After several successful projects with us, the client visits us 
more frequently, gives us some training for new technologies or 
platforms, or even invites us to their firm as a traveling chance 
for our developers and top managers.” (Business development 
manager of supplier B). 









Supplier B Supplier 
“After several successful projects with us, the client invites us to 
their firm as a traveling chance for our developers and top 










Supplier C Supplier 
“Our client not only gives us direct training, but also invest some 
money for us to upgrade our infrastructure and develop our 
staffs who worked in their dedicated team through the third 











Supplier C Supplier “Our client not only gives us direct training, but also invest some 
money for us to upgrade our infrastructure and develop our 












staffs who worked in their dedicated team through the third 
organization.” (CEO of supplier C). 
Supplier D Supplier 
“Two or three times a year, our client in Japan came to train our 
developers for one or two weeks, especially before projects start 
and there are some new platforms, templates or technologies 
which we will use for more effective working process.” (CEO of 
supplier D). 









Supplier D Supplier “Our CEO visited every year clients in Japan, as they invited us 










Supplier D Supplier 
“During the project, we also received technological supports 
from the client’s developers when necessary. It is very often and 
easy because now we can work via video calls, chats, and 
emails… even 24/7 or in real time because of the modern 











Supplier D Supplier 
“During the visit of the client CEO, he usually told us about his 
plan to work more with us. The plan is that we will have a team 
of up to 15 or 20 developers at the end of 2019 working as an 
extended team of the client in Vietnam”. (The CEO of supplier 
D) 
Communication 









Supplier D Supplier “When we are doing well in projects, we will get more projects 
from the client.” (Project manager of supplier D). 
Incentive of 





Supplier D Supplier 
“Some clients in Japan introduced us to other clients after long 
time cooperating with us and believing is our capability.” (CEO 
of supplier D). 
Introduce 
supplier to other 
clients in Japan 
Support supplier 






Supplier E Supplier 
“Visiting our clients is very often, especially in Singapore. It is 
only difficult to visit client in US because of the Visa problem. 
However, our client did visit us several time in Vietnam.” (CEO 













Supplier E Supplier 
“We know that our client does not have only our company as a 
partner, they also have other suppliers. But I think it is fair, we 
have to compete with others although we have worked with 









Supplier E Supplier 
“After working for some projects, the client always tends to give 
us more projects. That is normal as we are doing our service 
very well.” (CEO of supplier E). 
Incentive of 





Supplier F Supplier 
“During the projects, we received the feedback from the clients 
so often. That is to control the progress and the quality of the 
project. We also received evaluation at the end of projects 
whether we have done good jobs or deliver satisfactory 
outcomes to the clients. Usually, we will get further projects if 









Supplier G Supplier 
“There is a client from Australia; they want to invest in our 
company. But I have not agreed because I want to keep the 
control of my company. It will be complicated if we are 
influenced by other people when they invest in our company”, 











Supplier G Supplier 
“Of course, we usually have to participate in a pilot project with a 
new client. The client will give us a small project which to test 
our capability and also show the way it works in the upcoming 
project. If we perform well, it is likely that we will win the 










“We are waiting for the result of MDM training project with the 
supplier E. If the developers there can independently implement 
MDM within the Spring Boot, we are more than happy to sign a 
long-time contract with them. That will ensure us the stable 
resource for the MDM and other Java-related projects. I think 
the supplier also wants to help its developer in the new 
framework to accelerate the learning process”, (The client 
project manager). 
Long-term 












“We asked the supplier to join the training project in which they 
had to spend the effort to learn and we also had to spend our 
human resource to support, review and give them the feedback. 
If the supplier performs well in the training, we also would like to 
cover partly the effort that they spent for the learning”. (The 
client CEO). 
Contribution of 








Supplier E Supplier 
“That is reasonable when we spend our time and resource to 
learn new technology in order to serve a client. Perhaps we are 
successful or not, but at least we do learn and try our best with 
the new client”. 
Contribution of 








Supplier E Supplier 
“When we started a project with new clients, there are only 
requirements from them, rarely such activities to develop our 
developers, because the client only wants the job get done by 













“In order for a supplier to work with us, it has to have certain 
technical skills which are compatible to our current projects and 
process. It is not really difficult. For example, we can create 
videos about how the interfaces of MDM or Conrad are working, 
how we test. Then developers of a supplier can watch them as 
many times as they need until they can master the platform. 
Furthermore, we also sent them many written materials which 
could help them to better understand the technology that we are 













“At the beginning, we gave the vendors general information 
about the project with technical description for them to explore.” 












“Last year when we visited the vendors in Vietnam, our CEO 
also shared with them our strategy and the plan to work with 
vendors there.” (Client sourcing coordinator). 
Client strategy 











At our side, we invited the CEO and key developers of this 
supplier to visit us on December. They will be working here and 
meeting with us for a week. I think it is a great time for them to 
explore our culture, people and also enjoy the city”. (The client 
CEO). 
Invitation to 








“We sent our product owner to the supplier in Vietnam for a 
week. That was a good opportunity for him to get to know the 
people there and learn how the developers are working in 
Vietnam. I think the supplier also had a good chance to work 
directly with the product owner to understand him better”. (The 
client CEO). 
On-site visit to 







Supplier D Supplier 
“Welcoming the client CEO and project owner is a good chance 
for us to understand them better. He (the product owner) will 
stay with us for a week. I would like to introduce to him how we 
are implementing, testing and ensuring the quality. Perhaps, our 
project manager and he might have some time to go out and 
enjoy food, sightseeing together in Ho Chi Minh City”. (the CEO 
of supplier D) 
On-site visit to 








“After working with them for some projects, I think we also 
learned from them. Some technical processes of the supplier 
are even better than what we are doing here in the company. 
When I am in Vietnam with them, I think I could have good 
chances to talk and work with them to learn not only the working 
process, technology but also the Vietnamese culture and people 










“After successful pilot project, we communicate more often with 
the suppliers and share with them more about our company.” 










“At the first contact, only I communicated with the vendors for 
the project requirements. But after that, our staffs (senior 












to explore their problem and support them.” (Client sourcing 
coordinator). 
Client Client 
“We also invited our vendor in Czech republic joining our 
"Warm-up party 2018", in which we introduce our strategy, goals 
with them and our clients. That was an important to strengthen 









Client Client "Firstly we invited vendors to take a training course with a third 












"That is fine for us to pay for the training, because we can learn 
new platform to apply for the future projects with this client." 











Supplier A Supplier 
"Normally the client will pay for the training when they require us 
to apply new platform or technology." (Project manager of 
supplier A).  










Supplier B Supplier “Our clients always paid for us when they want to train us in 
some new technology." (Project manager of supplier B).  











"After they finish the training, we will give them pilot projects to 
test and improve their capability on the new technology. Of 
course we paid them for the pilot project. That is the way we 
share the cost with the suppliers." (Client project manager).  
Client pays 













Supplier E Supplier 
“Our developers finished the pilot task of MDM already. It was to 
remove Liferay system out of MDM and run it on Spring Boot. 
We are eager to see the review of the client. However, it seems 
that they cannot review the source code soon. We have to wait 
while there is not much left to do. And I think it will demotivate 
our developers”. (The CEO of supplier E). 












“Yes, we knew that the delivery from the supplier E should be 
reviewed soon. We also wanted to know if they were successful 
in running the MDM on Spring Boot or not. However, our testers 
and the team leader were very busy at that time. We could not 
get them for other tasks”. (The client sourcing coordinator). 












 “Another problem from us is that we have difficulty in doing 
forecasting. Our project managers cannot say how many 
developers and which skills they require in the next few months. 
Thus, we cannot communicate with the suppliers if we buy from 
them a certain number of developers or skill pool to serve our 
project. When we cannot do that, the suppliers will not keep 
good developers for us while having no real projects. Thus, we 













“I think we have not clearly understood them during the meeting. 
Perhaps our English is different from their English or maybe that 
was the difference in the way we communicate to each other. 
Honestly, I sometimes felt uncomfortable in talking with them. I 












Supplier E Supplier 
“We understand that the developer’s English speaking ability is 
not really good. Thus, sometimes we cannot communicate very 
well with the client. We have to improve it every day. However, 
another thing is that we still have some gap in culture between 
Vietnam and Germany. We have to learn more about that to 
















“Although our CEO is very committed to the cooperation with 
Vietnamese vendors, the middle managers sometimes show 
their skeptical attitude about the capability of the vendors. We 
had a small project with supplier D. In this project, our project 
manager did not really want to work with external vendor. It was 
like something strange and difficult for her to deal with some 
developers outside who have not been working closely to her 
before. Thus, the communication with the supplier was not really 
smoothly and somehow problematic”. (The client sourcing 
coordinator.)  
Skeptical 










Supplier D Supplier 
“That was very smoothly when we worked with the client in Cook 
Concern project. I think because we could communicate and 
explain our problems very easily with him. However, I always felt 
that it was problematic when our developers were working with a 
project manager for the Conrad-Harvag project. We tried to 
communicate and explain her how we have worked, but there 
was always miscommunication between us. Honestly, I did not 
think that she were really interested in working with some 
external developers”. (The CEO of supplier D). 
Skeptical 











“Sometimes I fell that the vendor simply cannot afford learning 
quickly our technology and processes. They seem like new to 
the developers, therefore they need more time and efforts to 
explore what they should learn in order to meet our process 












Supplier E Supplier 
“The Spring Boot is new for our two developers. Although they 
are quite experience in other programming languages, they still 
need time to learn and explore how the MDM can be run on the 
Java and Spring Boot independently. Of course, it will take time 
but we will try our best to learn it as quickly as possible”.(The 















Supplier D Supplier 
“Actually we do not always have developers available for 
learning new skills or technologies. There are other projects 
waiting for the developers. So I cannot allocate many 
developers for learning because we also need to optimize our 
resource for all clients and projects. However, we are willing to 
learn new things if they are necessary for serving the client 
better. And we are also creating rooms for talent development 













“When we visited vendors in Vietnam for the first time, some 
vendors were not really professional in the way they welcome 
guests or the appearance of their business processes. However, 
with the supplier D and E, they were very professional and “in 
Ordernung” (…means in order, good in German), and this 
feeling made us comfortable that we could do business with 
the”. (The client CEO). 








Supplier E Supplier 
“At the first meeting, I realized that the client really wanted to 
work with suppliers like us in Vietnam. There were three people; 
two of them were top managers. It seemed that we could invest 
our resource to stay in touch with this client and wait for the 
business outcomes. Nevertheless, the business sometimes is 
coincident. Perhaps we can get a business opportunity very 
quickly, and sometimes it was nothing after we invest a lot of 
efforts”. (The CEO of supplier E). 








Supplier A Supplier 
“Every week, we meet different clients, honestly, this client was 
not special to us and they look not really potential. I think they 
just came by to visit some vendors in Vietnam. The business 
might not come soon from this client. Thus, we rejected their 
invitation for a training program. We need to focus on other 
more potential clients”.(The project manager of supplier A). 












“I think our CEO is very committed to the cooperation with 
suppliers in Vietnam. He visited the partners many times this 
year for exploring and improving the relationship with the 
vendors there. And when the CEO is committed, internal people 
and departments that are working with vendors would be more 
interested in working with and developing the suppliers”. (The 













“I am so surprised that the vendor even did not care about the 
payment and the contract with us. They worked in some pilot 
projects and tasks for us, they took them too much effort both 
human and time. However, they did not ask for the payment, 
they just wanted to show us that they are able to learn and fulfil 
our requirements. Perhaps our CEO has shown them our 
potential of business and commitment with the long-term 
cooperation, thus, they felt safety to invest efforts in our projects. 












Supplier D Supplier 
“When we have more contact and interaction with the client 
project manager or sourcing coordinator, it is much better than 
only work with the requirements or documents received from 
them. We really need their involvement in our projects to ensure 
the best quality for our client”. 
Human resource 









“When I was here in Germany working with the offshore 
developers, it was sometimes miscommunication, especially I 
could not understand clearly how the developers there think and 
work. When I was there with them for a week, it was really 
helpful for us to understand each other. I would like we not only 
work on the task-based but also the context-based business in 
which the developers there can understand clearer the context 
of the project and what we are really looking for. I think they are 
also much more motivated because they also understand the 
client business situations and how we work together”. (The client 
project manager) 
Human resource 












“Fortunately, we have many tools such as video-conference, 
repository system, HipChat, etc. that can help us communicate 
and transfer materials with each other very easily. Sometimes 
when there was a problem with the system, we did have some 
disruption which could effect of working process with the 
vendors. Therefore, maintaining stable platforms for 
communication and information exchange is very important to 
work among distributed teams”.(The client project manager). 
Supporting 









“I think the supplier D has improved too much regarding their 
capability during the time they has worked for us in pilot projects 
and others. They have already been familiar with our processes, 
source code, how we communicate and transfer information. 














“Although the supplier E has not taken too many projects with 
us, but they have been still learned about our processes, the 
new platform used in our company and our expectations. 
Especially, the supplier testers have performed very well in the 
CRM testing project with us. They learned very quickly how our 
testing process is running and adapted quite good”. (The client 












Supplier E Supplier 
“For MDM project, although it was completely new platform for 
us, but we managed to handle the tasks from the client. That 
was very kind of the client to give us such the task to 
independently implement the MDM on Spring Boot. Thus, our 
developers can learn new technology. The developers still have 
some difficulty in MDM, but I think he will be able to handle it 
soon”, said the project manager of supplier E. 
Supplier is more 
willing to learn 















“Actually, we wanted to develop the supplier D in order for them 
to work with us. However, we did not really want to invest too 
much in the pilot project and the supplier has to work and invest 
for themselves. They did not really succeed in the pilot project, 
but I think the reason is, to a certain extent, because we did not 
support them enough. Fortunately, the supplier was still willing 
to learn and work for us. So we gave them a second chance to 
improve. We also paid partly for their effort in the pilot project”. 
(the client sourcing coordinator). 
Lack of support 
from client in 
pilot project. 
Second chance 
to learn again 









“This supplier has shown a very professional business process 
working with us, the company’s profile is really impressive, and 














“Specifically, I also consider how many developers for specific 
skills that the vendors obtain, how experience they are, and the 














“It is really a fundamental requirement for ITO vendors to work 
with international clients. However, most of vendors have a 
certain level of English which is enough for them to 
communicate with the client. Furthermore, in our case, we have 
two Vietnamese who can support in communicating with the 
vendors.” (Client sourcing coordinator).  
Capability - 









“This supplier has shown a very professional business process 
working with us, the company’s profile is really impressive, and 
their staffs speak English very well.” (Client sourcing 
coordinator). 
Capability - 









“We really want to invite them (supplier A) to join our project, 
because they are simply the best one among suppliers.” (Client 
project manager). 
Capability - 












“We consider the price of the suppliers. It is not sole the hour 
rate or man month price, but we also evaluate the quality, 
delivery and other aspects of the suppliers. Regarding those 7 
suppliers, their hour rates are quite similar. There is no 
significant different in hour rate of developers, varying around 14 
– 22 USD, depending on experience of the developers.” (Client 
project manager). 
Capability - 









“When I had a chance to visit this company, I was really 
impressed by their young staff, but very professional. There 
working process, the way they welcome me, their staff’s English, 
the how they prepared the offer were completely convincing 
me". (the client CEO). 
Working 









“I think supplier C is also a good vendor, although not as good 
as Supplier A. It is a 100% Japanese capital company and has 
some big projects with other clients in Japan. Thus they do not 
want to invest in the training programs. Regarding supplier B, I 
do not think that they are really good. They are just in middle of 
capabilities; this vendor was also not really interested in the 
training with us.” (Client project manager). 
General 









“I can only evaluate partly that of the vendors as I just worked 
with them for a short period of time. For better understanding of 
vendors’ service and business process, we have to work with 
them in real projects in which we give them time to perform and 
then explore their behaviors.” (Client project manager). 
General 









“Besides its good profile, I am also interested in their 
organizational culture, it is quite similar to us; we are a medium 
firm too, with about 150 employees. They also communicate the 
company’s values, missions, visions very clearly to the client 
















“It is very important, especially when we have experienced some 
unexpected results of the previous projects with external 
vendors due to the cultural differences and lack of international 
experience of the vendors. When a vendor has good experience 
in working with international clients (especially in Europe, where 















“We are really impressed by a vendor that always shows its 
eagerness to work with us during the communication in Vietnam 
and also via Email, Chat with us when we are in Germany. That 
vendor is completely willing and ready to make everything to 














“Supplier D is a young Vietnamese company. Their CEO and 
developers are also very young. However, they are full of energy 
and eager to learn. I am really impressed with its willingness and 
the way they show us that they really want to cooperate with us.” 
(Client CEO). 
Supplier is full of 
energy and 











“During the communication with vendors, I honestly could not 
evaluate exactly how good suppliers’ capabilities are, because 
we have never worked with them in real projects. But one 
important thing I considered is the willingness of the supplier to 
cooperate with us. One supplier always shares us information 
about their company that they want to improve the skills of 
developers and learning new skills to focus on the new market, 
and always ask us for the opportunity of long-term cooperation.” 
(Client project manager). 
Supplier is 












“I think supplier C is also a good vendor, although not as good 
as Supplier A. It is a 100% Japanese capital company and has 
some big projects with other clients in Japan. Thus they do not 
want to invest in the training programs. Regarding supplier B, I 
do not think that they are really good. They are just in middle of 
capabilities; this vendor was also not really interested in the 
training with us.” (Client project manager). 
Supplier not 















 “I think supplier E’s capabilities, skills and experience are surely 
higher than supplier D and supplier F seems to be the weakest, 
but supplier D’s attitude towards us is unbelievable. They not 
only agreed to join the training like the two others, but also 
proactively contacted the third party, registered for the training 














“Besides those criteria above, we also consider if the vendors 
are willing to invest in this specific relationship with us. It is not 
only the willingness to work with or to sell some services to us, 
but also the willingness of the vendor to adapt its structure or 















“Supplier A is very skeptical with our invitation to training and the 
project afterward. Maybe they have many big projects and we 
are not their priority.”(Client project manager). 












“Outsourcing is my long-term goal for developing this company. 
We want to leverage the company by using the external 
resource. But at that time, I did not want to invest much in the 
suppliers in Vietnam and I did not want to disturb the internal 
team by integrating the external team to our current system. So 
if a supplier is willing to invest itself to join us, we will try with 
them”, (The client CEO). 
Risk-taking 












Supplier D Supplier 
“We simply tried to learn new things and expected that we can 
get the business with this client. At that time, I felt that it was an 
opportunity and I decided to invest. Our developer appointed for 
this training was also very eager to learn. So we did it. 
Fortunately, we have had some good business with this client 
afterward although we failed in this pilot training, (The CEO of 
supplier D). 
Risk-taking 















Supplier D Supplier 
“We are interested in learning new platform used in the client 
firm and also their process in software development projects. 
The client gave us feedback and evaluation very often. In a pilot 
project, we did not perform really well, however the client still 
open to us and give us a second chance to improve and work 














“Certificates are something we also consider important. When a 
vendor has relevant certificates, for example ISO 27001, CMMI, 
ITIL, etc. it shows that we might be more likely work with that 
vendor. That is a basic requirement in the IT industry.” (Client 
project manager). 
IT-related 








Supplier A Supplier 
“At that time, we had some other projects to fulfill. Thus, we did 
not have enough resource to invest in the training with that 
client.” (Project manager of supplier A). 
Lack of resource 
to invest in SD Lack of resource 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier G Supplier 
 “We are also interested in the training and the cooperation with 
this client. I mostly decided to join with them. However, our 
resource at the moment was not really efficient to spend for 
such a program. Thus, we rejected the offer. But we are still and 
always welcome this client when they have relevant project with 
us”. (The CEO of supplier G). 
Lack of resource 
to invest in SD Lack of resource 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier G Supplier 
“At that time we did not plan to develop this specific skill. Our 
core capability is PhP, web and mobile application.” (CEO of 
supplier G). 









to join SD 
Supplier 
motivations 
to join SD 
Supplier A Supplier 
“Honestly, our managers are also not sure if it is a potential 
opportunity for us. So we’d better focus on our core current 
projects.” (Project manager of supplier A). 
The client not 
potential (big) 
enough 
Potential of the 
client 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier C Supplier 
"Our company only considers projects more than 25.000 USD, 
and now most of our projects with clients are from 40.000 USD 
or more. Thus, at that time we honestly thought that this client is 
not really potential and worth our investments.” (Business 
development manager from supplier C). 
The client not 
potential (big) 
enough 
Potential of the 
client 
Reason not 
to join SD 
Supplier 
motivations 




Supplier B Supplier 
“The client just visited us once, thus we cannot evaluate how 
potential this client is and this is very risky for us to invest our 






Risky for the 
supplier 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier C Supplier 
“Currently, we have big clients and do not have resources to 
invest in such a training program which cannot ensure any 






Risky for the 
supplier 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier C Supplier 
“During projects we receive feedback from our client, and when 
the project is finished, we also get their evaluation.” (Business 





Risky for the 
supplier 
Reason not 
to join SD 
Supplier 
motivations 
to join SD 
Supplier A Supplier 
“Our company did not plan to invest in this specific platform. 
That is not our development strategy because we have other 
important goals to invest in.” (Project manager of supplier A). 








to join SD 
Supplier 
motivations 
to join SD 
Supplier B Supplier 
 “We are a 100% Japanese capital company, so we have our 
main clients in Japan. Some other clients are in Singapore and 
Australia, but not many. Thus, we are focusing on the Japanese 
market; Europe is not really our target. However, if there are 
some projects which are suitable with our skills and capacity, we 
are also open to handle those projects. In case of this client, we 
would surely not involve in because that is not aligned with our 
development strategy and we do not have resource to invest in 
this program.” (Business development manager of supplier B). 







to join SD 
Supplier 
motivations 
to join SD 
Supplier B Supplier 
“After several successful projects with us, the client visits us 
more frequently, gives us some training for new technologies or 
platforms, or even invites us to their firm as a traveling chance 
for our developers and top managers.” (Business development 













Supplier E Supplier 
“Of course we would like to have more business and win the 
contract. Joining this program with this client is good, but we are 
not available at that time.” (CEO of supplier E). 





to join SD 
Supplier G Supplier 
“Our company always welcomes new clients. If there are new 
projects from the client, we are willing to take them.” (CEO of 
supplier G). 





to join SD 
Supplier E Supplier 
“It is important to realize the commitment of the clients, 
especially from the top manager to the relationship and the SD 
activities. When we see our client’s commitment, we will be 
more willing to join the SD programs. It is because joining those 
programs is sometimes only useful for this specific client. We 
cannot use those skills or technologies for another client.” (CEO 




trade off with the 
relation-specific 
investment) 
Client commitment Supplier motivation 
Supplier 
motivations 
to join SD 
Supplier D Supplier 
“We are really interested in working with this client, because 
they are very committed with us. Their CEO visited us two times 
already and shared with us his plan to outsource to Vietnam.” 
(Project manager of supplier D). 
Commitment of 





to join SD 
Supplier A Supplier 
“Our clients include both IT companies and non-IT companies. 
Working with other IT companies is quite easy because we are 
all IT technicians. We can communicate more effective with our 
IT clients than with some non-IT clients. We receive technical 
supports or training mostly from IT partners. With non-It ones, 
there are rarely any activities to support us, we even have to 
train them to use our products, how to maintain the server and 
websites and so on.” (Project manager of supplier A). 
If clients are 








to join SD 
Supplier D Supplier 
“I think we can learn a lot from working with this client. They can 
train us in new technology. Thus we can not only work for them, 
but also for other similar clients in Europe.” (Project manager of 
supplier D). 
Opportunity to 
be trained for 
new capabilities 
Opportunity to be 










Supplier B Supplier 
“After several successful projects with us, the client visits us 
more frequently, gives us some training for new technologies or 
platforms, or even invites us to their firm as a traveling chance 
for our developers and top managers.” (Business development 

















Hiermit versichere ich, dass ich die vorliegende Arbeit ohne unzulässige Hilfe Dritter und ohne 
Benutzung anderer als der angegebenen Hilfsmittel angefertigt habe; die aus fremden Quellen 
direkt oder indirekt übernommenen Gedanken sind als solche kenntlich gemacht. 
 
Bei der Auswahl und Auswertung des Materials, bei der Herstellung des Manuskripts sowie 
bei der sprachlichen Redaktion habe ich die Unterstützungsleistungen von folgenden 
Personen erhalten: 
1) Prof. Dr. Utz Dornberger 
 
Weitere Personen waren an der geistigen Herstellung der vorliegenden Arbeit nicht beteiligt. 
Insbesondere habe ich nicht die Hilfe eines Promotionsberaters in Anspruch genommen. Dritte 
haben von mir weder unmittelbar noch mittelbar geldwerte Leistungen für Arbeiten erhalten, 
die im Zusammenhang mit dem Inhalt der vorgelegten Dissertation stehen. 
 
Die Arbeit wurde bisher weder im Inland noch im Ausland in gleicher oder ähnlicher Form einer 
anderen Prüfungsbehörde vorgelegt und ist auch noch nicht veröffentlicht worden.  
 
Leipzig, 01.09.2020     Unterschrift 
 
